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Top Cars 


New-car registrations for eight 
16 states for Sep- 


| 1955 Pos. Make 1954 Pos. 
- 1—1,088,863 Chev.  951,617— 1 
2—1,058,830 Ford 949,495— 2 
3— 529,564 Buick 361,085— 3 
4— 471,194 Plym. 285,970— 4 

> 5— 409,067 Olds. 280,793— 5 
6— 368,942 Pontiac 241,340— 6 
_%— 254,189 Mercury 202,342— 7 
 8— 198,012 Dodge 104,324— 8 
9— 113,866 Chrysler 71,042—10 
so 99,729 Cadillac 75,752— 9 
-1i— 85,213 DeSoto 53,205—13 
a 71,044 Stude. 65,645—11 
13— 67,877 Nash 59,319—12 
wii— 36,936 Packard 29,100—14 
'-15— 32,800 Hudson 25,102—16 
- 16— 21,897 Lincoln 26,226—15 
1ji— 5,294 Willys 13,371—17 
18—- 859 Kaiser 6,558—18 

32,455 Misc. 19,246 
Total All Makes 
4,946,631 3,821,532 


Farther details on Page 40. 





By Robert M. Finlay: “> 
Editorial Director 
ITTSBURGH.—Independent auto 
dealers from most parts of the 


“country predicted here last week a 
strong used-car market for 1956 
and resolved to continue their fight 
for a share of the new-car market. 


Some 130 dealer delegates 


" marked the ninth year of their 
organization at the first conven- 


b6-Model Sales 


Get Flying Start 


Many Showings Held 
Before Debut Dates 


By Bob Lienert 
Associate Editor 

ALES of ’56-model new cars are 

off and galloping—not running— 
according to dealers who last week 
had such units available for 
delivery. 

Dealers wheeling out their 
shiny new offerings last week 
were not necessarily limited to 
those whose cars have been offi- 
cially introduced to the public. 

A combination of eager buyers 
and obliging dealers has resulted in 
a@ certain amount of gun-jumping. 

. * ~ 


NEARLY every city had its share 
of “sneak previews,” about the 
(Continued on Page 4, Col. 1) 
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Car Production Starts 


On 4th-Quarter Climb; 
Millionth Truck Made 


Near-Record Schedules by Ford, GM Resumptions 
Bring Highest Weekly Output in 2 Months 


By Martin L. Whitmyer 

Staff Writer 
ONTINUED near-record output 
at Ford Motor Co., plus more 
increases at General Motors, helped 
ike U. S. car output to an esti- 
mated 127,365 units last week, high- 
est weekly production since the 
beginning of GM’s changeover pe- 
riod during the week ended Aug. 27. 
The production upturn marked 
the beginning of a scheduled fourth- 

quarter output surge. 
Last week’s output was 124.7 


Nonfranchised Challenge 


Independent Dealers See Used-Car Strength in ’56; 
Say New-Car ‘Dog Fight’ Helps Them 


tion under the banner of the Na- 
tional Independent Automobile 
Dealers Assn. 

The independent dealers stated 
that their position was strength- 


ened by the “dog fight” among 
franchised new-car dealers. 
x * a 


eas were told by Rep. Arthu 
G. Klein, chairman of the House 
subcommittee studying the so-called 
anti-bootlegging bill sponsored 
by NADA, that the committee may 
not get to the legislation this year 
in view of the election year coming 
up and the press of more important 
legislation. 

The dealers resolved that they 
would fight any legislation which 
would tend to restrict new-car 
sales to enfranchised dealers. 

They were told that a revolution 
is underway in automobile market- 
ing which points to the decline of 
franchises and the rise of all-make 
auto supermarkets. 

* + * 

HERE were fewer of the old 

faces and not too many new 

ones at the convention, because 
personal and sectional differences 
and disputes between exclusive 
used-car dealers and independent 
new-car dealers have taken their 
toll. 

The situation came to a head last 
May with change of the name from 
the National Used Car Dealers 
Assn. to the National Independent 
Automobile Dealers Assn. 

However, a strong core of or- 

(Continued on Page 44, Col. 3) 


Inside Automotive News . 


@ Members of American Trucking Assns. are ral- 
lied to battle adverse proposals. Convention 


report on Page 2. 


Four ’56 line stories—Cadillac on Page 38, Pack- 
ard on Page 9, Plymouth on Page 28, Pontiac on 


Page 12. 


J. B. Van Tassel points to merchandising oppor- 
tunities of announcement time. Page 39. 


Germany’s new trucks described by George L. 


Glaser on Page 22. 


New-car and truck registrations and new-car prices, Page 40. 


Used-car 


auctions and 


prices, Pages 4, 34. 


Production by makes, Page 45. 
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percent of Automotive News’ 
three-year index, as compared 
with the previous week, when 
the industry assembled 101,581 
cars, or 0.52 percent below the 
average week of the last three 
years. 

Highlight of last week’s produc- 
tion activities, however, was the 





marked the eig 
that commercig 
surpassed ms 


ITH 817,888 cars "assembled 

during the first 19 working 
days of October, factory efforts to 
build 530,000 cars this month will 
fall short of the mark unless they 
can get some help from Chrysler 
Corp., American Motors and Studeé 
baker- Packard in the remainifig 


seven days of the month. 


Chrysler Corp., with Plymogith 
falling off to 5,588 cars And 
Chrysler division and Dodge /both 
slicing output, produced only 16, 
cars last week, or 9,433/fewer 








its than it produced pre- 
vious w 

Plymouth dropped fr 12,982 

cars \the previous week tq 5,588 last 


— while Dodge slid from 6,845 
mtinued on Page 45,¢Col. 3) 


Pontiac Launches 

GM Price Trend 

With $75-$95 Hike 
By ynard M. Gordon 


\ News Editor 


GIGNALLING the, trend for Gen- 
eral Motors, Pontiac division 
last week pticed up its 56 models 
by amounts oe g from $75 to 





$95, or 3.2 to 4.4 percent. This 
averaged so ae less than the 
price hikes ee rlier by Chrys- 
ler Corp. and Motor Co. 
Pontiac "lp Plymouth, 
Chrysler, Im I and Continen- 
tal in factory price announce- 


ments effective Oct. 21 with deal- 

ership introductions. Plymouths 
were raised $62 to $104, or 3.2 to 

7 percent; Chryslers, $145 to $248, 

or 5.9 to 7 percent; Imperials, $276 
to $300, or 6.7 to 6.9 percent, and 

Crown Imperials, $539 to $550, or 

8.4 percent. 

The highest price tag in the in- 
dustry — $8,800— was assigned the 
Continental Mark II. Federal excise 
of $682 and dealer handling of 
about $100 lifts the Continental 
price to less than $500 from the 
$10,000 mark. Only air conditioning 
is optional on the Mark II. 

* o oJ 
p-Pprect competitors of Pontiac 
had announced the following ’56 
price boosts: DeSoto, 5 to 7.7 per- 
cent; Dodge, 4 to 6.8 percent, and 
Mercury, 2.3 to 5.4 percent. 

Factory list prices of price “lead- 
ers” in the lower-medium price 
class now compare as follows: 
Dodge Coronet V-8 two-door sedan, 
$2,061; Mercury Custom Medalist 

(Continued on Page 6, Col. 4) 
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Four Makes Join '56 Parade 
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Cadillac's S¢dan deVille— 


jardtop—the Sedan deVille—and an Eldorado hardtop coupe join 
line. (Story and other pictures are on Page 38.) 





The Packard Patrician— 


Packard offers four models for 1956 with top horsepower of 310, highest announced 
rating in the industry. (Story and pictures are on Page 9.) 





Plymouth Belvedere 4-Door— 
Plymouth has 15 models, a new engine and pushbutton automatic transmission. 
(Story and other pictures will be found on Page 28.) 





Pontiac 4-Door Hardtop— 


Pontiac has added three four-door hardtops, including this Star Chief Custom 
Catalina. (Story and other pictures are on Page 12.) 












Fain mane 
es 





2 
Perils Cited Duri 





AUTOMOTIVE NEWS, OCTOBER 24, 1955 


Convention ... 





Truckers Pledge ‘Fight for Life’ 


By Jack Weed 
Truck Editor 

WASHINGTON. — It was appar- 
ent during the 22nd annual conven- 
tion of the American Trucking 
Assns. here last week that the na- 
tion’s truckers are girded for 4 
fight to the finish against current 
threats to their industry. 

The new president, Neil J. Curry, 
unequivocally told the delegates 
that the officers were convinced of 
two things: 

1. That the so-called Weeks 
Cabinet Report on Transporta- 
tion was wholly railroad inspired. 








2. That the inequitable tax bur- 
dens proposed for trucks in the 
road bill, which failed to pass 
Congress’ last session, were fos- 
tered by the rail lobby. 

The delegates were told bluntly 
that their industry was periled if 
Congress accepted the Weeks re- 
port and if the final bill on the 
highway program contained bur- 
densome taxes on truckers. 

Curry told the truckers: “Let’s 
face it” and issued a call to arms 
for mobilization against both meas- 
ures insofar as they proposed in- 
equitable taxation or any effort to 


Georgia Dealers Select Officers— 


Clark T. Lyndon, seated left, was elected president of the Georgia Automobile 
Dealers Assn. at the group’s annual convention at Augusta, Ga. J.' J. Westbrook,’ 
seated right, was named treasurer. Other officers and directors are, from left, stand- 
ing, R. C. Dunlap jr., director; J. C. Lewis jr., first vice-president; and James C. Down- 
ing and Oscar Miller, directors. Directors C. M. Daniel jr. and Rufus Camp are not 
pictured. 





WASHINGTON. — Exemption 
from the manufacturer’s tax on 
ears furnished by dealers for high 
school driver training courses was 
requested by Frederick J. Bell, ex- 
ecutive vice-president of NADA, in 
an appearance before a House 
Ways and Means subcommittee. 

A bill to accomplish this was in- 
troduced this year by Rep. Thomas 
L. Ashley, Ohio 
Democrat, and is 
awaiting action 
by the full com- 
mittee. 

Under the pres- 
ent law, Bell 
noted, the new- 
car dealer who 
furnishes the au- 
tomobile to the 
school pays the 
tax before he re- 
Frederick J. Bell ceives the auto- 
mobile from the manufacturer, just 
as he does with respect to all vehi- 
cles he receives. 

Bell then referred to the Ashley 
bill, and said, “At the appropriate 
time we urge your most favor- 
able consideration of this bill. 

“Not only the technical and ad- 
ministrative problems with respect 
to the application of the excise tax 
in this rather limited but none the 
less important phase of the overall 
tax as it applies to automobiles 
should receive your attention, but 
this inevitably leads to a more fun- 
damental inquiry at this time.” 

Bell said that NADA is strongly 
opposed to continuation of the pres- 
ent excise taxes on automotive ve- 
hicles, and offered six reasons why 
such taxes should be discontinued: 

1. The justification and purpose 
of the tax (depression and wartime 
emergency) no longer exists. 

2. The tax is discriminatory. 

3. The tax penalizes lower income 


groups. 

4. It is a glaring example of mul- 
tiple taxation. 

5. It restricts mobility. 

6. It is a threat to customer de- 
mand and employment in the auto- 
motive and allied industries. 

Bell said that members of 
NADA want to assume a fair 
share of the tax burden, and have 
no desire to deprive the Govern- 


To Aid Driver Training 


NADA’s Bell Asks Excise Exemption for Cars 
Dealers Furnish to Schools 


ment of necessary revenue. 

But, he added, “we do contend 
that the taxes should be fairly and 
equitably distributed among all seg- 
ments of the public. We do not feel 
the present tax meets these stand- 
ards.” 

Bell noted that approximately 
40,000 dealers and their 640,000 em- 
ployes; manufacturers and their 
million employes, and nine million 
persons engaged in highway trans- 
port industries all depend for a 
livelihood on a healthy automotive 
economy. 

Supporting industries, he said, 
also depend on the auto industry. 
In a typical year, Bell said, the 
auto industry bought 17 percent of 
all steel, 80 percent of all rubber, 
69 percent of all plate glass, 65 per- 
cent of all upholstery leather, 35 
percent of all lead, 9 percent of all 
tin and 10 percent of all cotton sold 
in the U.S. 

“Such a widespread consump- 
tion rate depends upon continued 
high automotive demand, produc- 
tion and employment,” Bell said. 

“The future of these three de- 
pends to a large extent upon the 
price of the vehicle and the key to 
price in the present market may 
well be the excise tax.” 






change the wording of the Inter- 
state Commerce Act “that would 
bring back the open and unbridled 
competition” it was designed to 
eliminate. 

Joseph E. Keller, genera] coun- 
sel, Private Carrier Conference, 
told the truckers that adoption of 
the Weeks report would involve a 
new round of costly litigation for 
the private carrier at too great a 
risk to his welfare. 


The Weeks report calls for a 
redesignation of the private car- 
rier as presently set forth in the 
act. “Under the amendment pro- 
posed by Secretary Weeks,” 
Keller said, “all private carriers 
would be subject to redesigna- 
tion.” He called for its rejection 
by Congress. 

“We have no special property 
right in the interpretation of the 

term ‘private carrier’ as it is cur- 
rently construed by the courts and 
the ICC,” he said. “If Congress 
changes the law, previously decided 
cases will provide no particular 
bases for the retention of the ‘pri- 
mary business purpose test.’ 

“If the Weeks amendment is 
passed, the courts are ultimately 


: going to have to decide the extent 


of its effect and this of course re- 


” quires new legislation,” he pointed 
_. | out. 


..“We have already gone through 


, | this process of, judicial interpreta- 
»|tion once and as a result We now 


have a definition of ‘private carrier’ 
which igs eminently fair and work- 
able. It is a definition which has 
been developed at the expense of 
much litigation before the commis- 
sion and the-ecourts,” he said. 
Truckers fear that if the orig- 
inal basis is tampered with, as 
recommended, it will endanger, if 
not destroy, independent owner- 
ship and operation of the trucks 
lines of the nation. 

As a matter of fact, officers and 
directors of the association realize 
that they face this year what may 
be the most critical problems that 
the trucking industry ever has 
faced. And not only from a legis- 
lative standpoint but from a public 
relations one as well. 

And these problems may well 
dwarf even those encountered dur- 
ing the uphill battle against forces 
dedicated to loading the over-the- 
road trucker with as high and ruin- 
ous taxes and legislative hurdles 
as it was possible to get national 
and state law-making bodies to go 
along with. 

It is expected that the associa- 
tion will back its previous position 
on financing the Federal highway 
plan. The public was led to believe, 
from certain sources, that the fight 
the truckers put up against the 
bill was the block that kept the 
bill from passing. 

However, the truckers said that 
it was what they considered 
“unjustified and discriminatory 
taxes” against the heavier trucks 
that caused the bill to fail. 

Trucker spokesmen believe that 
the officia] stand will be something 
like this: “(If) extra funds over 
and above the present gas tax and 
other revenues are needed, the 
truckers will go along with any 
across-the-board increase in fuel 
and rubber taxes as long as they 
(the boosts) are equitable and 

(Continued on Page 41, Col. 1) 


Business Barometer 


Auto Production — 153,772 cars, 
trucks in week vs. 59,181 year before. 

Business Failures — 203 in week 
vs. 152 year ago. 

Department Store Sales — Up 6 
percent in week from year before. 

Electricity Output — 10,639 mil- 
lion kilowatt hours vs. 9,193 million 
year ago. 

Freight Loadings — 807,035 cars 


in week, up 104,125 cars from year 


ago. 

Gasoline Stocks — 151,006,000 
barrels, down 260,000 barrels in week. 

New-Car Registrations —4,946,- 
631 in 1955 to date, vs. 3,821,532 
year before. 

New-Truck Registrations—622,- 
774 in 1955 to date vs. 572,090 year 
before. 

Oil Stocks — 254,986,000 barrels, 


an increase of 188,000 barrels in 
week. 

Soft Coal Output—9,800,000 tons 
estimated vs. 9,580,000 tons week 
before. 

Steel Output — 96.1 percent of 
capacity estimated vs. 96.5 percent 
week before. 

Used-Car Prices — $731 in Octo- 
ber to date vs. $747 in September. 

. a 


Common Stocks 


ct. Oct. 
19 12 


8% 8% 

95%, 93% 99% 
GM 134%, 133% 145% 
Kaiser 3% 5 
S-P 9% 15% 


50.30 49.85 


Am. Motors 
Chrysler 


Average 











Arkansas Dealers Elect— 





Tom McNeil (left), of Rogers, retiring president of the Arkansas Automobile Dealers 
Assn., hands the gavel to president-elect Milton Green, ElDorado. H. E. Parker (second 
from right), Magnolia, was named a regional vice-president and Fred Poe, Little Rock, 


is first vice-president of the association. 





Chevrolet Sees 10% Boost, | 


2% Million Output in ’56 


By Pete Wemhoff 


Editor, Automotive News 


| hprcagpeeigy plans to boost 1956 
car and truck output 10 per- 
cent to 2,500,000 units—with a goal 
of three million vehicles “in the 
foreseeable fu- 
ture,” General 
Manager T. H. 
Keating told a 
preview of next 
year’s models in 
Detroit last week. 

He said 1955 
production will 
set an alltime rec- 
ord, ranging 
around 2,300,000 

eal: units, made up of 
T. H. Keating 2,200,000 cars and 
trucks in U. S. plants and 90,000 in 
Canada. 

To meet future objectives, Keat- 
ing revealed that Chevrolet plans 
to add 4,250,000 square feet of 
manufacturing and warehousing 
area, which is in addition to the 
5,500,000 square feet announced a 
year ago. 





* * * 


“ONE of our cousins (Buick) has 
been talking about a million- 
car year in the future,” quipped 
Keating. “Others claim they are 
edging up. This indicates the mil- 
lion-unit plateau may become a 
trifle congested. Too congested for 
us, anyway. We’re moving our ob- 
jective up to three million, which I 
consider neither impossible nor im- 
practical. 


“It doesn’t take much imagina- 
tion to believe we can increase the 
public’s appetite for our cars an- 
other half million,” he said. “Or to 
figure that if we get our normal 
share of the 10,000,000-car year 
some authorities predict as an even- 


71 Firms Unite 
To Guard Safety 
Belt Standards 


CHICAGO. — Seventy-one manu- 
facturers of safety equipment have 
formed the National Assn. of Auto- 
motive Safety Belt Manufacturers 
with headquarters in Chicago. 

Carl Rupert, head of Rupert Par- 
achute,Co., Wheeling, Ill., who was 
elected president of the association, 
said the aim of the group is “to 
prevent unscrupulous persons from 
placing on the market untested, 
Substandard belts of questionable 
safety value.” 

Other officers of the organization 
are E. W. Bolster, Aero Safety 
Equipment Co., Los Angeles, ex- 
ecutive vice-president; C. H. Pulley, 
Irving Airchute Co., Lexington, Ky., 
secretary, and Harley Van Sickle, 
Sparks - Withington Co., Jackson, 
Mich., treasurer. 

Regional vice-presidents are: R. 
J. McQuarrie, McJohn Corp., Los 
Angeles, West Coast; M. M. Stone, 
Davis Aircraft Products, Inc., New 
York, East, and A. M. Thyness, 
Stephen Products, Inc., Crystal 
Lake, Ill., Midwest. R. L. Ekstrand 
is executive secretary. 





tuality — plus trucks — we’ll have 
Made it.” 

Keating paid tribute to Gen- 
eral Sales Manager Bill Fish and 
Chevrolet dealers who capped an 
unprecedented summer selling 
season by delivering at retail in 
September 202,386 new cars and 
trucks. 

“This was in a normally poor 
auto month and at the same time 
that Chevrolet’s chief competitor 
(Ford) was selling new models,” he 
declared. “The September sales fig- 
ure is astounding, and I can name 
at least 10 car makers who would 
be happy to accept 200,000 sales as 
a business total for a full year.” 

* * * 


— cited the big role Chevrolet 
dealers have in the nation’s 
economy, noting that they have 
over $1 billion in- 
vested in their 
businesses. In a 
month when new- 
carandtruck 
sales exceed 200,- 
000, he said, Chev- 
rolet dealers will 
handle in each 
working day the 
sale and prepara- 
tion of 8,000 new 
cars and trucks 
and 11,562 used 
cars — a combined total of 20,000 
vehicles per working day each 
month. 

In addition to preparing these 
vehicles, the 7,500 Chevrolet dealers 
write 2% million repair orders per 
month. 

Through August this year, Fish 
said, 96 percent of his dealers had 
shown a profit, “making at an 
annual rate 34 percent return on 
capital employed.” Their turnover 
of capital is at an annual rate of 
eight times a year, he declared. 

Fish predicted that “1956 is going 
to continue to be a competitive, 
tough, rough market. It is going to 
be for the brave and the strong.” 

‘2s 7. ~ 





W. KE, Fish 


D COLE, Chevrolet’s chief engi- 
neer, revealed that the 1956 
offerings will include a four-door 
hardtop in the Bel 
Air and 210 lines 
as well as a nine- 
passenger station 
wagon in these 
two lines. 

The restyled 
56s include a 
new front end, 
longer hood, 
new grille and 
front fenders, 
as well as a 

E. N. Cole new rear quar- 
ter and longer moldings. The low- 
Priced 150 series has been 

(Continued on Page 45, Col. 4) 


Case Histories 
Of a Salesman 























Dealers tell me 


By John O. Munn 


A’ THIS time of year many deal- 
ers are developing plans and 
programs to assure their future 
profit position. Among these plans 
is a consideration of starting a 
finance company or at least han- 
dling their own time paper. 

Many dealers have asked my 
advice on the feasibility of doing 
so. I do not feel competent on 
this subject although I am famil- 
iar with what has transpired in 
this field for 40 years. Perhaps I 
can give you some observations 
that may be helpful in making 
your own decisions. 

Many dealers, of course, have 
handled their own paper in the 
past. Some have been successful 
and continue. Some have sold out 
to existing and larger finance com- 
panies. Some dealers, however, have 
eontinued their finance company 
even after they have sold their 
dealership. 

I know one dealer, for instance, 
who owns five dealerships and runs 
his own finance company for three 
of them while the other two de- 
pend upon the services of an inde- 
pendent finance company. The two 
dealerships for which he uses an 
independent company are farther 
from his base of operations and he 
considers it preferable to go to an 
outside source for time sales ac- 
commodation. 

x . * 

A Specialized Business 
A DEALERSHIP is a complicated 

operation. Even with outside 
finance there are five divisions that 
require constant close management. 
If one handles trucks that adds 
two more divisions, new and used 
truck sales, to the management 
category. 

This is the age of specialization. 
An automobile dealership is pri- 
marily a sales and service insti- 
tution. The record of dealers, in 
general, as extenders of credit 
and collectors of accounts is not 
very encouraging. Unless a dealer 
has special aptitudes as well as 
attitudes, adding this additional 
chore usually proves unprofitable. 
You will remember at the start 
of World War I, when new car 
production wag discontinued, many 
dealers sought other lines of mer- 
chandise to sell. In most instances 
that did not prove profitable and 
the dealers discarded them either 
during the war or shortly there- 
after. 

The dealers who continued exclu- 
sively in automobile lines soon 


Dealer Clinton Named 
Arkansas Commissioner 

LITTLE ROCK, Ark.—Raymond 
G, Clinton, a Buick dealer in Hot 
Springs for 17 years, has been ap- 
pointed to the Arkansas Motor 
Vehicle Commission. 

He succeeds Charles Scarbrough, 
Pine Bluff, who resigned after sell- 
ing his dealership. 
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found that the profit in their share 
of the 500,000 pool cars was as 
great as the profit from all the cars 
of previous normal production 
years. They also found more profit 
in handling an increasing number 
of used cars and a larger volume of 


service. 
* +” * 


Larger Staff, Higher Costs 


ALL know this is also a mass 
production era. This applies to 
financing also. The unit cost of 
handling a time sale contract is 
high when the volume is low. Many 
dealers, who figured they could 
make money by doing their own 
financing have been disappointed. 

Much profit is dissipated by the 
added expense of collection, re- 
possession and bookkeeping. Very 
few dealers can handle this addi- 
tional work without expanding 
their staff. This additional ex- 
pense can quickly absorb the ad- 
ditional profit they anticipate. 

A dealer contemplating entering 
the finance business also must con- 
sider other disadvantages as com- 
pared with an exclusive finance 
company. 

For instance, his risk is entirely 
local. It is subject to local eco- 
nomic stresses such as strikes, tem- 
porary shutdowns, loss of crops, 
while the geographical diversifica- 
tion of a large finance company’s 
operation provides a_ protective 


cushion. 
* a * 


Problems, Problems 


ANY dealers feel that advertis- 

ing that they finance their own 
paper is a valuable selling point. 
Perhaps it is, but it often ends in 
unsound terms or ill will of the 
customer when you say no. 


It also can result in loss of friend- 
ship between the customer and the 
dealer, something that would not 
happen if the financing were han- 
dled by a third party. And these 
misunderstandings usually result in 
the loss of a service customer as 
well as an eventual opportunity to 
sell the customer’s next automobile. 

Another pitfall for a dealer 
who does his own financing is the 
money market. He may find that 
the very day he needs credit most 
it becomes impossible to obtain 
money at a profitable rate. 

Then again, a dealer in the 
finance business needs to know all 
the latest state laws and regula- 
tions. He also is at a disadvantage 
in following up skips and repos- 
sessing cars. And, of course, he 
loses the advantage of friends and 
support of local and national finance 
companies which usually are very 
important to any dealer. 

* 


* * 


Dealer, Stick to Your Last 


T= question of insurance cover- 
ing the notes for a dealer who 
handles his own paper is not @ 
problem. There are many such 
companies. They will make a dealer 
their agent with a high rate of 
commission and permit him not 
only to make the insurance cover- 
age effective immediately but also 
to make his own adjustments in 
case of a loss. 


Such insurance companies fur- 
nish forms, supplies and advice. 

Of course it is progressive to 
seek new sources of profit. But it 
is well to consider all angles and 
make careful investigation before 
entering such a competitive field 
as finance. 


Again, this is the age of special- 
ists. Finance men spend all their 
time and their ability in the one 
field. They constantly study how 
best to serve the dealer and the 
buyer in the most efficient and 
least expensive way. 

This leaves the dealer free to 
specialize in the management of his 
merchandising and service opera- 
tions — operations for which he 
must take full responsibility and 
for which specialized outside help 
is not available. 





Greets Successor— 


Retiring President Arch W. O'Rourke 
(Buick), left, congratulates Edgar T. Keller 
(Nash) on his election as president of the 
Toledo Automobile Dealers Assn. Other 


officers are David D. Smith (Cadillac), first 
vice-president; Richard W. Moore (Ford), 
second vice-president, and Edward P. Tre- 
pinski, secretary-treasurer. 
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Bell Slaps ‘Absentee Landlords’ .. . 





Dealer’s Role Called 
Like Sharecropper’s 


HOT SPRINGS, Ark. — Today’s 
automobile dealer finds himself 
somewhat in the role of a share- 
cropper ruled by an absentee land- 
lord whose only interest is the size 
of the crop, Frederick J. Bell, 
NADA executive vice - president, 
told the 21st annual convention of 
the Arkansas Auto Dealers Assn. 

Continuing his illustration, Bell 

said the landlord provides the 
seed and the fertilizer and main- 
tains the equivalent of a com- 
pany store where the tenants are 
required to make their purchases. 

“The tenant buys the land and 
equipment, erects the buildings and 
Sells the single crop that he is al- 
lowed to plant,” Bell said. 

“If he does not produce a bigger 
crop each year, he stands to lose 
the farm. And there are no price 





Dealers Write Insurance 


Oklahoma Group Forms Own Company to Cut 
Workmen’s Compensation Cost 


_ TULSA, Okla.— A company to 
write workmen’s compensation in- 
surance for member firms was 
formed by the Oklahoma Automo- 
bile Dealers Assn. at its annual 
convention. 

Sponsors of the program esti- 
mated the insurance company 
will save member dealers 30 to 40 
percent in premium costs. 

“We think we’re paying too much 
for insurance in view of our g 
accident record,” explained Roy 
Tant, OADA secretary-manager. 

He said the last rate increase put 
premiums at More than 2 percent 
of payrolls. 

More than 350 dealers attended 
the convention. Among the speakers 
were James Moore, NADA general 
counsel; Senator A. S. Mike Mon- 
roney, Oklahoma Democrat, and 
Rep. Tom Steed, Oklahoma Demo- 
crat. 

Mead Norton, Oklahoma City 


Bell, Bricker 
To Address Ohio 
Dealer Parley 


COLUMBUS, O. — Senator John 
W. Bricker, Ohio Republican, and 
Frederick J. Bell, NADA executive 
vice-president, are among the dig- 
nitaries and automotive authorities 
who will address the Ohio Auto- 
mobile Dealers Assn. Nov. 13-15 in 
Cincinnati. 

Other speakers include Frederick 
M. Sutter, chairman of the NADA 
industry relations committee; Ar- 
thur C. Butler, director, National 
Highway Users Conference; W. A. 
Brandenburg, chairman of Ohio 
licensing board; D. C, Corbin, 
OADA president, and Walter J. 
Mackey, OADA labor relations 
counsel, 

The banquet speaker will be 
Clayton Rand, Gulfport, Miss. 


End Auto Suits? 


‘Fault? Concept Assailed 
By N. Y. Jurist 

NEW YORK. — Samuel H. Hof- 
stadter, justice of the N. Y. Su- 
preme Court has suggested in an 
article published last week in the 
Saturday Evening Post that auto 
accident cases be removed from the 
courts and be handled in much the 
same Manner as workman’s com- 
pensation. 

“The concept that an automobile 
accident is due to individual fault 
is utterly unrealistic in modern 
civilization,” the justice wrote. “It 
fails to consider that, from an 
actuarial standpoint, such accidents 
are inevitable and they should be 
considered on the same legal basis 
as accidents that occur in our fac- 
tories.” 

Justice Hofstadter said that 
nearly two million persons were 
injured in auto accidents. “Our 
courts are buried under thousands 
of suits,” he said, “and they come 
up with some fantastic decisions.” 


Buick dealer, was named presi- 
dent of the insurance program 
with Jack Clark (Dodge-Plym- 
outh), Oklahoma City, as secre- 
tary-treasurer. Norton said sub- 
scription of the minimum $50,000 
capitalization required by State 
law was almost complete. It is 
hoped that the plan can be in 

effect by Jan. 1. 

Preliminary work on the pro- 
gram was done by outgoing presi- 
dent Chick Norton (Buick), Tulsa, 
assisted by Ben Franklin (Pack- 
ard), Tulsa; Judson Bryan (Olds- 
mobile), Stillwater; Guy Belt sr. 
(Buick), Bartlesville; Paul Reed 
sr. (Ford), Sulphur, and Art King 
(Dodge-Plymouth), Oklahoma City. 


Moore called upon Congress to 
pass legislation which would allow 
the automobile industry to regulate 
itself. “The basic relationship be- 
tween dealers and manufacturers 
must be clarified,” he said. “It must 
be equitable and the dealers’ inter- 
est must be protected.” 


There must be national legisla- 
tion to end bootlegging, and 
“phantom freight” and to estab- 
lish territorial security, he said. 

He said that penalties on dealers 
for bootlegging should be stiff 
enough to discourage the practice 
and added, “Manufacturers, backed 
by law, could control bootlegging if 
they wanted to,” he said. 

Monroney reported on hearings 
held throughout the country by his 
Senate subcommittee on auto mar- 
keting practices. The hearings are 
to determine what legislation or 
amendments are needed to solve 
the problems discussed by Moore. 

Steed, a former dealer, said deal- 
ers must make their wishes known 


if they would see his territorial 
(Continued on Page 41, Col. 5) ° 


supports, 
control.” 


He declared that there can be no 
harmony in the automobile business 
until a basic question of relation- 
ship is solved—“until dealers obtain 
recognition and acceptance of the 
fact that mutuality of interest is 
involved and until distribution 
(dealers) is accorded the respect, 
dignity and opportunity to which 
it is entitled.” 

He pledged NADA’s help in 
bringing about these goals and 
asserted, “If our friends in De- 
troit would face the facts they 
would promptly recognize that 
NADA and the various state and 
local dealer organizations, could 
be their strongest bulwark, their 
greatest safeguard, their most 
effective aid in building an ever- 
stronger industry.” 

At a luncheon concluding the 
convention, Senator J. William 
Fulbright, Arkansas Democrat, told 
the dealers he would rather see 
small groups in the industrial scene 
grow larger and stronger than a 
few huge corporations daily be- 
come stronger and more powerful. 

“The little businessman today,” 
he said, “has a hard time getting 
started and little time to build up a 
reserve.” 

On the road-construction issue, 
Fulbright warned that all highways 
should not be started at the same 
time. He cited Arkansas’ program 
of the ’20s when the state “stepped 
out to lead the parade in highway 
building, only to learn of tragic 
mistakes, and there still remains a 
debt of $100 million.” 

Milton Green ElDorado, was 
elected president of the Arkansas 
dealers, succeeding Tom McNeil, 
Rogers. Fred Poe was named 
first vice-president; Dave Russell, 
treasurer, and George Benjamin, 
executive secretary. All are from 
Little Rock. 

Elected regional vice-presidents 
were W. C. Whitfield, Fayetteville; 
Hendricks Lacket, Mt. View; H. E. 
Parker, Magnolia, and Carl Welch. 


crop rotation or crop 





Miami Ad Code Draws 
Nationwide Attention 


MIAMI. — The Miami Automo- 
bile Dealers Assn., which recently 
adopted a code of ethics in adver- 
tising, finds that dealers all over 
the country are advertising- 
conscious. 

Dozens of letters have been 
received requesting copies of the 
code, from dealers, dealer groups 
and chambers of commerce. One 
request came from as far away 
as Oregon; another from as near 
as West Palm Beach, 67 miles 
north of Miami. 





On the House .. . 


Safety belt manufacturers are wasting no time in 
setting up ground rules to avert a possible fiasco 
in the car safety movement; already have formed 
an association, elected officers and set up a per- 
manent office, with manager, in Chicago. Hope to 
get an SAE standard set up soon to foil the fast- 


buck boys, and 


are cooperating with California 


Highway Patrol which is formulating new regula- 
tions which probably will be pattern for other 


states... 


Bob Critchfield, Pontiac’s general manager, 


Wemhoft average worker 


points out that it took 26 weeks’ wages for the 


to buy a car before World War 


II. (based on 1955 dollars), while it takes only 20 
weeks’ wages today. He says Pontiac’s top production would be 
800,000 cars per year under all-out schedules with overtime .. . 
Autos are not the only item bootlegged: Last year over 25 percent 
of all liquor downed in the U. 8. came from illegal stills, according 
to figures based on government raids... 

Minnesota dealer association has recently added 55 new members 
. .. NBC’s special preview of “Wide Wide World” in Detroit drew 
several hundred GM and agency brasshats . . . Southern California 
dealers will stage annual golf tourney Apr. 25 in Palm Springs... 
John Lehman, ATAM president, declares that “dealers are not buying 
nearly as much bad advertising as the local newspapers are ‘selling 


the dealers.’” 


—Pertse Wemuorr, Editor, 
Automotive News 








Many Jump the Gun... 
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Sales of 1956 Models 
Get a Flying Start 


(Continued from Page 1) 


mildest form, of pre-introduction 
selling knowh.to the trade. 

Some dealers, with ’55s still in 
the showroom, were engaging in 
“back-room” transactions on ’56s. 
Others whitewashed their win- 
dows to give a semblance of 
secrecy to ’56 deals being consum- 
mated in the showroom itself. 

Still others made no pretense 
at hiding their scorn for introduc- 
tion dates set by the factory. They 
had ’56 models on display and were 
openly writing deals—and plenty of 
them. 

. + * 
E dealer, who moved ’56s into 
his showroom a week early 
said: “We're out of ’55s in our high- 
volume line and we're not going to 
turn away a new-car prospect. He’d 


Mercury Aims 
Consumer Ads 


At Bootlegging 


- ST. LOUIS.— What may be an 
opening round in a factory fight 
against a 1956 bootleg market is a 
Mercury ad appearing in St. Louis 
newspapers. 

“CAUTION,” the ad stated. “This 
Mercury dealer-service policy is 
issued ONLY by direct factory au- 
thorized dealers and by NO ONE 
ELSE.” 

A reproduction of a service policy 
was used, and the buyer was again 
cautioned to be sure a valid state- 
ment was on the face of the policy 
which reads: 

“This service policy is valid only 
when issued with a new Mercury 
that is sold and delivered to the 
above named owner by the under- 
signed, an authorized Mercury 
dealer, and if signed by said owner 
at the time of issuance.” 

If the terms of the service policy 
are carried out to the letter, cars 
wholesaled and cars appearing on 
the lots of used-car dealers would 
not carry the factory authorized 
dealer’s service policy. 

In some cases last year the fac- 
tory cooperated with dealers in try- 
ing to stamp out bootlegging by 
requiring the owner buying from a 
bootlegger to pay for all of his 
service during the guarantee period. 


GE’s New Control Plant 
Nears Completion in Va. 


ROANOKE, Va.—Pilot operations 
will start this fall at General Elec- 
tric’s new industry control depart- 
ment plant here, according to B. W. 
Mahoney, department general man- 
ager. 

The new plant is expected to be 
completed about January, 1956, and 
the transfer of department opera- 
tions from Schenectady, N. Y., 
should be completed early in 1957, 
according to GE. The department 
manufactures large control devices 
and equipment for industry. 


James Sets Sales Mark— 


With a record 731 Buicks sold in Sep- 
tember, Ed James Buick Co., Los Angeles, 
boosted its new-car sales since Jan. 1 to 
4,864. Jerome B. Nash, Buick assistant 
sales manager, left, congratulates Ed 
James, right, as George H. Ruhe, Buick 
Pacific regional manager, holds up the 
“broken record.” 


likely go to the competition, which 
has its ’56s on the road. 

“We'll do our best to take care 
of any customer who wants a 
new model.” 

Dealers who haven’t yet received 
their first shipments of ’56s are 
champing at the bit. One operator 
in a high-volume Iine intimated he 
planned to roll the first ’56s he 
received directly to the showroom, 
no matter how much time remained 
before his “introduction date.” 


“What's the difference whether I 
show my line one week or the 
next?” he asked. “I’m in business 
to sell cars—as the factory con- 
stantly reminds me.” 

He indicated that factory field 
men would not be too displeased 
if they found ’56s on the floor ahead 


of time. 
* * + 


aaa buyer reception | 


of ’56 models lends important 
weight to forecasters’ predictions 
of seven million new-car sales this 
year. If seven million new cars are 





to be sold, the sales rate will have 
to maintain better-than-average 
strength through the balance of 
the year. 

According to Automotive News 
estimates, the year’s six-millionth 
new-car sale took place last Fri- 
day. In order to reach seven mil- 
lion by Dec. 31, sales in the final 
two months will have to average 
nearly 500,000 per month. 

Last year, by virtue of Decem- 
ber’s startling 656,611 registrations, 
the total in the last two months 
was 1,037,692. In 1950, the November- 
December total was 996,452. No 
other year has come close to those 
totals. 

On the basis of the good start on 
‘56-model sales, next year’s total 
could be even higher than seven 
million—as has been predicted in 
some quarters. The eventual per- 
formance, of course, will depend on 
such factors as the nation’s eco- 
nomic health, world tension and 
possible curbs on credit. 

on * * 

HE used-car market, meanwhile, 

has shown signs of increasing 

steadiness at both retail and whole- 
sale levels. 

At wholesale auctions last week, 
according to Automotive News’ 
index, the overall average price 
eased off $2 to $731. 

Running counter to the trend 
were ’51s, which went up $6 to 
$415, and ’48s, which advanced $4 
to $167. The price of ’49s was 
unchanged at $202. 

Losses were: ’'52s, down $1 to 
$588; ’54s, down $3 to $1,287; ’53s, 
down $4 to $867; ’50s, down $7 to 
$292, and ’55s, down $11 to $2,030. 


Fruehauf Repays 
$1144 Million Loan 


From Teamsters 


NEW YORK.—The $1% million 
loan to the Roy Fruehauf Founda- 
tion in 1953 by the International 
Brotherhood of Teamsters-AFL has 
been repaid in full, according to 
Fruehauf Trailer Co. 

The announcement by the firm 
said that the loan to the Founda- 
tion was made when the Fruehauf 
firm was in the midst of a proxy 
fight. 

The antagonists in the fight, the 
firm said, were George J. Kolowich, 
then president of the Detroit & 
Cleveland Navigation Co., and Roy 
Fruehauf, Fruehauf president. 

The fight began in July, 1953, 
when Kolowich bought $3 million 
worth of Fruehauf stock, which 
represented about a 9 percent inter- 
est in the firm, for D & C Co. It 
was said that Kolowich began a 
move to take over Fruehauf Trailer 
and oust Roy Fruehauf as presi- 
dent. 

However, with the aid of the 
union loan, Fruehauf organized a 
counter-attack and in 1954, Kolo- 
wich was ousted as D & C presi- 
dent. The D & C company later 
was partially liquidated. 


Beauties at Nash Exhibit in Dallas— 


These five hostesses greeted an estimated two million persons who visited the Nash 
“enchanted gardens” exhibit at the Southwestern Auto Show at the Texas Fair. The 


hostesses, who acted as salesgirls, gave 


out tickets entitling holders to receive a 


Disney toy at any Nash dealership in the area. 


4 Truck Makers 

Report Higher 

Autumn Sales 
Reo 


Sales of Reo Motors showed a 
gain of 5 percent for the first nine 
months of this year compared ‘o 
the corresponding period last year, 
according to John C. Tooker, presi- 
dent. 

He added that September’s sales 
were up 94 percent over the pre- 
vious September, brightening the 
prospect that the company would 
have its best sales year since 1948. 

Tooker said the most gratifying 
gain in sales was made by Reo’s 
V-8 220-horsepower heavy - duty 
truck, which was developed in late 
1954 and now accounts for 39.4 per- 
cent of the firm’s production. 


Willys 
U. S. retail sales of Willys utility 
vehicles reached a record high for 


1955 during September and put 
sales for the first nine months 37 


j|percent above last year, it is re- 


‘Is It a Thieves’ Market?’ ... 


Ads Jump Pontiac Date 


By Ed Brown 
Staff Correspondent 

N INDIFFERENT factory atti- 

tude toward the deliberate 
flouting of Pontiac’s announcement 
date by two New York dealers has 
stirred up a hornet’s nest in Man- 
hattan and the metropolitan area. 

“It appears that we're in & 
thieves’ market,” said one Pontiac 
dealer who refused to jump the 
gun. 

“Pll give this franchise back,” 
said another. “I might just as 
well go back in the used-car busi- 
ness. I’ve been in this business 25 
years and have never seen any- 
thing to equal it. It leaves me 
hollow down inside.” 

“If that’s the way they want to 
play the game, I'll give them a good 
run for their money,” said a third 
Pontiac dealer. 

“I can sell every 1956 Pontiac 
that comes into my place for in- 
voice,” he added. “I make enoug 
Money on my used cars to give me 
a good profit. I'll sell 5,000 cars for 
them this year, if they want it that 
way, but I'll ruin everyone else 
doing it. If we don’t get some sat- 
isfaction on this, I’ll do just that.” 

ca ~ * 
It WAS also reported that ’'56 

Pontiacs have shown up on used- 
car lots prior to the official] an- 
nouncement. 

A fourth Pontiac dealer also 
looked wistfully back on his days 
as a used-car dealer. “At least I 
could buy all the new cars I want 
for $25 to $50 over cost,” he said, 
“and turn up a good profit. I’d have 
the advantage of having every car 
a customer could want, with none 
of your investment or headaches to 
boot.” 

The two dealers who “jumped 
the gun” announced the new cars 
available for viewing or demon- 
stration a week ahead of the Oct. 
21 announcement date. 

The day the first ads ran, the 
other Pontiac dealers were caught 
with official] announcements going 
into the mail to their customers. 

They reacted in vigorous pro- 
tests to the local factory zone office. 
It was said zone officials side- 
stepped any further responsibility 
in the matter, saying that they 
were unable to take any action 
against the dealers involved. 

* +. * 
| ial SUBSTANCE the ads an- 
nounced availability of ’56 Pon- 
tiacs and one radio advertisement 
offered a special “bonus deal” to 
anyone who purchased a ’56 during 
the preannouncement week.” 

“This new low in dealer-to-dealer 
relations,” said one angry Pontiac 
dealer, “has really started the new- 
model season off by completely de- 
moralizing all Pontiac dealers in 
the area. One look at our price 
class in this area will tell you how 
ill-timed something like this is. 
And to my way of thinking, the re- 
fusal of the factory to help us out 
adds nothing to its stature or ours.” 

Several said that if this was 
any indication of the kind of 
competition that can be expected 


in 1956, things couldn’t get any- 

thing but worse. 

The consensus seems to be that 
breaking announcement date was 
in poor taste, but the attitude of 
the factory men leaves dealers com- 
pletely bewildered. 


Dealers Charge 
N. H. ‘Freeze’ of 
Competitive Bids 


CONCORD, N. H. — (UTPS) — 
Auto dealers — particularly truck 
dealers — have charged the State 
Highway Department with ignoring 
the principle of competitive bidding 
for vehicles to be purchased. 

Earl Sawyer, highway garage 
superintendent, who draws up the 
specifications said: “If certain deal- 
ers contend we write specifications 
in such a way that they are pre- 


h| cluded from bidding, they’re prob- 


ably right. 

“We do it deliberately in order to 
make certain that the department 
gets the make of truck that we 
consider best,” he added. 

He said that competitive bidding 
—which the auto dealer says is the 
taxpayers’ only protection against 
excessive spending and waste in 
government — is often narrowed 
down to one brand of merchandise. 

“We've gotten to the point,” 
Sawyer stated, “where we don’t 
bother about bidding. We know it’s 
a waste of time to begin with.” 


ported by Hickman Price jr., sales 
vice-president. 

In September, deliveries of Uni- 
versal Jeeps and other Jeep utili- 
ty vehicles were 21.6 percent above 
the monthly average of the previ- 
ous eight months, Price said. The 
record month was accomplished de- 
spite a supplier strike which halted 
Willys assembly lines for a week. 

Exclusive of export, govern- 
ment and military shipments, de- 
liveries for the nine-month period 
through September were 33.6 per- 
cent over a year ago, he said. 

Forecasting a continued high 
level of sales during the final quar- 
ter, Price said the signing of ap- 
proximately 500 new dealers has 
“greatly strengthened” Willys rep- 
resentation throughout the country. 


Divco 


G. E. Muma, Divco president, an- 
(Continued on Page 41, Col. 1) 


Chrysler Division 
Appoints 4 as 
Field Sales Heads 


DETROIT.—E. M. Braden, Chrys- 
ler division general sales manager, 
has announced appointment of four 
to head regional sales for the 
division. 

Those named are: John V. 
Cooper, Charlotte, N. C.; H. Jones 
Johnson, Philadelphia; John Czent- 
nar, Cincinnati, and Joseph R. 
Shoupe jr., Omaha. 

All men have had successful 
dealership backgrounds either as 
dealers or on the general manager 
level. Cooper joined Chrysler in 
1950; Johnson, 1947; Czentnar, 1948, 
and Shoupe, 1940. 


Used-Car Bulletin from Detroit... 
Latest Auction Prices 


(Copyright, 1955, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


Oct. 19 

(Sale very steady and fast. Sold 
over 66 percent of 187 cars entered.) 

BUICK—’55 Super 4-dr., $2,625* (ps); 
2-dr., $2,350*. °54 Century Riviera 
coupe, $1,625*; Special Riviera coupe, 
$1,545*; 4-dr., $1,525*, $1,395. °'53 
Special Riviera coupe, $1,045*; 4-dr., 
$1,100*, $950*; 2-dr., $840*; Super 
4-dr., $1,120*, $995*; Riviera coupe, 
$1,050*, $960*. 52 Super 4-dr., $600*; 
Special 4-dr., $565. °51 Super 4-dr., 
$530; Special 4-dr., $475*, $425. '50 
RM Riviera coupe, $300*. 

CADILLAC — ’52 (62) 4-dr., $1,475*. 
*51 (62) conv., $1,285*. 

CHEVROLET — ’54 Bel Air station 
wagon, $1,300; conv., $1,130*; 2-dr., 
$1,000, $880: One-fifty station wagon, 
$1,075; 2-dr., $805. ’'53 Bel Air 4-dr., 
$835*, $785*, $765*; 2-dr., $825; 
coupe, $830; Two-ten Sport coupe, 
$810; 2-dr., $780; 4-dr., $710; One- 
fifty 2-dr., $595. "52 SL Deluxe 2-dr., 
$560; 4-dr., $560*, $550; SL Special 

» $465. °51 SL Deluxe station 

wagon, $580*; 2-dr., $425, $380; Bel 
Air, $365*. 

CHRYSLER—’53 Windsor 4-dr., $840*. 
"51 NY 4-dr., $375*. 

DeSOTO — '53 Fire Dome (8) 2-dr., 
$720*. ‘52 Fire Dome (8) conv., 
$500* (ps). 


DODGE—’55 Coronet (8) 4-dr., $1,- 
875*. '54 Coronet (8) 2-dr., $1,005*. 
"53 Coronet (8) conv., $650. '52 Coro- 
net 4-dr., $450. ’51 4-dr., $250, $200. 
'50 4-dr., $230. 

FORD—’55 Fairlane (8) Victoria, $1,- 
900*; 4-dr., $1,670*; Main (8) Ranch 
Wagon, $1,800; Main (6) 4-dr., $1,- 
100. °54 Custom (8) 4-dr., $1,090* 


(ps); Main (8) 2-dr., $830; Main (6) 
2-dr., $790; 4-dr., $755. '53 Custom 
(8) 4-dr., $875*, $785, $740; 2-dr., 
$730; Main (8) 2-dr., $635; Main (6) 
2-dr., $640, $605, $540; 4-dr., $560. 
’52 Custom (8) 4-dr., $600*; Main 
(6) 2-dr., $440. '51 Custom (8) sta- 
tion wagon, $430; 2-dr., $300; Cus- 
tom (6) 2-dr., $250. 

KAISER—’52 4-dr., $250. 

— Capri 4-dr., 
(ps). 

MERCURY—’55 Monterey Sport coupe, 
$1,920*. °54 Custom 4-dr., $1,400* 
(ps); 2-dr., $1,180. ‘53 Monterey 
Sport coupe, $1,110*, $760; 4-dr., 
$825* (ps), $590*. . 

NASH—’53 Statesman 4-dr., $720, $585; 
2-dr., $600, $585. '52 station wagon, 
$355; 4-dr., $330. '51 4-dr., $255*. 

OLDSMOBILE—’54 (88) Holiday, $1,- 
790*; 4-dr., $1,525*. ’53 (98) Holi- 
day, $1,425*; 4-dr., $1,300*. '52 (98) 
4-dr., $850*. ’51 (88) 2-dr., $385. 

PLYMOUTH—'54 Belvedere 4-dr., $1,- 
085; coupe, $870; Savoy club coupe, 
$775. '53 Cranbrook Belvedere, $730; 
Cambridge club coupe, $510; 4-dr., 
$470. ’52 Cranbrook 4-dr., $350, $315; 
2-dr., $295. '51 Cambridge 4-dr., $259, 
$200. 

PONTIAO — '55 Chieftain (8) club 
coupe, $1,960*. ’54 Chieftain (8) 4-dr., 
$1,300* (ps); 2-dr., $1,190*. ‘53 
Chieftain (8) Catalina, $1,085*; 4-dr., 
$880*, $815* (ps). "52 Chiefeain (8) 
4-dr., $535*. ‘51 Silver Streak (5) 
Catalina, $605*; 4-dr., $425*. ‘59 
Silver Streak (8) club coupe, $35). 
’49 Silver Streak (6) 2-dr., $155. 

= Champion 2-dr., 


$1,200* 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 34, 35, 37 
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WHERE’S THAT 
REPAIR JOB 
GOING? 


'S- 
Pr, 


It means profit for somebody’s service department. 


Could you use it? 


Associates’ affiliate Emmco Insurance Company pays 
millions of dollars yearly for repairs like that—for 


work done in the shops of dealers who sell cars with 





the Associates Finance and Insurance Plan. That’s a 
tremendous volume of work resulting from Emmco’s 


‘bring them back home” policy on repair jobs. 


It’s good business to do business where you get busi- 


ness in return. Let’s talk about it. Give us a call. 


"Tho Old Ste Any... 


“Reciprocity is a big word— 


ssociates 


‘ 


especially in the auto business.’ 


(The Old Sage is a composite of all the 





successful dealers we’ve known in over 


a third of a century in the field.) Associates Investment Company 
Associates Discount Corporation 


Emmco Insurance Company 
South Bend, Indiana 
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WATA Elects New Officers— 


New officers of the Wisconsin Automotive Trades Assn. are, from left, front row: 


Clifford Erickson, Frederic, president, and 
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Sales Volume Vs. Invested Capital 96.9 


Which Is the Profit Yardstick? 





Vernon W. Sell, Superior, secretary-treas- 


urer. Top row: Edward C. Wehe, Milwaukee, first vice-president; Louis Milan, Madison, 
executive vice-president, and William R. Bryden, Beloit, second vice-president. 





British Plan Hard Fight 
To Regain Export Losses 


LONDON, England.—The British 
auto industry is encountering seri- 
ous competition from American 
and European auto manufacturers 
but the British are determined to 
fight back, according to Dr. F. 
Llewellyn Smith, president of the 
Society of Motor Manufacturers 
and Traders. 

Speaking at the London Motor 
Show, Smith said, “It was expect- 
ed that foreign competition in the 
world’s markets would become 
intensified, in the first place as 
America proceeded to saturate its 
domestic market which was car- 
starved after the war, and sec- 
ondly, as the continental industry 
became re-established after the 
complete disruption of the war.” 

He said British manufacturers 
are pressing on with a vast expan- 
sion program, designed to increase 
output and to reduce their car 
prices. He added that unless there 
is a curb on the increasing labor 
and material costs, it will be diffi- 
cult to hold the price line. 

Commenting on the 1955 per- 
formance of the British auto indus- 
try, Smith said, “The output is run- 
ning at peak levels. Well over half 


been achieved not only by the 
greater use of overdrive units,” he 
said, “but also, intrinsically, through 
greater engine efficiency and light- 
er weight body construction. 

Some 187 British cars and 100 
cars from six foregin countries 
are on display at the show which 
opened last Wednesday (Oct. 19) 
and closes next Saturday (Oct. 
29). 


By W. C. Lockwood 
Staff Writer 
— report of a Ford Motor Co. 
press conference, published in 
Automotive News last week, added 
fuel to a controversy swirling 
around the subject of dealer profits. 

A Ford Official, in answer to a 
question, commented that there 
was “a lot of misconception about 
dealer profits” and went on to say 
that the 3.4 percent profit on gross 
sales reported by Ford dealers rep- 
resented a return of 35 percent on 
investment. 

“Thirty-five percent return, 
gentlemen,” he said, “is some- 
thing you don’t find in many bus- 
inesses.” 

On the other hand, Howard 
Moore, executive vice-president, 
Federation of Automobile Dealers 
Assns. of Canada, told Canadian 
dealers: 

“It gives me a sardonic laugh to 
hear dealer profits quoted by fac- 
tory officials . . . while it seems to 
be an excellent thing for factories 
to make 20 percent on their gross 
volume, dealers have no right what- 
ever to want a decent rate of earn- 
ings on volume, it must only be on 
capital employed.” 

* * * 

A T= dealer spokesman 

pointed out that the 3.1 percent 
average dealer profit determined 
by the NADA survey for the first 
half of 1953 did not include the 
cleanup period. In his opinion, the 
average profit for the year will 
show a completely different picture. 

An indication that unanimity 
does not prevail within the Ford 
organization is contained in the 
comment of one Ford official] who 
acknowledged that the ratio of 
profit to sales is not as large in the 
auto industry as in other busi- 


Among the new models being in-| nesses. 


troduced is the Jaguar 2.4 liter 
saloon, which is said to be an en- 
tirely new car developed to meet 
the demand for a smaller car. 

It will be available in addition 
to the 3.5 liter Mark VII saloon 
and the XK-140 series sport car 
and is an all-steel, five-seater of 
integral body-chassis construction. 

The new 2,483 cubic centimeter 
engine which develops 112 brake 
horsepower is said to differ very 
little from the 3.5 liter, XK power 
unit. 

The new Alvis saloon is said to 
be equipped with a new body, 
designed by the Swiss ecoachbuilder, 
Graber, and it will be known as 
TC-108/G. The two-door, four-light 
coachwork, was exhibited at the 
— and London shows, the society 


a million cars alone were produced sai 


by the end of August this year. The 
value of exports has also been & 
record.” 

He said the 1956 British cars re- 
vealed three new trends — more 
safety features, greater use of over- 
drives and finer finishes. 

“More miles to the gallon have 


1,500 Attend 
Nash Preview 
In Chicago 


CHICAGO.—The 1956 Nash cars, 
which feature new styling and two 
new engines, were previewed here 
last Friday (Oct. 21) by 1,500 Nash 
dealers and salesmen. 

Roy Abernethy, sales vice-presi- 
dent, said the new Ambassador and 
Statesman models will be an- 
nounced in the press Nov. 9 and 
can be seen Nov. 17 in Nash deal- 
erships. 

Dealers and salesmen attending 
the preview were from Chicago, 
Detroit, Cincinnati, Cleveland, Mil- 
waukee and Minneapolis zones. 
Eastern dealers are seeing the cars 
today (Oct. 24) at Atlantic City. 
Other previews are Kansas City, 
Oct. 28; and San Francisco, Nov. 1. 

Abernethy said Nash is shooting 
for 157,000 sales in 1956, compared 
with an estimated 98,000 this year. 
He added that Nash plans on hav- 
ing 2,000 dealers next year, against 
the present 1,570. 

Nash dealers, he said, made 250 
percent more profit in the 1955 fiscal 
year than they did in the previous 
year and their profit was higher 
than thé industry average of 3.1 
percent of sales. 





The mechanical specifications re- 
main unchanged and the six- 
cylinder, 2,993 cubic centimeter 
engine, which develops 104 brake 
h.p. at 4,000 r.p.m. and the center- 
lock wheels continue to be fitted. 
It is said that it will attain 100 
m.p.h. 

A number of improvements 
have been incorporated in the 
Standard eight and ten saloons 
for 1956, the society said. The 
“Family Eight” saloon, the lowest, 
priced, is now fitted with plated 
hub covers, vynide upholstery, two 
windshield wipers and two sun 
visors as standard equipment. 

The Standard “Super Eight” is 
now to be offered with a heater, 
specially trimmed upholstery, an 
ivory finished dash and steering 
wheel and interior lights operated 
by opening a door. The Standard 
“Super Ten” has the same extra 
equipment plus a_ windshield 
washer. 

Safety modifications are features 
of the 1956 Vauxhall Cresta, Velox 
and Wyvern saloons. They include 
better visibility, brake improvement, 
tubeless tires as standard equip- 
ment and rear door locks which 
can be adjusted so that children 
cannot open the doors. 

Vauxhall owners no longer will 
be asked to observe fixed minimum 
speeds during the first few hun- 
dred miles of operation. 

The society said that advances 
in design and production methods 
make it necessary only to avoid 
sustained high engine speeds and 
full throttle for the first 1,000 
miles. 

This new recommendation, the 
society said, also applies to the new 
Bedford light trucks. 


“However,” he maintained, 
“auto dealers turn over their in- 
ventories much more often.” 

Looking at the auto industry 
from the other side of the fence, is 
a lumber association officer who— 
after a long, hard look at the retail 
auto business—told his members: 

“His (the auto dealer) average 
profit last year (1954) was 0.6 of 1 
percent compared with your 5% 
percent.” 

He added that, in his opinion, the 
automobile dealer was the victim, 


GM Gets 76 Pct. Return 


On Its Net Worth 

NEW YORK. — According to 
Fitch Investors Service here, 
General Motors Corp. is getting 
a profit of 21.50 percent on gross 
sales and a 76 percent annual rate 
of return on net worth. 

Chrysler Corp.’s profit on gross 
sales was reported at 8.30 percent 
and its annual rate of return on 
net worth was 54.90 percent. 
These figures contrast with 
NADA’s survey which reports 
average dealer profits of 3.10 per- 
cent on sales or an 11 percent 
return on investment. 








1955 Roadeo Winners— 


not the beneficiary, of the current 
auto boom. 
cd + * 

OORE’S remarks were quite 

extended and revolved around 
the subject of profits in relation to 
a phophecy of what the automobile 
dealer today could look forward to. 

In his opinion, the things he said 
were “the things you (the dealer) 
are saying, but which you have the 
good sense not to say to your man- 
ufacturers.” 

“They are not pleasant things,” 
he continued, “but I don’t know 
how else to try to convey to the 
manufacturers what you people 
are thinking.” 

Moore believed that good faith 
and honor and ethics “have gone on 
vacation” from the automobile in- 
dustry today. 

“It gives me a laugh to hear 
dealer profits quoted by factory 
officials; they pick out little sec- 
tors of the year when you have to 








be a simpleton if you don’t mak« 
money, and they don’t tell . . . that 
it’s just for these . . . months, but 
say ‘our dealers are making profits 
at a certain rate.’ 
a * 

“AND while,” he continued, “it 

seems to be an excellent thing 
for factories to make 20 percent on 
their gross volume, dealers have no 
right whatever to want a decent 
rate of earnings on volume, it must 
only be on capital employed. 

“The tune has changed,” he said, 
“When you were making big money, 
and they could rub it into you as 
they’re still doing by trying to put 
you in the role of Robber Barons 
... they quoted the percentage you 
were making on volume. 

“But now that the profit prac- 
tically has disappeared, they want 
it only on the capital that you 
employ in your business; an 
entirely different treatment from 
what they expect .. .” he said. 





First GM Price Boost 


Pontiac Ups Tags on °56s $75 to $95, 
Following Industry Trend 


(Continued from Page 1) 


two-door sedan, $2,012, and Pontiac 
Chieftain 860 two-door sedan, $2,006. 

R. M. Critchfield, Pontiac gen- 
eral manager, declared that the 
division had held price increases 
“to a minimum despite a substan- 
tial rise in costs.” This trend is 
expected to be followed when 
Cadillac announces prices tomor- 
row (Oct, 25). 

Pontiac’s new Strato-Streak Hy- 
dra-Matic, optional only on the 
highest-priced Star Chief line this 
model year, was priced at $190. The 
Hydra-Matic option for 860 and 870 
models remains $165. 

Made standard equipment on all 
Pontiacs were directional signals, 
while a four-barrel carburetor was 
made standard on Star Chiefs. The 
price of Pontiac air conditioning 
was slashed $150 to $400. 


quae factory list prices 
of the Pontiac line, excluding 
taxes and charges, follow: 
CHIEFTAIN 860 (all up $75 over 
comparably equipped ’'55s) — 4-dr. 
sed., $2,060; 2-dr. sed., $2,006; Cata- 
lina hardtop cpe., $2,127; Catalina 
4-dr. hardtop, $2,195; 2-dr. stat. 
wag., $2,311; 4-dr. stat. wag., $2,389. 
CHIEFTAIN 870 (all up $85)—4-dr. 
sed., $2,167; Catalina hardtop cpe., 
$2,229; Catalina 4-dr. hardtop, 
$2,279; 4-dr. stat. wag., $2,478. STAR 
CHIEF — (all up $95) —4-dr. sed., 
$2,273; Catalina hardtop cpe., $2,401; 
Catalina 4-dr. hardtop, $2,466; conv., 
$2,579; Safari 2-dr. stat. wag., $2,831. 
On a competitive basis, new 
Plymouths will continue to out- 
price comparable Ford cars by 
small amounts. The Plymouth 
Belvedere V-8 two-door hardtop, 
for example, has a suggested fac- 
tory list of $2,089, compared to 






















Winners of the National Truck Roadeo contest pose with their trophies at the Ameri- 
can Trucking Assn. convention in Washington. From left are James S. Jackson, Pilot 
Freight Carriers, Inc., Winston-Salem N. C., winner in the tractor-semi tandem class 
(Dodge tractor and Trailmobile trailer); Aubrey L. Harper, Service Motor Freight Co., 
Nashville, winner in the straight-truck class (international Harvester truck) for the 
second straight year; and Covert Flucks, W. Ford Cartage Co., Detroit, winner of the 
tractor-semi single-axle class (Chevrolet and Freuvhauf). 


$2,058 for the Ford Fairlane Vic- 
toria V-8. Both Ford and Plym- 
outh posted their smallest price 
hikes on the hardtop models, with 

Ford hikes ranging from 2.4 to 6.3 
percent across the board. 

As Dodge did earlier, Plymouth 
added $5 to the price of PowerF lite 
automatic transmission but sliced 
power steering $15. The new Plym- 
outh PowerFlite price is $170 and 
the new tag for Plymouth power 
steering, $75. 


The spread between Plymouth 
six-cylinder and comparable V-8s, 
remained at $96, compared to $93 
for Fords. 

- x + 
GUGGESTED factory list prices 
of the ’56 Plymouth six-cylinder 
line, excluding taxes and charges, 
follow (add $96 for V-8 models): 

PLAZA — 4-dr. sed., $1.726, up 
$104; 2-dr. sed., $1.686, un $104; bus. 
epe., $1.594, up $104. SAVOY—4-dr. 
sed., $1,818. up $104; 2-dr. sed.. $1.- 
778, up $104; hardtop cve.. $1,915 
(new model). BELVEDERE—4-dr. 
sed., $1,896. up $90; 2-dr. ‘sed.. $1.- 
856, up $90; 4-dr. hardtop, $2.056 
(new model); hardtop cpe.. $1,993. 
up $62: conv. (V-8 only), $2.238, up 
$86. SUBURBAN—Deluxe 2-dr.. $1.- 
977, up $80; Custom 2-dr., $2.043 
(new model); Custom 4-dr., $2.086. 
up $113; Sport 4-dr., $2,244 (new 
model). 

PowerF lite transmission re- 
mains optional equipment on 
Chrysler Windsors, although it is 
standard on New Yorkers and 
Imperials. PowerFlite recently 
was made standard on DeSoto’s 
highest-priced Fireflite series. 
making the retail price of the ’56 
Fireflite substantially higher than 
the Windsor. 


Chrysler prices follow: WIND- 
SOR — 4-dr. sed.. $2,565, up $153: 
Nassau hardton cpe.. $2597. up 
$145; Newnort 4-dr. hardtop, $2.805 
(new model): Newport hardtop cpe.. 
$2.724. up $165: conv.. $2,998. up 
$188: 4-dr. stat. wae., $3,242. up $205. 
NEW YORKER (Powerflite stand- 
ard) —4-dr. sed. $3.402, up $217: 
Newport hardtonv cne., $3562. up 
$230; Newnort 4-dr. hardtop. $3.702 
(new model); St. Regis hardtop 
Se up $236; conv.. $3.833. 
un ; 4-dr. stat. wag., $4,094, 
$244. a 

Imperial prices follow: (Powerflite 
standard) — 4-dr. sed., $4,381, up 
$276: Southampton hardtop cpe.. 
$4,625. up $300: Southampton 4-dr. 
hardtop. $4.747 (new model): Crown 
Imperial. 8-nass. sed.. $6,945, up 
$539; lim.. $7.070, up $550. 

Ford’s International division an 
nounced last week that prices of ’5‘ 
British Ford cars would remain un 
changed in the U. S., despite tech- 
nical improvements. The Angl’a 
two-door model will be priced at 
$1.398 in New York, plus taxes and 
charges. Two station wagons in the 
British Ford line are scheduled to 
reach the U. S. market next month. 
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OPPORTUNITY 
UNLIMITED 


A Studebaker 
case history 








a 





Looking for a real 


future? 
Follow the lead of © 


VINCENT A. 


POLLARD 
Studebaker Dealer of 


Kewanee, [/linots 


Here’s a good example of what 
you can accomplish 


UE west of Chicago... right in 

the heart of Illinois’ lush farm 

country...is the long-established 
and thriving city of Kewanee. 

At 506 Commercial Street you'll 
see the familiar Studebaker sign... 
and the name Pollard Motors, which 
stands for one man’s dream come true. 

Vincent Pollard owns this busy 
Studebaker car and truck dealership. 
Today, at a youthful 34, he heads his 
own company, has his own solid fu- 
ture well assured. 

Vince Pollard knows automobiles. 
He sold three other major makes, 
working for other dealers in Kewa- 
nee. He spent a time as partner in 
a used car business. 

And he had plenty of chances to 
see what brand of automobile offered 
the best value to its customers... the 
best opportunity to its dealers. 

This year, Mr. Pollard decided to 
go places with Studebaker. He made 
application for the Studebaker fran- 
chise in Kewanee. He backed it up 
with endorsements from the bank, 
the finance company, and his com- 


petitors. All of them agreed that 
Vincent Pollard was a real automobile 
man...anda man with drive, energy 
and character in the bargain. 
That’s the general blueprint for 
Studebaker dealers everywhere...so 
it wasn’t long till the Pollard Motors 
sign went up on Commercial Street 
...and another new headquarters for 
fine Studebaker sales and service was 


established. 





The Pollard success story is being 
repeated in its major details by other 
ambitious young men in many towns 
and cities. There’s proof growing that 
the smart car to sell is Studebaker! | 





How about you? Getting tired of 
working for someone else...or 
of handling a business with a limited 
future? 


Studebaker invites inquiries from am- 
bitious and energetic men in the auto 
world or out of it, to take exclusive 
dealer franchises. 


The Studebaker car is the world’s 
style-setter ... America’s economy car 
... famous for true quality. And it’s 
priced with the lowest. 


It offers a solid future to its dealers. 
They’ve found in the new Studebaker 
dealer family, ambition is a lot more 
important than the size of your bank- 
roll. 


Write now to William A. Keller, 
General Sales Manager, Studebaker 
Division of Studebaker-Packard Cor- 
poration, South Bend 27, Indiana. 


STUDEBAKER 


STUDEBAKER DIVISION OF STUDEBAKER-PACKARD CORPORATION... ONE OF THE 4 MAJOR FULL-LINE PRODUCERS OF CARS AND TRUCKS 
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Meeting the Practical Problems .. . 
Case Histories of a Salesman 


Eprror’s Note: This is one of a 
series of letters on practical 
problems encountered in auto sell- 
ing. It is written by a veteran 
salesman, Bert Simons, who is 
active in today’s market. 


* *~ * 


Dear Ed: 
VERY now and then, in this 
business of selling automo- 
biles, we salesmen tend to forget 
the value of doing a “follow up” 
on our prospects. 

Many times 
we’ve actually 
sold shoppers 
and don’t realize 
it. What’s more 
important, they 
don’t either—un- 
til later. If we 
forget our “fol- 
low up,” it’s 
rather unlikely, 
Ed, that they'll 
come back and 
“I was 
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wrong, Bert, you were right.” 
Human beings just don’t tick that 
way. 
What brought all this to mind 
was the case of the Thomp- 
sons. And if it hadn’t been a 
dull day... 

Well, here’s what happened: 

One night last week, while I 
was in the showroom, a nice- 
looking couple dropped in. I 
walked up to meet them and 
started to talk. They introduced 
themselves as Mr. and Mrs. 
Thompson, said they owned a 
1951 Whoozis all paid for and 
wanted to buy a new car. Just 
like that. 

* * * 
= only trouble was their 
“magic number.” It was $1,800 

and it was stuck in their minds 
like a rock. That was what they 
were willing to pay—in addition 
to the ’51—for a new car. 

The hitch was that I needed 
$2,000 and their old car to make 


a deal, that is if I was going to 
get any of that green stuff they 
call profit. 

Well, Ed, it was maddening to 
have a deal so darned close, yet 
so very far away. I went through 
the book and back, then tossed 
it at them trying to get a close. 
No use. I could see that I was 
butting my head against a stone 
wall. And it hurt. 

Finally it came to me. “Mr. 
T,” I asked, “is this the first 
place you’ve visited looking at 
cars?” It was, he said. 


“Well,” and this time I broke 
out in a big smile, “I'll tell you 
what. I think that you don’t have 
and idea of today’s market on 
what your car’s worth. You 
should, in fairness to yourselves 
and to me, visit some other deal- 
ers and talk to them.” 


They agreed and promised— 
cross my heart—that they would 
call me to compare notes after 


Commercial Paper Rate 
Rises 9th Time in Year 


NEW YORK. — General Mo- 
tors Acceptance Corp. and com- 
mercial paper dealers have in- 
creased their rates % of one per- 
cent. They attributed the boost 
to increased competition in the 
money market, Commercial paper 
is short-term unsecured notes of 
large corporations. 

It was the ninth time this year 
that finance companies have 
raised their rates. The minimum 
rate on 30-to-89-day notes now is 
2% percent, double what it was 
last January. Charges increase 
on a graduated scale to 2% per- 
cent on 270-day notes. 





they’d seen some other cars and 
tested the market. 
+ + + 
WE Ed, I was so busy for 
the next few days that I for- 
got all about the Ts. And if it 
hadn’t been a very dull day yes- 
terday, I probably wouldn’t have 
followed through on them. 
But it was dull and I began to 
run through a mental list of 


0 \ E answer 


for all of your 


AUTOMOTIVE 
filler cap needs... 





AC) FILLER CAPS 


One source of supply, one make for all the 


filler caps you sell. 


This is the original equipment line. For example, 
AC Pressure Caps are standard equipment on 
more new vehicles than any other make. 


AC Filler Caps are engineered and manu- 
factured to the highest standards of quality 
... to the standards of General Motors original 
equipment. Standardize on AC Filler Caps. 
Stock them for all your customers’ needs. 


Available quickly 





AC SPARK PLUG DIVISION 


GENERAL MOTORS CORPORATION 
FLINT, MICHIGAN 


r regular 


SUPPLIER 








prospects when — bang—the 
Thompsons popped into my mind. 
I looked up their number and 
called it. 

“Hi,” I said cheerily when 
Mrs. T answered, “how are you 
getting along with the mar- 
ket?” 

She laughed. It didn’t take long 
to find out that they hadn’t 
bought a car and it didn’t take 
much longer to talk Mrs. T into 
coming back. So, they dropped 
back that night and I found out 
that they’d had their eyes opened: 

At least enough to know that I 
wasn’t kidding them when I told 
them Id offered them a good 
deal. When the deal was closed 
—for $2,000—and the papers were 
signed, the Thompsons relaxed 
and we stood and talked for a 
while. 

“You know, Mr. S,” smiled Mrs. 
T, “it didn’t take us long to learn 
one thing. To be honest with you, 
we found that none of the others 
took the time and patience that 
you did to explain the things we 
didn’t know.” 

Well, Ed, I guess that goes 
to show that a little time and 

patience never hurt anybody, 
especially when you follow it 
up. 

Best regards to the wife and 
kids, 

Bert Smons. 


Curtice Predicts 
Output Record of 
9,600,000 Units 


WIESBADEN, Germany. — Har- 
low H. Curtice, president, General 
Motors Corp., last week predicted 
that total production of cars and 
trucks in the U. S. and Canada will 
run 9,600,000 units this year. 

Curtice, here to review progress 
of GM’s $200 million European ex- 
pansion program, said his firm’s 
worldwide production for 1955 will 
attain 5,150,000 cars and trucks. 
This includes 4,750,000 in the U. S. 
and Canada alone. 

“Our sales dollar volume and 
earnings also will establish new 
highs this year,” he said. 

He also sees a good year ahead. 
“There is nothing,” he said, “in the 
present picture to indicate any 
change in the high level of eco- 
nomic activity and prosperity which 
we are now enjoying.” 


Napco Promotes 


Mullin in Sales 


MINNEAPOLIS, —Napco Indus- 
tries, Inc. has announced three 
personnel shifts, including promo- 





pa 


William Go. Roy E. Mullin 
tion of Roy E. Mullin to general 
sales manager. 

Napco said William Gorman will 
become Napco products division 
sales manager as well as highway 
safety appliances sales manager. 
William Auger has been named 
assistant sales manager of both the 
Napco products and the highway 
safety appliance divisions. 


*56 Sales Push 
Started by Nash 


DETROIT.—Nash started a train- 
ing program last Saturday (Oct. 
22) for its entire retail sales force, 
according to Roy Abernethy, sales 
vice-president. 

Theme of the program is “The 
Showdown for 1956.” The winning 
card is the 1956 Nash models, 
Abernethy said. 

The first of four meetings fo 
zone managers, their assistants an< 
zone sales promotion managers wa 
held Saturday in Chicago. Others 
are scheduled for tomorrow (Oc* 
25) in Atlantic City, Oct. 29 in 
Kansas City, and Nov. 2 in Sa: 
Francisco. Zone personnel then wi’! 
conduct similar meetings for dea! 
ers and salesmen. 
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4. Models in 1956 Line .. . 


Packard Corrals 310 Horses 


What's New: 


Nonslip differential . . . im- 
proved torsion-bar suspension .. . 
310 horsepower, 10 to 1 compres- 
sion . . . aluminum-encased auto- 
matic transmission ... Caribbean 
hardtop ... reversible seat and 
back cushions . . . electric push- 
button automatic transmission 
control . . . interlocking safety 
door latches. 

* * a j 

HE 1956 Packard, featuring the| 

highest announced horsepower 
rating in the industry, will go on 
display Nov. 3 in dealer showrooms 
across the nation. 

Studebaker-Packard Corp. has 
listed 310 horsepower for its two 
Caribbean models. The Patrician 
and 400 develop 290 horsepower. 

Both engines have compression 
ratios of 10 to 1. Last year’s models 
had peak horsepower of 275 and 
compression of 8.5 to 1. 

In conjunction with the increased 
horsepower and compression, Pack- 
ard has boosted torque to 405) 
pounds-foot at 2,800 r.p.m. per- 
mitting use of 2.87 rear-axle ratio. 
Displacement is 374 cubic inches; 
bore, 4.13, and stroke, 3.5. 

oe * * 


ACKARD engineers say the high | 

torque and low rear-axle ratio 
pave the way for a 20 percent: in- 
crease in fuel economy. 

The company this year has com- 
pletely split its Packard and Clip- 
per series with the latter to be re- 
tailed as a separate line of cars. 

The 1956 Packard line consists | 
of four models—the Patrician 
four-door sedan, the 400 two-door 
hardtop, the Caribbean two-door 
hardtop and the Caribbean con- 
vertible. The Caribbean hardtop 
debuts this year. 

The cars will be offered in more 
than 60 solid and two-tone color 
combinations and more than 100 
interior treatments. Three-tone ex- 
teriors are available on Caribbean 
models. 


* * e 


LTRAMATIC automatic trans- 

mission, standard on all four 
models, features a new electrical 
pushbutton control system which is 
linked to the ignition circuit. 

Listed as a safety feature, the six 
pushbuttons electrically activate | 
the specified driving range and 
automatically lock out all others. 

At speeds Over five miles an 
hour, only the buttons marked 
“drive,” “high” and “low” can be 
activated. When locked in 
“park,” the transmission cannot 
be disengaged without opening 
the ignition circuit with the igni- 
tion key. 

The Ultramatic transmission has 
been encased in aluminum, elimi- 
nating 95 pounds of dead weight. 
The company says the Ultramatic 
is 20 pounds lighter than any auto- 














Automatic Washer— 


The newest development in windshield 
washing-wiping is this CO Coordinated 
Washer-Wiper manufactured by Trico Prod- 
ucts Corp., Buffalo. The unit automatically 
Sprays the water-solvent mixture on the 
windshield, starts the blades, stops the 
Spray and then parks the blades after the 
surface has been wiped clean and dry, it 
's claimed. The wiper blades can be 
Operated independently of the washer 
during rain or snow conditions. 


| help put the program into effect. | 


|/nounced last week. 


| 
. * * 


N ADDITION to  Ultramatic, | 
power brakes, power steering, 


| power seats and electric window | 


lifts are standard on Caribbean | 
models. 
Caribbeans also feature rever- 
sible seat and back cushions. | 
With a flick of the wrist, the | 
company says, the owner may 
have an interior of leather or one 
of tailored brocade cloth. Seat 
backs are supported by two pairs | 
of aluminum struts. 
A restyled instrument panel in| 
all models is covered with a foam- 
rubber pad which, with new inter- 
locking door latches, is among) 
many safety features on the models. | 
Another interior feature is a larger 
electric clock with a sweep second 
hand. | 
The car has a larger, heavier 





|matic transmission on American | grille, a “second grille” having been 
| cars. 


built into the opening below the 
main support bars. 
es t * 

N ENGINEERING innovation is 

Packard’s nonslip differential 
which “senses” the most effective 
proportion of driving force for 
transmission to the rear wheels, 
depending on the requirements of 
the specific driving situation. It 
then transmits power to each rear 
wheel in the necessary ratio. 

Torsion-bar suspension, which 
Packard introduced in 1955, has 
been improved. On the 1956 mod- 
els, 26 feet of torsion bars elim- 
inate the conventional front-coil 
and rear leaf springs, the com- 
pany says. 

Wheelbase of the new Packards 
is 127 inches, length 218% and 
width 78. The Patrician is 62.3 
inches high and other models are 
61.7. 


‘Auto-Lite Promotes Four 


In Sales Reorganization 


TOLEDO. A new organiza- 
tional program designed to coor- 
dinate Electric Auto-Lite Co.’s re- 
placement sales activities and to 
develop full selling strength has 
been announced by W. E. Blank, 
replacement sales vice-president. 

According to Blank, the activities 
of Auto-Lite’s replacement sales 
divisions for batteries, spark plugs 





M. H. Smith A, A, Feldman 


and service parts, which formerly 
operated more or less independ- 
ently of each other, will be welded 
into a More closely working unit. 
Each division will retain its iden- 
tity but will plan its efforts in ac- 
cordance with an overall sales plan. 

Blank also announced the pro- 
motion of four individuals who will 





Robert Price B. A. Noonan 


They are M. H. Smith, who will be} 
Blank’s assistant; A. A. Feldman, 





Eaton to Expand 
Power Aid Output 


CLEVELAND.—Eaton Mfg. Co., 
has embarked on a $1% million 
expansion program to augment 
facilities for making hydraulic 
pumps used mainly in power steer- 
ing, H. J. McGinn, president, an- 


About 21,000 square feet of manu- 
facturing space, together with the 
necessary equipment and machin- 
ery, are being added to the pump 
division plant at Marshall, Mich. 
This addition, the second in recent 
years, will increase floor space at 
Marshall by about 19 percent and 
may result in minor additions to 
employment. 

“Our latest move to boost produc- 
tion results from a further sharp 
expansion of interest in power 
steering,” McGinn said. 





Gordon Buys Himmell 
Himmel Motor Co. (Studebaker) 
Beaumont, Tex., has been sold by 
J. P. Himmel] sr., and S. O. Him- 
mel to M. C. Gordon, manager of 
the firm. 





sales manager for national ac- 
counts; Robert Price, merchandis- 
ing manager for batteries, and B. 
A. Noonan, merchandising manager 
for service parts. 

Smith, formerly southern division 
manager for the spark plug divi- 
sion, will work with Blank in ef- 
fecting the new sales program in 
the field. 

Feldman’s association with Auto- 
Lite began in 1928 when he was 
named district representative for 
Auto-Lite Battery Corp. in the 
Memphis area. He later became 
manager of the firm’s southwest 
division, and in 1943 was appointed 
sales manager of Prest-O-Lite Bat- 
tery Co., Inc., an Auto-Lite sub- 
sidiary. 

Price joined Auto-Lite in 1949. In 
1950 he was named assistant Mman- 
ager of the eastern division and in 
1954 he became manager. 

_ Noonan came to Auto-Lite’s parts 
and service division in 1946 as a 
field supervisor in Salt Lake City 
and Portland (Ore.) areas. In 1947 
he was transferred to Atlanta as 
zone manager, and in 1948 became 
zone manager of the division’s West 
Coast operations. 


Fisher Defends, 
Doctors Denounce 
Current Stylings 


DETROIT. — Current auto de- 
signs have been staunchly defended 
and strongly attacked in separate 
statements from 
Fisher Body and 
a group of Cali- 
fornia physicians. 

James E. Good- 
man, Fisher Body 
general manager, 
said that General 
Motors car bod- 
ies for 1956 will 
reflect “constant 
progress toward 
comfort, conveni- 
ence and attrac- 








J. E. Goodman 


tive appearance.” 

On the other side, the traffic 
trauma committee of the California 
Academy of General Practice de- 
nounced “potato-masher” grilles 
and protruding headlight visors in 
a statement. urging still more safety 
features in cars. 

Goodman took note of safety 
door locks, increased vision and 
“safety-cushioned” instrument pan- 
els in his reference to upcoming 
GM bodies. The first GM cars to go 
on the ’56 market — Cadillac and 
Pontiac—are described in this 
week’s AUTOMOTIVE NEws. 

Goodman said that GM will offer 
more than 70 different body styles 
in the next model year. 

The West Coast physicians called 
for the following modifications in 
bodies: Smooth, rounded front 
ends; hard rubber, shock-absorbing 
bumpers; recessed and padded 
dashes; collapsible steering wheels; 
non-protruding door handles; elim- 
ination of spear-like hood orna- 
ments, and recessed rear-seat 
ledges. 


Packard Introduces ‘56 Line 











The 400 Hardtop— 

Improved torsion-bar suspension is a feature of the 400 hardtop and other Packard 
models for 1956. The cars are offered in more than 60 solid and two-tone color 
combinations and more than 100 interior treatments. The Packard and Clipper series 


have been completely split with the latter to be retailed as a separate line. 





Long and Stately— 


Packard's 1956 Caribbean convertible is 218% inches long and features cathedral- 
type tail lights and dual electrically-operated antennas. The power seats have reversi- 
ble seat and back cushions enabling the owner to change the interior decor from 
leather to tailored brocade cloth with a flick of the wrist. 





Caribbean Newcomer— 


This two-door hardtop joins the Packard Caribbean line for 1956. Among the 
standard features on all Caribbean models are automatic transmission, power steering, 
brakes and seat, electric window lifts and dual four-barrel carburetors. 


2,300 Miles of Road OK’d 


Located in 102 Urban Areas, Network 
Is Called Civil Defense Aid 


WASHINGTON. — An additional! ana, Maine, Maryland, Massachu- 
2,300 miles of interstate highway| setts, Michigan. 
system, recommended by state; Minnesota, Mississippi, Missouri, 
highway departments, have been | Montana, Nebraska, New Hamp- 
approved by the Bureau of Public| shire, New Jersey, New York, Ohio, 
Roads. | Oklahoma, Oregon, Pennsylvania, 
According to the National | Rhode Island, South Carolina, South 
Highway Users Conference, these | Dakota, Tennessee, Texas, Vermont, 
are located in and around 102 | Virginia, Washington, West Vir- 
urban areas and have -been ap- | ginia and Wisconsin. 
proved by the Department of -_—— 


Defense as sound from the civil English Ford Enters 


defense standpoint. Y 
|Mountain Rally 


These routes supplement the or- 

| iginal 37,700-mile interstate system| JERSEY CITY, N. J.— English 

and complete the designation of|Ford has entered three vehicles in 

| the 40,000 miles authorized by Con-| the Great American Mountain Rally 

gress in 1944, according to the|to be held Nov. 20-27 under aus- 

| conference. pices of the Motor Sports Car Assn. 

The bureau said that present ap-|0f America. 

| proval fixes only the general loca-| Two Anglias and one Zephyr will 

|tions and that detailed final loca-|be entered, according to H. O. 
Lund, manager of the foreign prod- 


| tions will be made as projects are 
advanced by the states. ucts branch of Ford international 
division. 














The additions approved are lo- 
Morris Adds Willys 


cated in the following states: 
Alabama, Arizona, Arkansas, 
| Jack Morris Buick Co, Brigham 
City, Utah has been appointed a 


California, Colorado, Connecticut, 
Delaware, District of Columbia, 

dealer for Willys commercial -vehi- 
cles. 





Georgia, Idaho, Illinois, Indiana, 
Iowa, Kansas, Kentucky, Louisi- 
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4-Door Hardtops in All Series... 





New Hydra-Matic for ’56 Pontiac 


What's New: 


Fluid coupling Hydra - Matic 
transmission . . . Four-door hard- 
tops . .. Higher horsepower .. . 
Safety door latches .. . Six-way 
power seat. . . Stereophonic 
sound radio speakers ... Im- 
proved carburetion and exhaust 
system ... Steering knuckle and 
support assembly . . . Improved 
air conditioning . . . Improved 
“aluminized” valves ... New elec- 
tromatic radio. 

* oo t 

HE public last Friday (Oct. 21) 

got its first glimpse of what 
General Motors has in store for ’56 
when Pontiac dealers unveiled the 
new GM fluid coupling Hydra- 
Matic transmission, available on 
the Star Chief series. 

Other stars of the new, 15-model | 
Pontiac line are the new Catalina | 
four-door hardtops and the Strato- | 


| for the 870 and 860 series as well 
as a new synchro-mesh transmis- 
| sion. 

| Pontiac owners will be able to 
|pick from 56 exterior color com- 


|tiac said the latter includes “star- 
| dust” covered fabric or Morrokide, 
electrically welded to a sponge rub- 


tern. 

Pontiac said that it was the first 
in its price field to introduce four- 
door hardtops in_all series. The 
styling is termed “panoramic.” 

oo + od 


ebm rear windows not only move 


said, seals the opening ordinarily 
|}occupied by the center post. The 


for a “flipper” seal along the roof. 





Streak V-8 engine with horsepower | 
ratings of 227 on Star Chiefs and | 
205 on lower-priced series. | 

The new Hydra-Matic is de- 
scribed as a “new concept in au- 
tomatic transmissions” and the 
“most important improvement 

since Hydra-Matics were iftro- 

duced.” Pontiac calls it the | 
“Strato-Flight.” 

It uses, Pontiac said, a newly- 
developed, controlled fluid coupling 
for “complete smoothness in shift- | 
ing of gear ratios.” Sprag clutches, | 
which apply and release without 
grabbing, “add further to the| 
smooth action of the Strato-Flite.” 

co * Bd } 

ONTIAC’S Silver Streaks are, 

the crowning highlight of the 
56 styling on the new cars. They 
flow from grille to windshield 
and the slots between the streaks 
blend with the color of the hood. | 
They are repeated in the rear 
fender design, the convex surface | 
of the streaks molding into the) 
rear fin surface, ending at visored | 





DETROIT. — Unless laws to pro- 
tect gasoline retailers are enacted 
and enforced, the public and the 
dealers may ultimately support 


laws which abolish competition and 


substitute Government regulation, 
asserts William D. Snow, general 
counsel, National Congress of Pe- 
troleum Retailers. 

Snow favors legislation recom- 
mended last summer by Rep. 
James Roosevelt, California Dem- 
ocrat and chairman of a House 
Small Business subcommittee. 


The retailers’ counsel spoke in 
answer to a recent speech by Gil- 


bert B. Dickey jr., president, Ten- | 


nessee Oil Men’s Assn., in which 
Dickey assailed the subcommittee’s 
recommendations. 

The Roosevelt unit held hearings 


binations and 79 for interiors. Pon- | 


| ber core, in a stitched ribbed pat-| 


Cooperation Vs. Regulation 


Gas Station Counsel Answers Suppliers’ Blast 
On Roosevelt Committee Hearings 





tail lamps. |on alleged coercive and discrimina- | 


The Star Chief luxury line con- 
sists of the custom Catalina two- 
and four-door hardtops; a four- 
door sedan and convertible, all 
on 124-inch wheelbase. The Safari 
station wagon is on 122-inch 
wheelbase. 

In the medium-priced, 122-inch 
wheelbase, 870 series, are the Cata- 
lina two- and four-door hardtops, 
a four-door sedan and a four-door, 
two-seat station wagon. 

The low-priced, 860 series is com- 
prised of the Catalina two- and 
four-door hardtops; two-door se- 
dan; four-door sedan, and two sta- 
tion wagons; a two-door, two- 
seater and a four-door, three seater. 

cd * * 
7us 227 horsepower engine, with 
four-barre] carburetor, is stand- 
ard for the Star Chief and standard 
on the 870 and 860 series is the 205 
horsepower V-8 with two-barrel 
carburetor. 

In addition to the new Strato- 
Flight Hydra-Matic, Pontiac of- 
fers an improved Hydra-Matic 


pliers against retail gasoline opera- 
| tors. 
The subcommittee viewed with 


one year) under which many re- 
tailers operate and the practice of 





Rambler Included 


In New-Home Deal 


DETROIT. — Purchases of 
homes in Cranbrook Village, a 
new suburban Detroit housing de- 
velopment, can buy a Nash or 
Hudson Rambler for no down- 
payment and a balance as low as 
$995. 

The downpayment is paid by 
the builder, Rodney Lockwood & 
Co., on the theory that suburb- 
anites need a second car. The 
program was worked out with 
Detroit-area Nash and Hudson 
dealers and American Motors’ 
fleet sales division. 











- 
Sinccall 


Pontiac's Panoramic Panel— 


The accent is on white for 1956 in the new Pontiacs. The controls are designed 
lighter and more legible with knobs of white plastic. The two-tone finish of the panel 
harmonizes with interior and exterior color scheme. Plates are brushed aluminum 
recessed in black. A new electric-magnetic, signal-seeking radio with improved rear 
speaker is also offered. 


|tory practices by oi] company sup- | 


disfavor the short-term leases (often | 


The rear window area on the 
four-doors is said to be 45 square 
| inches greater than on the two- 
| door Catalina. 

Engine displacements have 
been raised to 316.6 cubic inches, 
compression ratio up to 8.9:1, 
carburetion has been improved 
and air intake manifolds enlarged 
for better “breathing.” 
| Other items include: New dual 

exhaust system; new steering 
knuckle and support assembly; new 
power steering, brakes and window 
lifts; new six-way power seat; im- 
proved air conditioning; new multi- 
;ple “stereophonic sound” radio 





up, but forward, which, Pontiac! speakers; safety door latches; im- 


“aluminized” valves; rede- 
new electro- 


proved 
| signed front seats; 


design was said to eliminate need| matic radio, and “bomb” type styled in white, matched with a white steering wheel and white lettering and trim. 


| bumper guards. 


restricting a dealer’s freedom of 
choice in handling competing lines 
of tires, batteries and accessories. 

Snow declared that if the NCPR 
cannot work with suppliers to 
correct dealer grievances, then 
the dealers may be expected to 
turn to other organizations such 
as labor unions. 

Dickey allegedly said that “unin- 
| formed, weak and inefficient deal- 
|ers” testified at the hearings and 
that “the weak lied to get the Gov- 
|/ernment to guarantee them a liv- 


ing. 


” 


Snow contended that at least 27 | 
of the 31 dealers who testified “have | 


achieved above-average success in 
the service station business.” He 
denied that any had asked the Gov- 
ernment to guarantee them a liv- 
ing. 


| 
| Snow acknowledged that two wit- | 


| nesses had mentioned the possibility 
that supplier company practices 
might bring on unionization or 
Government regulation, but he said 
|no witness expressed approval of 
either such possibility. 

Dickey is reported to have said 
that it is unreasonable to expect 
his company to allow competing 
tire-battery-accessory or lubricat- 
ing-oil suppliers to sell his lessee 
dealers “when that’s why I built 
the station.” 

Snow held that building and own- 
ing a station does not give the 
owner the right to stifle competi- 
tion and restrict his tenant’s eco- 
nomic freedom. 

He asked, “Did the major gaso- 
line suppliers, like Mr. Dickey, build 
those stations to control tires, bat- 
teries and accessories as well as 
gasoline sales, and are they now, 
in the face of a law which prohibits 
such control, still unwilling to re- 
linquish it?” 

After the hearings, Roosevelt in- 
troduced in the House a bill which 
would make “unlawful any act or 
course of conduct in connection 
with any sale or contract to sell, 
or lease, license or franchise, which 
operates to interfere with the free- 
dom of choice of any lessee or pur- 
chaser to sell, handle or display 
any goods of any person.” 


Stack, Ray Head 
6 AC Promotions 


FLINT. — J. W. Stack has been 
named advertising manager at AC 
Spark Plug replacing Frank E. 
Ray, who has been promoted to 
marketing analysis manager. 

In other changes, H. L. Wardrop 
was promoted from oil filter mer- 
chandising manager to merchandis- 
ing coordinator and James P. Kane 
was appointed fuel pump merchan- 
dising manager. 

Also, Donald A. Maize hag been 
named Detroit assistant regional 
manager and Jack Church will be- 
come spark plug merchandising 
manager in addition to his duties 
as merchandising manager of Guide 
lamps and flexible cables. 


















New Pontiac Line Bows 
















Star Chief Deluxe Convertible— 
The new Pontiac convertible is powered by the larger, 227-horsepower V-8 engine 







and equipped with the new Strato-Flight Hydra-Matic transmission. The interior is 






a 






|The Catalina 860 Coupe— 


For the first time, Pontiac offers its Catalina hardtop coupe in the low-priced 860 


|series. The new four-door hardtop also will be available in this series. The Catalina 
has a 205-horsepower engine with two-barrel carburetion and interiors of Morrokide, 
| nylon and coated fabric. 








Four-Door 870 Station Wagon— 


The new Pontiac 870 four-door station wagon features a rear seat backrest and 


seat cushion which folds into the floor, providing a level surface running from the 
rear door to the front seat. It has new interiors and a new 205-horsepower Strato- 
Streak V-8 engine. 


Seat Belts Winning Favor, 





San Antonio Dealer Says 


By J. H. Reed 
Staff Correspondent 
SAN ANTONIO.— (UTPS) —Seat | a 

belts and padded instrument panels one. F : 
are quickly winning favor in it sad 2 tae ba aon te 
Antonio, according to Frank Bit- front of him, it would be a careless 
ters, general manager of Gillespie | driver indeed who neglected to fas- 
Motor Co. and president of the San 


|} ten his seat belt. 
Antonio Automobile Dealers Assn. “Although in the’ past car buyers 
“We have doubled our order 


have been reluctant to make special 
for cars with these safety fea- | installations, interest in the new 
tures,” he said, “and we expect to ps a o- if the safety 
sh Widnes Gime 06 Gia te Hee ices are there, they will not only 
any other.” 


be accepted, but welcomed and 
used.” 
Bitters said that many dealers 
long have favored seat belts for 


drivers and passengers. But until Autos in Spotlight 


now, he pointed out, the public has At Finance Parley 


been hard to convince. 

“It’s been a case of ‘seeing ig be-| CHICAGO. — The American Fi- 
lieving,’” he declared. “Almost|nance Conference will turn the 
every customer who has seen our |SP0tlight on automobile financing 
new models has demanded a car|2t its 22nd annual convention here 

: . Nov. 16-18. 
with safety devices. 

ras anal tak tink t belt More than 850 conference mem- 

S a go e at seat Delts,|/ bers will discuss operating prob- 
safety steering wheels and padded |jems and exchange ideas ‘which 
instrument panels are going to be} wij) affect the auto industry and 
more and more in demand this year | the finance business in 1956. 
and in the years to come. Among the speakers will be W. J. 

“If drivers cannot be educated | Simons, Chrysler Corp. treasurer, 
to drive safely, the automobile {and Frank H. Yarnall, NADA pres- 
industry will have to take steps | ident. 


to protect them from their own 
carelessness. 
“This is what Ford Motor Co. has 
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ato- 
The current clean-up campaign to make way for 1956 models 
sweeps like a tidal wave. You can ride this tide with increased returns. 
After each deal is made with a happy buyer, recapture a part of your profits 
with a simple suggestion: “Preserve your bargain—keep this beauty 

mn looking newer than new for months to come with Porcelainize.” 

1as 

‘ Be confident that Porcelainize alone has the greater beauty, 

s . . . . 

‘in paint protection and longer life to prove the soundness of your advice 

and re-prove that long lasting customer satisfaction is your 

a greatest business asset. 
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Capsule Comment 


Sub-par dealers franchised by factories are called public 
disservice by annual convention of New Jersey Automotive 
Trade Assn. Resolution assails trend toward putting onus 
for product performance on dealers. 


Neglecting service can lead only to irreparable loss of 
customer goodwill. 
* * * 


Studebaker-Packard’s Harold Vance receives appointment 
to the U. S. Atomic Energy Commission. 


A fitting honor for another automotive veteran. 
* * * 


Prodigious retailing effort by dealers carves deepest slice 
this year in new-car stocks. Net reduction during September 
cleanup amounted to 27 percent. 


Whatever happened to the “seasonal pattern” of new- 
car sales? 


* * * 


Dealers sticking to time-honored merchandising policies 
fare well, says AUTOMOTIVE NEws report from Atlanta. 


Year in and year out, it’s the tried-and-true method that 
prevails. 
* bd * 


Major election issue next year will be long-promised and 
shrewdly-delayed tax reductions. 


It would seem a likely year to win some relief on motor 
vehicle and parts excises. 
a * * 


Detroit completes multi-million-dollar expressway inter- 
change and opens nearly 12 miles of fast-transit super high- 
ways. 

Making driving a pleasure — on the old streets. 


* * * 


Auto show proves great drawing card in Paris and record 
turnout is anticipated in London. Survey finds 29 American 
cities are planning ’56-model shows. 

In any language — “c’est magnifique,” “jolly good” or 
“smasheroo” — Mr. John Q. Public’s enthusiasm for new 
cars is always a wonder to behold. 
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Coming 
Events 


Dealer Conventions 


Oct. 23-25— Florida Automobile Dealers 
pean Sans Souci Hotel, Miami Beach, 


1 — Connecticut Automotive Trades 
Assn., 34th Annual Convention, Hotel 
Statler, Hartford, Conn, 

Nov. 6-8—Automotive Trade Assn. of Vir- 
ginia, Roanoke Hotel, Roanoke, Va. 

Nov, [3-14—20th Annual ention, 
Teheeltts ealers n. of Alabama, 
gy Hotel, ae am, Ala, 

Nov, 13-IS—Ohio Automobile Dealers 
ln Netherland Plaza Hotel, 


nati, O, 

Dec, 2—Nebraska New Car Dealers Assn., 
Paxton Hotel, Omaha, Neb, 
Dec. 6—Utah Automobile Dealers Assn. 
Convention, Newhouse Hotel, Salt Lake 

City, Utah. 
Dec. $-10— Montana Automobile Dealers 
— Hotel, Billings, Mont. 
Jan. 28-Feb. | — Annual National 
cma Dealers Assn, Convention, 
Sheraton Park and Shoreham Hotels, 
Washinaton, D. C. 
Feb. 26-27—Louisiana Automobile Dealers 
Assn., Hotel Roosevelt, New Orleans, 


La. 

May 26-28— South Carolina Automobile 
Dealers Assn., Ocean Forest Hotel, Myr- 
tle Beach, S, C. 

$s © 


Nov. 


Cincin- 


Assn. 


Dealer Auto Shows 


Nov. 19-27—Portland Auto Show, Pacific 
International Exposition Bidg., Portland, 


Ore 

Nov. 26-Dec. 3— Buffalo Auto Show, 
Masten Avenue Armory, Buffalo, N. Y. 

Nov. 30-Dec. 4—Sioux City Auto Show, 
Municipal Auditorium, Sioux City, la. 
ec. I-li—Los Angeles. Auto Show, Pan- 
Pacific Auditorium, Los Angeles, “Calif. 

Jan. 6-14—Minneapolis Auto Show, Min- 
neapolis auditorium, Minneapolis, Minn. 

Jan. 7-15—San Francisco Auto Show, Civic 
Auditorium, San Francisco, Calif, 

Jan. 7-15—Columbus Auto Show, Veterans 
Memorial Bldg., Columbus, bh 

Jan. 7-15—27th Annual Automobile Show, 
National Armory, Washington, D. C. 


Jan. 7-15— Chicago Auto Show, interna- 
tional Amphitheater, Chicago Ill. 
Jan, 7-15— Houston Auto Show. Houston 


Coliseum, Houston, Tex. 

Jan. 13-22—Seattle Auto Show, Field Ar- 
tillery Armory, Seattle, Wash. 

Jan. 14-22—St, Louis Auto Show, Oakland 
Ave. Arena, St. Louis, Mo. 

Jan. 21-28— Baltimore Auto Show, Fifth 
Regiment Armory, Baltimore. Md. 

Jan. 21-28 — Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh, Pa. 

Jan. 21-29—Cleveland Auto Show, Public 
Auditorium, Cleveland, O, 

Jan. 28-Feb. 4— Rochester Auto Show, 
Rochester War Memorial Auditorium 
and Exhibit Hall, Rochester, N. Y. 

Feb. 3-12—Omaha Auto Show, 
nicipal Auditorium, Omaha, 

Feb. 5-12—Dallas Auto Show. 
Dallas, Tex.” 

Feb. 6-II—Denver Auto Show, 
Denver, Colo. 

Feb. 11-18—Milwaukee Auto Show, Mil- 
route Arena and Auditorium, Milwau- 
ee, Wis. 

Feb. ‘12-19 — Lansing Auto Show, Civic 
Center, Lansing, Mich. 

Feb. 18-26—Detroit Auto Show, Michigan 
State Fair Grounds, Detroit Mich. 

Feb. 19-25—Syracuse Auto Show, Onon- 
daga County War Memorial Building, 
Syracuse, N. 

Feb. 25-March 3—Kansas City Auto Show, 
Exhibition Hall, Municipal Auditorium, 
Kansas City, Mo 

March 7-11—Spokane Auto Show, Coli- 


Fair Park, 


Coliseum, 


seum, Spokane, Wash. 
April — Lewiston’ Auto Show, Lewiston 
Armory, Lewiston, Me. 
* - 2 
General 
Oct. 19--29— 40th International Motor 


Show, Earls Court, London, England. 

Oct. 2425— Automotive Electric Assn., 
Regional Conference Hotel Statler, Los 
Angeles, Calif, 

Oct. 26-28— 10th Annual Technical Con- 
vention, American Society of Body En- 

ineers, ae Memorial Build'ng, 
etroit h, 

Oct. Neh Anniversary Dinner, Auto- 
mobile Old nes aldorf - Astoria, 
New York City, N. Y. 

Oct. 29-Nov, 6—Pacific International Auto 
Show, Oakland Exposition Bldg., Oak- 
land ‘Calif. 

Oct. 31-Nov. I—Automotive Electric Assn., 
Regional Conference, Hotel Multnomah, 
Portland, Ore 

Nov, 2-4— National Fluid Power Assn., 
Edgewater Beach Hotel, Chicago, III, 


(See CALENDAR, Page 16, Col. 5) 


30 Years Ago... 


The Big Stories 


Chevrolet Motor Co. built 55,865 cars and trucks during September, 
a new record for that month and only 378 fewer than the highest 
production month in the history of the company. More than 54,500 
are expected to come off the line in October. 

Ford reached the highest production peak in the records of the 
company when 8,165 cars and trucks went off the assembly lines of 
domestic branches in one day. The record, however, is expected to 
be shortlived, for production will reach 8,500 daily before the end 
of the month, making possible a total output of approximately 200,000 
cars for October, the greatest month in Ford history. 

A move is reported under way in Polish political circles to invite 
Henry Ford to become king of Poland. Ford boosters in Poland are 
of the opinion that the automaker would pull the country out of its 


financial muddle. 


Judgment for $2,097,648 against the Kelly-Springfield Motor Truck 
Co. was taken in a Springfield, O., 
company, and the property of the company was ordered sold at 


public auction. 














Automotive Cartoon 


Of the Week 


(During fllness of Ogg Fitzgerald, other cartoonists are filling this corner). 
















Ite? 


“How much are you going to allow me 
for my tradein?" 


Letterbox 
‘Above Average... . . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 
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of our prospecti on automobile 
insurance which covers this sub- 
ject. 

a group of Chicago insurance) Last week I had the privilege of 
agents had made the statement| attending the Gov. Goodwin C. 


that there was little likelihood of Knight Safety Conference at Sacra- 
a reduction of automobile insurance mento and listened to several of 


preg Ry tendons ae ae beger your leading automotive engineers 
as was published in your news- describe the steps their companies 
paper a few weeks ago, there are| @re taking to build safety into their 
several companies which now are| trucks and automobiles. These men 
offering a discount in insurance|May be known to you. They were: 
rates for the use of seat belts. Karl M. Richards, Manager, Motor 
I believe we are the only com- Truck division, Automobile Manu- 
pany in California but there are facturers Assn., Detroit; Alexander 
two or three other companies in ciudlana Staff engineer, onde. 
the Gout. I am eneieeg come cal committee; Howard K. Gande- 
lot, vehicle safety engineer, General 
Motors; A. L. Haynes, executive 
engineer, Ford Motor Co.; Roy C. 
Haeusler, automotive safety engi- 
neer, Chrysler Corp., and Carl A. 
Lindblom, division chief engineer, 
International Harvester. 


Mr. Haynes gave a complete de- 
scription of the test which his com- 
pany conducted before it attempted 
the four or five safety features 
brought out in the 1956 Ford 
models. 


Referring to the discounts in in- 
surance rates for the use of safety 
belts, I might make the observation 
that all insurance companies are 
interested in the “better than aver- 
age risk” and there is very little 
doubt in our minds but that any 
motorist who would go to the 
expense and bother of _ installing 
safety belts in his car would be a 
“better than average risk.” — 
Tuomas Sours, chief safety engi- 
neer, Industrial Indemnity Co., San 
Francisco. 


Seat-Belt Risks 


In your Oct. 10 issue on Page 13, | 
I was interested in observing that | 


court by bondholders of the 


—From the files of Automotive News. 
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WITH NATIONAL’S BONDED WARRANTY PLAN... 


You'll sell more new cars - 
and more used cars - fasfer, 


more profitably than ever before! 


- 


5-253 


“Dhees’s “dollar magic” in a NATIONAL Bonpep Cars, INc. 
dealer franchise — magic that creates added new car sales with 
extra profits on every deal. Magic, too, that turns price- 
conscious used car shoppers into enthusiastic, profitable 


customers when they see the NATIONAL Warranty Seal dis- 


played on the car of their choice. 


Now you, too, can attract more new car cus- 
tomers — and more used car customers — by 
offering the unique protection of a NATIONAL 
Bonded Warranty with your new and used cars! 


Here’s How You Benefit With 
a NATIONAL Franchise 


With NATIONAL’s unprecedented Bonded War- 
ranty Plan, you can guarantee your new and 
used cars against mechanical failure for one 
full year without risk — without regard to mile- 
age or maintenance ...and at no cost to you! 
If failure occurs at any time within the warranty 
period, NATIONAL pays in advance for all parts 
and labor anywhere in the United States. 


NATIONAL absolves you of all moral and 
financial responsibility! Policy adjustments are 
eliminated! 


Customers buy with confidence because they 
know a NATIONAL warranted car is a safe in- 
vestment in certified performance. 


Your Used Cars Command 
Premium Prices 


Your cars bring higher prices when they carry 
the NATIONAL warranty seal. Customers know 
they’re not “buying trouble” since NATIONAL 
warranted cars are certified free from mechan- 
ical defects by an independent NATIONAL in- 
spector. And, NATIONAL’s performance is 


guaranteed by a $110-million nationally-known 
liability assurance corporation! 


Buyers willingly pay more for this positive 
protection! 


Now, with a NATIONAL franchise, you can 
meet — and beat — cut-throat used car dealer 
competition because NATIONAL is a new car 
dealer exclusive! 


More To Tell, More To Sell 
For Your Salesmen 


Financing is easier, repossessions are reduced 
when your cars are “warranted by NATIONAL.” 
The most hesitant prospects become enthusi- 
astic customers when your salesmen explain 


? “ce 


NATIONAL’s “‘peace-of-mind” assurance. 


In your advertising, and on your sales floor, 
NATIONAL gives you entirely new and exclusive 
talking points to overcome sales resistance .. . 
and an effective “closer” to complete sales 
which might otherwise be lost! 


® Exclusive NATIONAL Dealer Franchises are available to qualified 
new car dealers in most areas. Plan now to increase your sales, 
boost your profits, and multiply your new and used car turnover 
with the NATIONAL BONDED WARRANTY PLAN! 


Since 1953, proved and approved by hundreds of dealers from Maine 
to Florida — and now expanding nationally. 


Investigate this unique opportunity TODAY! 


Warranted by 


NATIONAL 


A Colacelal A msec: Malad el: Lal 
United States for one year 
from date of purchase 


Mechanical Condition 













NATIONAL 
BONDED 
CARS, INC. 


POOR eee e SESE EEHE SHES HSS HEHE EE ESE SHEESH HE HEE EEEEEHEHHEEE SEES HEHEHE ESHEETS EHS ESE EEE EHHEHEESE HEHEHE EHSEEHHEEHHEEEHHEH ESE SHEESH HHEEEEHESEEESHESEEEEEHESHEHHHHEHHEESHESHHSEEHEEEEEES® 


Write, wire or phone for complete information. 


NATIONAL BONDED CARS, INC. 
Home Office — 1965 Morris Ave. 


Union, New Jersey 


Phone: MUrdock 6-1144 
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AUTOMOTIVE WASHINGTON 
Fears of Automation 


Stilled on Capitol Hill 


By William Ullman 


Washington Correspondent 


OB gee the auspices of a subcommittee of the House- 


Senate Committee on the 
Wright Patman, 


Economic Report, with Rep. 


Texas Democrat, presiding, “Automation” 


finally made its appearance on Capitol Hill here for close 
examination of its possible future effects on the economic 


health of the country. 
The first witnesses ex-| 


pressed no fear. They were 
Prof. Walter S. Buckingham, of the 
Georgia Institute of Technology; 
John Diebold, economic consultant; 
Dwillard J. Davis, a Ford Motor 
Co. vice-president, and Robert W. 
Burgess, director of the U. S. 
Bureau of the Census. 

At the outset there was some 
confusion about the meaning of 
“automation.” Diebold said a com- 
mon definition was “the extension 


<> 


xew SARAN: 


| 


of mechaniza- 
tion.” 
This definition 
was provided by 
Buckingham: 
“It can be said 
to be any contin- 
uous and inte- 
grated operation 
of a nationalized 
production system 
which uses elec- 
tronic or other William Uliman 
equipment to regulate and coordi- 


SARAN is 


widely 


promoted, 


highly profitable... 
make it pay off for you! 


feature this TAG... 


nate the quantity and quality of 

production.” 

Davis defined automation as “the 
automatic handling of parts be- 
tween progressive production proc- 
esses.” 

Automation, Diebold and Buck- 
ingham is the coming 
thing and that the U.S. is on the 
edge of a new industrial revolu- 
tion. They also agreed that an 
end result will be a shorter work 
week. 

There was some disagreement on 
the short-term effect of automation. 
But all agreed the long-term results 
would be good. 

Diebold maintained workers dis- 
placed would be absorbed in other 
parts of industry and he cited the 
fact that employment in the U.S. 
is now at record levels. 

ca * * 


9 Million Sales 


IEBOLD’S view was supported 

by Davis, who said workers 
replaced by automation in an 
engine-production operation were 
absorbed elsewhere. He stressed the 
fact that even in mass production 
there was a definite limit to the 
operations which could be made 
almost completely automatic. 

Under questioning by Patman, 


Davis predicted the automobile 
industry will sell eight million 
cars this year and the same num- 
ber in 1956. In 1957 he estimated 
the number would increase to 
nine million. 

Davis agreed with Patman that 
it will be possible to sell this many 
cars only if installment buying is 
permitted to continue without new 
restrictions. 

Davis said Ford’s experience 
should lessen unemployment fears. 
In three plants in 1950, he said, 
8,253 direct labor workers were used 
to turn: out nearly two million 
engines. In 1954, with new, auto- 
mated machines, two plants turned 
out one percent more engines with 
1,854 fewer people. 

But the 1,854, he added, were 
“absorbed” in other jobs and Ford 
had to hire an additional 978 skilled 
maintenance men to take care of 
the new machines. 

a ad * 


Profits, Sales at Peak 


1 Securities and Exchange 
Commission and the Federal 
Trade Commission reported last 
week in a joint statement that sales 
and net profits for U.S. manufac- 
turing corporations reached an all- 


is going 
places 
55! 


Now saran pulls farther ahead in the fine 
seat cover field! These new features are 
sure-fire profit makers for you: 


NEW STATIC-SHOCK RESISTANCE 


Improved formulations and weaves greatly re- 
duce or eliminate static electricity. 


NEW COLOR FASTNESS 


Improved stability to 


sunlight. Colors are 


locked into saran for long life and beauty. 


NEW COLOR STYLING 


Improved materials for a wider range of pastel 
colors—for better styling—brighter fabrics. 


NEW CONTROLLED SHRINKAGE 


Improved shrinkage characteristic for unique 
fabrics which retain their snug fit without 
stretching or excessive shrinkage. 


Saran is best for seat covers, and your customers 
know it! Millions have already heard about 


its new advantages through Dow’s nation-wide 


television and magazine advertising campaign, 


and millions will be presold saran customers 


when they shop. Take full advantage of the 


powerful promotion behind saran. Feature the 
100% saran tag and watch those high profit 


saran seat covers move out of your store! THE 


DOW CHEMICAL COMPANY, Midland, Michigan. 


you can depend on DOW PLASTICS 


time high during the second quarter 
of 1955. 

The record profits, it was noted, 
reflect the high level of steel pro- 
duction, auto production and con- 
struction activity. 

Earnings after taxes for the 
second quarter are estimated at 
$3.9 billion, compared with $3.3 
billion in the previous quarter, 
$2.9 billion in the second quarter 
of 1954, and the previous record 
total of $3.7 billion in the third 
quarter of 1950. 

First half-year earnings after 
taxes were $7.2 billion, an increase 
of 31 percent over the first six 
months of last year. 

Sales of all manufacturing cor- 
porations in the first six months of 
1955 added up to $135.6 billion, com- — 
pared with $123.5 billion for the 
same period of last year, an in- | 
crease of 10 percent. 

Motor vehicles and parts were 7 
included among the groups listed 
as registering alltime peak earn- 
ings after taxes for the first six 


months. 
* * * 


Happy Days Stay 
MERICAN businessmen will find 
considerable food for thought 
in a booklet just published by the © 
U.S. Chamber of Commerce which 
asks, “Can We Depression Proof 
Our Economy ?” 
Issued after a year-long study by 
the chamber’s committee on eco- 
nomic policy, the answer is, “Yes.” 


This happy prospect, the study 
discloses, is the result of increased 
understanding of the business 
cycle, structural changes in the 
economy, and new methods of 
stabilization available to both gov- 
ernment and business. 

The study itemized eight “built-in 
stabilizers” in the present economy, 

missing in 1929, which make depres- 
sions less likely to grow to serious 
proportions. 

These included the tax structure, 
large Government expenditures, the 
farm-price support program, unem- 
ployment compensation, numerous 
public and private pension pro- 
grams, the Federal deposit insur- 
ance system, the self-amortizing 
nature of most private debts and 
the large volume of liquid assets | 
held by individuals and businesses. 


Calendar 


(Continued from Page 14) 


General 


Nov. 6-7 — Texas Independent Automobile 
Dealers Assn., Inc., !ith Annual Con- 
vention, Shamrock Hotel. Houston, Tex. 

Nov.- 9-10—Society of Automotive Engi- 
neers, Fuels and Lubricants Meeting, 
The Bellevue-Stratford, Philadelphia, Pa. 

Nov, 10-11 — Automotive Electric Assn., 
Regional Conference, Hotel Muehle- 
bach Kansas City Kans. , 

Nov, 27-30— Annual Meeting, American 
Institute of Chemical Engineers, Statler 

Hotel, Detroit, Mich. 

Nov. 28-Dec, !—Air Conditioning & Re- 
frigeration Exposition, Atlantic City 
Auditorium, Atlantic City, N. J. 

Dec. 4-5— Automotive Affiliated Repre- 
sentatives, Officers Meeting, Sheraton 
Hotel, Chicago, Ill. 

Dec. 6—Automotive Affiliated Representa- 
tives, Board of Directors Meeting, Sher- 
aton Hotel Chicago, Ill, 7 

Jan. 9-13—Society of Automotive Engi- 
neers Annual Meeting, Sheraton-Cadil- 
lac and Statler Hotels, Detroit, Mich. 

Jan. 11-14—American Road Builders Assn's. 
54th Annual Convention, Municipal Audi- 
torium, Miami Beach, Fla. 

Jan. 15-17—Second Annual Auto Trim Show 
Hotel Statler, New York, N. Y. 

Jan. 16-21— Grand Rapids Auto Show, 
Civic Auditorium, Grand Rapids, Mich. 

Jan. 23-25—I5th Annual Meeting, Truck- 
Trailer Manufacturers Assn., igewater 
Gulf Hotel, Edgewater Park, Miss. 

Feb. 6-9—Automotive Accessories Manu- 
facturers of America Exposition, Navy 


Pier, Chicago, Ill. 
Feb. 21-22—MEMA, NSPA and MEWA 
San Francisco, 


nomena Conventions, 

if, 

March 6-8—Society of Automotive Engi- 
neers, Passenger Car, ly, and Mate- 
ciate Meeting, Hotel Statler, Detroit, 


Mich. 

March 19-2i—Society of Automotive Engi- 
neers, Production Meeting and Forum, 
Hotel Statler, Cieveland, O. 

April 16-20—New York's annual Safety 
Convention and Exposition, Hotel Stat- 
ler, New York, N. Y. 

June 3-8— Society of Automotive Engi- 
neers Summer Meeting, Chalfonte-Had- 
don Hall, Atlantic City, N. J. 


Wiley Publishes 
Engineers’ Book 


NEW YORK.—A 1,382-page book, 
“Handbook of Engineering” ($17.50) 
has been published by John Wiley 
& Sons. It was written by a group 
of more than 50 specialists. 

John Seastone, research, develop- 
ment and engineering manager for 
metals division, Olin Mathieson 
Corp., and Douglas F. Miner, Car- 
negie Institute of Technology, are 
the editors. 















ALL -NEW AERODYNAMIC 


PUSH -BUTTON DRIVING! 


90-90 TURBO-TORQUE POWER! 


Only Plymouth dealers have 


PUSH-BUTTON DRIVING 


in a car built to sell in the low-price 3 


Driving range is selected with just a finger-tip touch on 
a button (it’s as easy as flicking a light switch) ... then 
the PowerF lite fully automatic transmission takes over. 
Makes motoring gloriously easy and wonderfully safe. 
Women especially call it the greatest advance ever put 
on a motor car! It’s designed, engineered and built to 
help sell more Plymouths than ever before! 











EW PLYMOUTH SG 


Built to Outclass Every Other Car in the Lowest-price Field 





Plymouth Belvedere 4-door Hardtop Sport Sedan. . . 28 other all-new Plymouth models, including the exciting new Suburban line of station wagons in three low price-ranges. 


Only Plymouth dealers can offer 


AERODYNAMIC STYLING 


Bigger... Longer... Roomier 


Plymouth’s all-new Aerodynamic beauty is truly fabu- 
lous. It wiil rank first in the styling frontiers of the jet 
age...and in sales appeal in ’56. Plymouth dealers 
are proud to sell a car so dazzlingly new. It’s a long, lithe 
portrait of gliding grace. It’s styled to turn heads as it 
sweeps swiftly out in front of the pack! And it’s styled 
to help close more sales right on the showroom floor. 








9.1 SECONDS AGO THIS 


Customers are already thrilling to Top Thrust at Take- 
Off with Plymouth’s powerful new high-torque get- 
away. It’s jet age driving! And it comes from 
Plymouth’s exclusive 90-90 Turbo-Torque perform- 
ance—an exciting new way of turning higher engine 


power into greater go-ahead power (and more sales 
power for Plymouth dealers, too). There’s more 
thrust when you want it .. . getaway is swifter . . 

passing is safer . . . all road maneuvering much easier. 
Customers can choose from V-8’s (with two different 


Actual Test Track photo of Plymouth Belvedere 4-door Sedan 


PLYMOUTH WAS STANDING STILL! 


horsepower ratings) available with PowerF lite trans: 
mission plus Plymouth’s exclusive new 90-90 Turbo- 
Torque ... or the brilliant PowerFlow 6. 

Here indeed is breath-taking performance that 
helps dealers sell cars with every demonstration. 


GLAMOROUS DECORATOR -TUNED INTERIORS... ALL NWMEW ! 


In the spacious luxury of Plymouth °56, Plymouth 
dealers enjoy the sales advantage of the newest “mir- 
acle fabrics,” the richest of the new colors—Decorator- 
Tuned to the exquisite gleam of Plymouth’s outer 


finish. Customers can choose from luxury fabrics . . . 
cloth that glows and gleams with threads of golden 
hue... or choose from the new “breathable” vinyls 
that are soft as doeskin. There are many designs — 


The car that’s going places with the Young in Heart 
ALL-NEW MAERODYNAMIC PLYMOUTH 'S5G 


all in perfect taste. And all have been selected to 
retain their beauty through the wear and tear of 
family use! Plymouth beauty helps dealers sell from 
the driver’s seat as well as the showroom floor. 
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; Building Through Human Relations . . . 


Teamwork in the Dealer Shop 


being nice to people. You 

can sell cars, service or 

any other commodity by 

being nice to people. Just 

because your product or 

your service is honest and 

worthy will not overcome 

indifference toward the 

customer. 

Friendliness is the lubri- 

cant of living. It makes 

one’s task less arduous and | Miner Heads New York State Dealers— 

ones customer more loy al. Sperry W. Miner (Oldsmobile), Buffalo, new president of the New York State Auto- 

Let's pour a little of it in mobile Dealers Assn., standing left, poses with key dealer leaders at the group's con- 

the squeaky places a8 We | ution at Saranac, N. Y. Seated, from left, are Carl E. Fribley (Cadillac-Pontiae- 

g0 along. f GMC), Norwich, NADA first vice-president and NYSADA past president; Frank H. 
Cordially yours, Yarnall (Chevrolet), Chicago, NADA president; William A. Frame (Chevrolet), Mineola, 
CAR DEALER & [NADA director and NYSADA past president. Standing: Miner, Fred E, Mason (Dodge- 


Epitor’s Note : Oneofa 
series of letters to inspire team 
spirit to be utilized by a serv- 
ice manager or i eae 
in st ti » t sen 6 
inate] mectings, by letter sent | “The salesman for that 
posted on dealer’s bulletin | dealer was the only one 
board. who asked about my hurt 

By John O. Munn finger,” she replied. “He 
Dear Fellow Worker: noticed the bandage on my 
pus story may or may hand. The others were only 

not be true, but it | trying to sell me a car.” 


. d in the Dreamed up or not, that 
points 2 etna cry, wetate = real — 
No.21 cystomer toward whatever they 


too much for whatever they 
INA the dealer today. buy. What attracts and holds 
Sunies A woman was 


the customer today is the 
asked why, after looking at 


courtesy and friendliness of 

a the salesman or dealer. 
Ford Division 

Begins 5-Story 


It is a long established 
Office Building 


fact that confidence men 
sell gold bricks merely by 

DEARBORN.—Ford division has 
broken ground for a five-story, 


453,000 - square - foot general office 
building on a 67-acre tract opposite 
Ford’s Dearborn test track. 
Scheduled for completion in 1957, 
the building will house the divi- 
sion’s sales, industrial relations, 


all the cars in town, she 
selected the one she 
bought. 





COMPANY Plymouth), Malone, outgoing president of NYSADA, and William L. Mallon (Pontiac), 
Manager East Orange, N. J., regional vice-president and past president of NADA. 
kK | 
purchasing, controller’s, manufac- bri ngs you see 
turing and parts and accessories cnt 
offices. £oh. >i ae a 
The building will have a modern Bet debed. B aA 
“floating design,” obtained by set- 4 3 
See ea ‘the world’s most famous trademark 
the architectural design of the : eee 
upper four levels. This provides a : 
weather - protected walkaway for 7 
employes and guests. % ih a 
The new structure will include a * . 
SN tie oe the most modern full-line opportunity! 
producing closed - circuit television a e 
shows that can be beamed to Ford ® 
dealer points in metropolitan cities 5 = 
«;,hroughout the country. When iti Time to Re-Tine / 


Ford Division’s present office 


building in Livonia, Mich., will re- ° ° ‘ ° 
Genie a0 the divicion’s central parts The Little Boy is the Big Buy! When you’ve 


depot. got Fisk... you’ve got everything! 
French Expansion 


Upped by GM 


PARIS, France. — An additional 
$4.5 million General Motors expan- 
sion program in France, which will 
bring to $8 million the amount to 
be spent in this country during the 
next three years, has been an- 
nounced by Harlow H. Curtice, 
president. 

Curtice said work on the pro- 
gram will start immediately. He 
spoke of the “tremendous potential 
for our products, especially house- 
hold and commercial refrigeration 
units.” According to a GM survey, 
only 10 percent of French homes 
have refrigerators. Curtice said 
more than 70,000 Frigidaires would 
be produced in France this year. 


Makers Held Suable 


For Crash Injuries 
CLEVELAND. — The principal 

cause of traffic accidents and their 

high casualty rate is the poor 


The Fisk Franchise is tailored to meet the re- 
quirements of the truly Independent Distributor 
and to provide him with a premium line for an 
unequalled profit opportunity. For more infor- 
mation on how you can increase your income 
with a Fisk Franchise, write to John A. Boll, 
Sales Manager, Fisk Tires, United States Rubber, 
Rockefeller Center, New York. 


@ A marketing area customized to fit your. 
expansion plans with 
— Unmatched profit opportunity 
—Unhampered selling opportunity 

@ Heavy advertising and promotion support 

@ An Independent Distributor Franchise and 
Policy that leaves your business entirely in 
your hands 


fd 
NEW PASSENGE 


eee 


TIRES 


safety design of automobiles, and 
manufacturers should be held 
legally responsible, Harold A. Katz, 
Chicago attorney, told the national 
convention of the National Assn. 
of Claimants’ Compensation Attor- 
neys held here. 

Katz accused manufacturers of 
negligence in not making their cars 
safer and urged the attorneys to 
consider auto accidents in the same 
legal light they would injuries due 
to unsafe machinery—fit cases for 
lawsuits against the makers. 


Trail Buys Quigley 

Trail Cadillac-Pontiac, Inc., has 
taken over Quigley Specialty Co. 
(Cadillac-Pontiac), Mobile, Ala., ac- 
cording to S. B. Quigley. 

Officers of Trail are Ernest H. 
Woods, Birmingham, president and 
treasurer; Marie E. Woods, vice- 
President; J. V. McConnell, vice- 
President and secretary, and Gant- 
land Davis, assistant secretary- 
treasurer. 


FISK SAFTI-FLIGHT 


The Nylon tubeless with the double- 
strength carcass gives you...up to 
95% more tire strength, up to 58% 
more safe mileage, up to 51% 
quicker stops. 


FISK SUPER TRANSPORTATION 


Premium truck tire for long-distance 
hauling under heavy loads...safety- 
molded treads are 44% deeper... 
with Nylon or Super Rayon. 


FISK AIR-BORNE deluxe 


The new Air-Borne deluxe has 
deeper safety grooves for new-tire 
traction even when 60% worn... 
gives up to 25% more mileage. 


FISK TRANSPORTATION 


Engineered for highway use on long 
or short hauls. Wide, level tread in- 
sures even wear... husky shoulder 
blocks insure better driving control. 


FISK RANCHER 


The mud-and-snow tire for quicker, 
spin-free starts with full tread depth 
for the necessary grip power to pull 
free. Self-cleaning. Muffles tire noise 
over the road. 


FISK TUF-LUG 


An “on the road-off the road” util- 
ity tire with 68% more shoulder and 
72% deeper center tread for greater 
traction, longer mileage. 


A 
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A touch of the trigger button starts it... then you Mounted on the new Cam-O-Matic Arm that pro- 


forget it. After only a flick of the finger, jetted water nates like a human arm, the blade spreads the water 
carries a message to the “self-starting wipers.”” You don’t clear around the wrap-around and down below the line of 
even touch the wiper control... the water pressure opens vision. Thus it cleans the shield, not only at the front; but 
the throttle of the wiper motor. at the sides as well to maintain full, panoramic vision. 


Here’s the C-O washer-wiper : 
COordinated 





ro] 


Start it! Forget it! The ' 


A flick of the finger—starts the 
washing-wiping cycle. The new 
“C-O” co-ordinates self-starting 
wiping with self-jetting, self-tim- 
ing, self-stopping and self-parking. 


The C-O system uses engine-made vacuum. 
In a split second, vacuum compresses a power 
spring to automatically put 12 pounds of 
pressure on the water line. Then for 5 seconds, 
water is delivered at a constant flow. Mean- 
No wearing parts. The C-O control : while self-starting wipers make their wet 
has no moving parts to wear out or scrubbing strokes. After the pre-set timing 
foul out. The control is built into the cycle to dry the glass, wipers automatically 
pump and designed to give years of park themselves 
lasting, trouble-free service. . 


AND you’re safe against smear! 


If wiper blades are allowed to run dry over 
wheel spray or road splash, it creates a danger- 
ous smear across the vision area. With the 
C-O System this can’t happen because the 
self-starting wipers are controlled by water 
pressure. If refilling is forgotten and the | 
washer tank is empty, the washer pump can’t . 
turn on the wipers. With C-O co-ordination 

you are safeguarded—because the C-O water 








a —? 3 
ee 





Water stops automatically after back-and-forth 
wet scrubbing. Then when the glass is dry, automatic 
timing again takes over to stop the wiper action and park 
the blades out of the line of vision. This protects the sharp 
wiping edge of the rubber against too much dry rubbing. 


Constant automatically controlled pressure 
forces water from the tank to fully wet the area to be 
cleaned. This means that the water can’t be dribbled, or 
bounced off the glass, but flows exactly where you need it 
to remove all traces of dust, wheel spray and road splash. 


-system that thinks for you... 
i with SELF-STARTING WIPERS 


ro] 


» new C-O completes the washing-wiping cycle automatically! 


must come before the wiping can begin. This 
sequential safety operation—water before 
wipers—gives added protection and goes 
beyond the new-car Michigan State Law 
(effective January 1, 1956) requiring wind- 
shield washers. 

The automatic C-O Washer is designed for 
installation especially on 1956 model cars 
(in all price ranges) coming factory-equipped 
with 1956 wiper motors that have “self- 
starting” action. 

In making the C-O Washer available, three 
out of the first four car makers have co-ordi- 
nated the C-O Washer with the Cam-O-Matic® 
to give wide panoramic vision and “‘high-fre- 












The C-O control is self-cocking. It does all 





simple coupler synchronizes the “self-starting 


quency rain lift””—the second range with 280 
Wipes a minute—for heavy downpours and 
faster thruway and express highway travel. 


You'll find the C-O Washer and Dual-Range 
Cam-O-Matic wiper system on cars that come 
factory-equipped with booster pumps, including 
the rotary type. When you tramp on the engine 
throttle you put more horsepower directly into 
your wiper. Its pace is continuous but never mo- 
notonous. It “breaks step” —to afford eye relief 
and avoid tiring at the wheel. 

CTRICO PRODUCTS CORPORATION, BUFFALO,N.Y. 





wipers” with the washer . . . it works on the princi- 
ple of your engine-powered brakes—is just as de- 
pendable, but you don’t have to start it or hold it 
with your foot. Needs no manual effort. 





the work and “thinks” for you. Its automatically 
timed cycling of washing-wiping is accomplished 
by cored-in fluid passages through which the 
‘‘muscle message” of your finger is flashed. 


Automatic 


WINDSHIELD EQUIPMENT 
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SOME DEALERS HAVE 100% ABSORPTION FIGURES! 


(National Average is 65%) 


to increase service absorption ind fill hop with - 
° climinate. non-productive wt yt ‘ime. ; re " cad’ Iocan 


$70.00 up per month, we can install a complete service 

it do this—or it costs you nothing. We will analyze your problems 

correct them . . . train the entire service personnel . . . free your 
service oy of details, so that he can . «. « free service salesmen of doing 
ee can have & hours a day to sell. eliminate duplicate handling 
+» « + and get away Ten single-item repair orders. 
monthly service volume is $7,000 er more, : you do not have a service desk 
control, write us and hear our story . we promise some new siants—without 


obligation, of course 


‘oduction 
and 


Flash-A-Call Service hinted AN-100, ‘Chicano 5. "ttetls 





Household 


Viadazine 


UP. 


CIRCULATION 


NEW ADVERTISERS 


ADVERTISING DOLLARS 


product belongs in 2'42 million 


aavertising be saleh-ma le 


a 


Household Magazine 


wa Atay: 
FOUNDRY 


FEIC FC 


CHATTANOOGA 2, TENNESSEE 
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Auto Dealer Changes 


John Shear, 27, has bought the 
H. O. Kring Motors (DeSoto-Plym- 
outh), Warsaw, Ind. and has 
changed the name to Shear Motor 
Sales, Inc. Mrs. Helen Kring, widow 
of the late Howard O. Kring, has 
operated the business since his 
death. 


Peterson Repurchases Deal 


Donald Peterson has repurchased 
the DeSoto-Plymouth dealership at 
Willmar, Minn., from Westra Mo- 
tors. 

*- + + 


Rosenbaum Adds GMC 


Frank Rosenbaum & Sons 
(DeSoto-Plymouth), Colfax, Ia., has 
been awarded a franchise for GMC 
trucks. 

+ 


Heupel Adds Oldsmobile 


Heupel Chevrolet, Elgin, N. D., 
has acquired an Oldsmobile fran- 
chise and will handle both makes 


of cars. 
s 


Four New Bealers 


Signed by Nash 


Nash announces that it has 
signed four new dealers. They are: 

Frank V. Surroz, at Grants Pass, 
Ore., for six years a Ford dealer 
in Farmington, Ill. The firm is 
called Surroz Nash. C. O. Wheelock 
is sales manager, O. E. Otto is 
service Manager. 

Henry A. Hieb, president of Nash 
West Seattle, formerly sales man- 
ager of a Nash dealership. Wesley 
Forester is vice-president and 
Homer McKinley is secretary-treas- 
urer. 

Oscar Franks and Clifford A. 
Tatra have opened Flambeau Nash 
in Ladysmith, Wis. The partners 
formerly operated a Ford and a 
Hudson dealership. Allen H. Jacob- 
son, a Dodge-Plymouth dealer for 
10 years and a Chevrolet dealer for 
two years, has opened Lake St. 
Nash, Inc., Minneapolis. Charlotte 
G. Jacobson is vice-president; Veva 
M. Leonard, secretary; C. A. John- 
son, new-car sales Manager, and 
Tom Farmer, used-car sales man- 
ager. 

as ok + 


Evans Takes Volkswagen 


Evans Motors has been named 
the first authorized dealer in the 
Fort Wayne, Ind., area for Volks- 
wagen. 

- * * 


Groths Sell to Halvorson 


Hans A. Halvorson has purchased 
the Ford dealership at Mayville, 
N. D., from Thorman and Bernold 
Groth. Halvorson formerly was 
vice-president of Schum Pontiac 
Co., Fargo, N. D. 


* * * 


Packard Names Gordy 


Gordy Motor Co. has been ap- 
pointed a Packard dealer in Beau- 
mont, Tex. 

* * 
Fleming Opens Buick 
Sam Fleming Buick Co. has 
been opened in Fort Worth. 


+ * * 


Porche Replaces Beydler 
Porche Packard Co. has replaced 
Roy Beydler Packard Co. in New 
Orleans. Schuyler Porche, formerly 
of Thibodeaux, La., heads the new 
dealership. 
cd + 


+ 

Dillon Opens New Home 

Ted Dillon, head of Coventry 
Motors, has opened new head- 
quarters for his Jaguar dealer- 
ship in Beverly Hills, Calif. Clar- 
ence L. Staw is the firm’s general 
manager. 


* * * 


Walbergh Opens Deal 
Richard Walbergh has opened 
Torrance Motors, Ine. (Lincoln- 
Mercury), in Torrance, Calif. 
a > J 


Kauffmans Buy Stock 


Clayton D. Kauffman, president 
of Kauffman Buick Co., Spokane, 
and Thonias M. Kauffman have 
purchased all company stock held 


by the L. M. Kauffman estate, and 
Mrs. Marguerite Kauffman. Thomas 
Kauffman has been named general 
manager of the firm. 

+ * * 


Beeman Buys Nash Deal 


Beeman Motors is a new Nash 
dealership in Amarillo, Tex. 
Owner is John Beeman, who 
bought the dealership from John 
Davidson. 

* * . 


Higginbotham Buick Sold 


Louis Higginbotham has sold 
Higginbotham Buick Co., Houston, 
to Eugene A. Mohr, Dallas. D. D. 
Ross has been named general man- 
ager of the new firm. 

* * * 


Daniels Buys Willis 


D. L. Daniels, president of Dick 
Daniels Buick, Inc., Canton, O., has 
purchased Willis Buick Co., Silver 
Springs, Md. 

+ + +. 
Hudiburg Opens 

Hudiburg Buick Co. has opened 

in Houston. 
+ * * 


Myers Ford to Open 
Richard L. and T. B. Myers have 
purchased Russ Bridenthal Super 
Service, Hartville, O., and renamed 
it Myers Ford Sales. 


Schafer Takes Pontiac 


E. Maine Shafer has purchased 
Ed Schum Pontiac Co., Fargo, 
N. D. Shafer formerly was vice- 
president and sales manager of 
Overvold Motors, Inc., Fargo, 
Under the new ownership, the 
dealership will be known as Sha- 
fer Motors, Inc. 

* * 


* 


3 DeSoto Deals Named 


DeSoto has appointed three new 
dealers. The dealerships are: Donald 
Peterson Motors, Grove City, Minn., 
Alderman’s of Endicott, Inc., Endi- 
cott, N. Y., and Norman Motor 
Sales, Inc., Clarksburg, W. Va. 

* 


Frykman Adds Mercury 
Frykman Motor Co. (Ford) at 
Bottineau, N. D., has acquired a 
franchise for Mercury. The firm 
will handle both lines. 
* * = 


Shelton Buys Wigton-Bailey 
Shelton Motors, Inc., has pur- 
chased Wigton & Bailey (Chevro- 
let-Oldsmobile), Crooksville, O. 
* * * 


Westby Sells Business 
Harold Westby Motor Co., Austin, 
Minn., has been sold to Carter 
Christianson and Al Schurman, 
both of Austin. Chgistianson pur- 


chased the auto sales departmert 
and will operate it under the nare 
of Carter’s Used Cars. Schurmea. 
purchased the shop equipment ani 
accessories and will specialize i. 
front-end alignment and frame 
straightening. 

* . 


Overvold Expands 


Overvold Motors, Inc., Fargo, 
N. D., has purchased Welton’s 
Service, Fargo, and has leased 
property in Moorhead, Minn., for a 
new Cadillac-Oldsmobile dealership. 
Cost of the project is estimated at 
$50,000 to $60,000. Walton’s Service 
in Fargo adjoins the Overvoid 
used-car lot and will be operated 
in conjunction with it. 


Dealer Changes 
In Va. Reported 


The Automotive Trade Assn. of 
Virginia has reported the follow- 
ng dealer changes: 

D & T Motors, Inc., a former 
used-car dealer, has been given a 
Chevrolet franchise in Halifax; 
Haskins Pontiac Co., Lynchburg, 
has become a used-car dealer; 
Cowling Motor Co. (used cars), has 
been granted a Chevrolet franchise 
in Stony Creek, and Hammersley 
Pontiac Co. has switched from used 
cars to Pontiac in Lynchburg. 

New dealers reported were Mann 
Pontiac, Inc., Petersburg, and Park 
Motor Co. (Chevrolet), Clarksville, 
Boisseau Motor Co. (Willys-Inter- 
national), Hopewell, has gone out 
of business. 

* a = 


Willis Sells Ford 


John Oliver and Forest Bowlin 
are owners of Oliver Ford Sales, 
Inc., which replaces Steve Willis 
Motors in Plymouth, Ind. Oliver is 
general manager and secretary. He 
was a partner in Allen County 
Motors, Fort Wayne. Bowlin will 
serve as president. Willis has no 
definite plans for the future. 

* a = 


Bates Sells Pontiac 
Marvin Barkis and Ray Boyd 
have purchased the Paola (Kans.), 
Pontiac dealership from J. R. Bates. 
The new firm is known as Barkis- 
Boyd Pontiac. It also handles GMC 
trucks. eo 


Ramsay Declared Bankrupt 
Ramsay Automobile, Inc., Cap- 
Sante, Quebec, has been declared 
bankrupt. 
2 = e 


Johnson Oldsmobile 


Harvie Waite, Oldsmobile zone 
manager, has announced appoint- 
ment of Jack Johnson as an Olds- 
mobile dealer in Los Angeles. The 
dealership is to be called Jack 
Johnson Oldsmobile. . 

- a 


Sicker Takes L-M 


Sicker Motor & Implement Co. 
has taken over the Lincoln-Mercury 
dealership in Coshocton, O. The 
Packard dealership will be dropped. 





Gabriel's Advisory Council— 


The sales staff and distributor's advisory council of Gabriel Co., Cleveland, mee! 


with representatives of Keeling & Co., 


Indianapolis, who have been named Gabriel’: 


new advertising agency. From left are Harold Forshay, New York City distributor 
Irvin Cook, Imco Mfg. & Sales Co., Baltimore distributor; Robert A. MacGill, Keeling & 
Co.; Gloria Compo, Gabriel advertising manager; L. W. Klein, sales vice-president 


Harold Colvin, A & B Spring Co., Oklahoma City distributor; Glen Stayer, after-markei 
sales: manager; Al Walter, Chicago distributor, and Victor G. Varmo, Keeling repre- 


sentative. 
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than any other newspaper 


The motor-minded people of Greater 
Philadelphia spend $896,000,000 a 
year on automobiles and accessories. 
Their favorite newspaper is The 
Evening* and Sunday Bulletin. 


Unusual reader attention is being paid > 
now to the sparkling new make-up of 
The Sunday Bulletin. Published on new 
presses, in new type, in the world’s most 
modern newspaper plant, The Sunday 


Bulletin features 10 separate sections, 
R.O.P. editorial and advertising color. 


The Bulletin packs selling power 
throughout a market noted for its buy- 
ing power. Philadelphians like The 
Bulletin; they buy it, read it, trust it 
and respond to the advertising in it. 


The Bulletin is Philadelphia. 


*Largest evening newspaper in America 


Philadelphia nearly everybody 


reads The Bulletin 


Advertising Offices: Philadelphia, 30th and Market Streets 
New York, 285 Madison Ave. * Chicago, 520 N. Michigan Ave. 


Representatives: Sawyer Ferguson Walker Company in Detroit 
Atianta © Los Angeles * San Francisco 
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George Glaser Reports underfloor on stop-and-go buses, 


Trucks at Frankfort Show 


units. 

Most buses come with ZF-Gem- 
mer Hydro-Steering, transmissions 
are either fully synehronized or 

FRANKFORT, Germany. —/|to assist the leaf springs at higher|many, a large producer of heavy ae cae > a one wate, w 
a buses and a 7S loads. units, presented for the first time|the majority of the bus builders. 
canal oa on we ‘ a — — sabaeien, the —_ an a. truck — un-| Separate chassis frames are dying 

Fe ront end, including power plant,|derfloor engine. Perhaps military | out. 

Among the most interesting|can easily be removed from the! considerations influenced that unit.| Suppliers offered many new ideas. 
were those displayed by Ford of| vehicle. (For export, the six-cylin-| i 455 of Essen, which specializes |For example, AGE, of Frankfort, 
Cologne. In a determined bid for a| der “220” power plant is under con-| , large two-cycle diesel engines, the German Lockheed brake pro- 
larger market share, Ford went to| sideration.) & ae - ducer, displayed a_ revolutionary 
Prof List, of Graz, Austria, showed a new truck chassis and beaee st hte hae b 

oe - an i onal dethina have Henschel, of Kassel, Germany,|an especially remarkable new bus r od “this om Ww! ‘ a ee alien 
whose diese: ae gn showed among other items a truck! design: The steel-skeleton unitized | ® a a a 
won him world fame. with the cab high up in center. It} pus body. Krupp developed this bus racing cars. A small hydraulic 

The new Ford two-cycle, valve- | was developed for a firm carrying| together with the Nordwestdentsche | PUMP is driven by the car’s engine 
less diesel engine comes in V-4 |!ong beams of iron. The cab is de-| Fahrzengbaw, of Wilhelmshafen. |°T by & constant revolution electro- 
and V-6 types. It was said that |Signed to reduce danger for the| Krupp further offers to bus build- | ™0tr. In front of the master brake 

driver. It hag “look-down” windows cylinder is the servo-cylinder which 
they are scheduled for produc- ers a special chassis with forward 
U 85 h. a | below the windshield. control. is connected with the hydraulic 
tion in the U. 8. About Dp an Hensch owe new for- pump. The driver actually moves 
el also showed a or-| Finally, Krupp continues the 

125 h.p. are the output figures. | ....4-cab tractor. y, PP es only valves, as on power-steering. 

A Rootes blower nestles in the In bus H hel t compressor - brake, by which the 
. lind - design, Henschel went | camshaft timing is changed in or- 

center of the V; the cylinder | to a unitized, “frameless” body. | der to utilize the motor as a com- 
block and crankcase are one | The shell consists of prefabri- pressor-type brake 
piece, of aluminum alloy. Wet | cated structural pieces of a cop- : 

linder liners are i. per - free aluminum - alloy. The Hanomag, of Hannover, has 

Three new truck types—the 2%, 


ATE also has a quick coupling for 
hydraulic brake systems for trail- 
enlarged its truck range to three 
engine is located under floor, | (oS and the Tomtoe top ot Mame 
3% and 4%-ton—are equipped with 
the new engines which enable bet- 


ers. 
idshi 
—, delivery vehicles with front-wheel 
ter pick-up and higher top speed. 


Bosch introduced a simple de- 
vice which is connected to the 
Henschel uses a new combined 
coil and rubber spring system. drive has been equipped with 
Man of Nuernberg,; known as the 
creator of the whispering diesels, 


air pressure line on trucks or 

buses. If the pressure sinks too 
far, a metal stick moves up in 

* * 

Continental Rubber of Germany| ™¢Wly styled, larger cabs. 

prepared the air springing. Hen-| The trend in the German bus 

schel’s buses run on low-pressure | business seems to be toward inde- 

went a step further and presented | tires with extra large singles in| pendent front-wheel suspension, al- 

= ee ee ain Pa “a the rear. ready used by Orion and Krauss- 

of whic e ere no ‘| B -| Maffe. Engines are m and more |: 

is tein pened anything. Ia & uessing, of Braunschweig, Ger gines ore and 

demonstration they had it operat- 

ing on its own lubrication oi] from 


the crankcase! 

Man also displayed a new “plat- 
form-type chassis frame” in the 
new rear-engined, medium-size bus 
chassis with forward control. 

Daimler-Benz Corp. (Mercedes) 
came out with two completely 
new units in a smaller class than 

before. The 0-819 bus seats 18 

persons and is equipped with the 

four-cylinder 48 h.p. diesel en- 
gine. 

The two-ton delivery truck also 

the new styling trend by 
that firm. The truck, with forward 
control and sliding front doors, also 
has additional coil springs in rear 






































Auto Personnel 





Addition of five executives to the|of personnel and Walter E. Spieth, 
staff of DeSoto’s Minneapolis re- | Hillsdale, is the new factory man- 
gion office hag been announced by | ager. 
E. J. Roberts, regional sales man- Everhardus, who succeeds the}: 
ager. late Gerald Byrne, formerly was |: 
New managers include E. D.| assistant industrial relations direc- | : 
Seney, business; W. W. Drescher, | tor for Nash-Kelvinator Corp., and 
merchandise; Lowell Vogel, used-| director of employes’ services at 
car; E. A. Dettman, service, and| American Motors Inc. Spieth for- 
Robert A. Kolb jr., new-car. New| mterly was general superintendent 
district managers named are Don/|of Clark Equipment Co. 
A. Duell, Duluth; E, L. Buchanan, 7s 28 
Mankato, Minn.; Dean Carpenter, Twite Joins Perlman 
+a ag 8. D., and R. A. Mann,| Norton 8, Twite has joined David 
Re ae ee a M. Perlman aa Co., manufactur- 
er’s representative for Merit, To- | sammy 
U. S. Rubber Ups Murphree ledo, it has been announced. Twite 
Henry B. Murphree has been | wilj cover Minnesota, South Dakota, : 
a v a, "dees and part of Wisconsin to direct 
n New York for the U. S. tires 
Ditn tin thn bite ol Ot ee ee 


Murphree started with U. S. Rub- Toohey Named by Ford 
























Auto Racing Given 
Prime Credit for 
Safety Door Locks 


PHILADELPHIA.—Experience in 


auto racing has led directly to/| ber in 1945. 

improvements in safety equipment 2 8 James L. nae jr. has been ap- 
of passenger cars, Chairman Don Brown-Line Names ae ° a ae a ~*~ hw 
O'Reilly told the Auto Racing Safety | Folzz and Newton ee ert me ke, 


Council at its annual fall meeting. 

O'Reilly, of Daytona Beach, Fia., 
cited specifically the safety door 
latches installed on 1956 cars. He 
pointed out that two years ago, the 
council recommended special bolts 
be used on the doors of racing 
stock cars. 

Alvin C. Smith, inspector and 
engineering consultant at the 500- 
mile stock-car race at Darlington, 
S.C., told the council that safety 
equipment on the cars “in all cases 
fulfilled its intended function.” 

Smith, of Cornell University’s 
Aeronautical Laboratory, made sug- 
gestions for improving seat belt 
installations and warned against 
allowing the belts to become dirty 
or oil-soaked. Deterioration under 
such conditions is rapid, he said. 


Gordon D. Brown, president of | Ford since 1947, first as a purchas- 
Brown-Line Corp., Beverly Hills,|ing analyst and senior buyer of 
Calif., and New York City, has an-| raw materials and later purchasing 
nounced appointments of Jesse M.| agent for the company. 

Foltz jr. as director of sales promo- 2.3 oe 
a and public — and Don Paulbach in New Job 
ewton as works manager. 

Foltz formerly was assistant > > x 2 has been ys 
sales promotion manager of Nash. ait Sdn oman as teten ut tee 
Newton has been works manager |* of the western division of Re- 
of Kwikset Locks, Inc., automotive sistoflex Corp., Belleville, N. J. For- 
hantware Stent : , merly with Aeroquip Corp., Paul- 

7a Ee” « %& bach will make his headquarters 


Burbank, Calif. 
Everhardus and Spieth ers 
Appointed by Reo Pittsburgh Plate Glass 

John oe president of Reo| Names Green in Detroit 
Motors c. has announced two 
new appointments at Reo’s plant ne 2S = — 
in Lansing. Herman Everhardus, burgh Plate Glass Co.’s Ditzler 
Detroit, has been named director color division in Detroit has been 
announced. 

Green formerly was assistant 
general manager for the Detroit 
division which produces finishes 
for the automotive industry. He 
has been associated with Pitts- 
burgh Plate since 1933. 

+ 
AMC Ups Silcock 
To Export Position 

Kenneth M. Silcock has been ap- 
pointed assistant to the manager} % 
of the automotive export division | =] 
of American Motors Corp. 

Prior to his promotion, he was a| 
special assignment engineer for 
American Motors in Kenosha, Wis. 
Silcock joined Nash in 1940 after 
five years with Chrysler Corp. 

® * 


Mercury Shifts Huber 


William H. Huber has been ap- 


pointed assistant district sales man- 
At Frankfort Auto Show— ager of the Oakland (Calif.) Mer- 


This two-door Skode 440 export model, manufactured in Czechoslovakia, was un-|cury division. He formerly was in 

















Engine Tucked Away— 


' 


Frankfort Spotlight on Trucks 


German Bus Utilizes Unit Body— 


Henschel bus body shown at Frankfort is portrayed in this exploded sketch. No 
frame is used and the body consists of five prefabricated structural pieces of a copper- 
free aluminum alloy. The engine is under the floor, amidships. 


Riding High, Narrow and Handsome— 


Among striking truck designs shown at automotive exposition at Frankfort, Germany, 
was this specialized vehicle built by Henschel, of Kassel. The truck has an under-floor 
diesel engine and a sky-high cab for driver protection in transporting iron beams. 
Note the “look-down" windows below the windshield. 


front of the driver inside th: 
windshield. 

A few of the 100 néw items o’- 
fered by Bosch were a transform«r 
for trucks and buses for the utiliz: - 
tion of neon-tubes, a generator 
with water pump combined, a 
erankshaft -mounted generator, a 
low-current pendulum starter for 
two-cycle engines and batteries for 
U. S.-made cars. 

Two firms again tried to offer 
glare protection. Dowidat showed 
a honey-comb type affair in front 
of the headlights. Another firm 
believes that a mild green light 
flooded over the windshield area 
would offer protection. 

SWF, a firm near Stuttgart, dem- 
onstrated an automatic darkness 
switch which turns on the parking 
lights at a certain stage of dark- 


ness. 

Military-wise, three Jeep-type ve- 
hicles were present: A DKW, a 
Goliath and a Porsche—the latter 
said to be the possible winner for 
the German Army. These vehicles 
are presently called “hunting cars.” 
Among the larger all-wheel-drive 
jobs, nearly every firm offered a 
type with an eye on orders from 
Bonn. 










































Buessing, large German producer of heavy trucks, claimed a “first” with this design 


veiled at the 37th International Automobile Exhibition of Germany. It has a four-|charge of sales promotion in the| at the Frankfort auto show. Here, according to Buessing, are combined for the first 
cylinder, water-cooled engine with about a 43 horsepower rating and a displacement |Log Angeles Lincoln-Mercury dis-| time an under-floor engine and all-wheel drive. It is believed that design was i- 


of 1,100 cubic centimeters. ‘ trict office. fivenced by military considerations. 
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EVERYBODY WHO HAS — 
SOMETHING TO SELL 
 WILLWANTASTAKEIN 
CBS RADIO'S SEGMENTED 
PROGRAM PLAN...THE 
_ MOST DYNAMIC, FAR- 
REACHING, PROFITABLE 
SELLING FORCE EVER 
OFFERED TO NATIONAL — 
"ADVERTISERS. ELEVEN 

























BIG—REALLY BIGTIME- 
SHOWS ARE LINED UP ON 
A BASIS THAT COMBINES | 
LARGEST AUDIENCES AT 
LOWEST COST, GREATEST | 
MERCHANDISING VALUES, 
MIX’EM OR MATCH EM | 


FLEXIBILITY. FOR THE 
FIRST TIME, THIS PLAN 
MAKES POSSIBLE TESTED | 
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SHOWS AND TOP STARS IN 


FIVE-MINUTE SEGMENTS 


TO BE COMBINED BY YOU 





es = 


10 FIT YOURNEEDS. y 


. Bing Crosby Show 

. Kathy Godfrey Show 

. Juke Box Jury (Peter Potter) 
. Bergen-McCarthy Show 
Amos ’n’ Andy Music Hall 

. The Mitch Miller Show 
Tennessee Ernie Show 

Galen Drake Show 

On A Sunday Afternoon (Del Sharbutt) 
. Jack Carson Show 

- Young Ideas (Fred Robbins) 


MSS ONAN & WH 


~~ 


Turn to next page for examples... 








---If you want big-name, low-cost advertis- 
ing the year round, here’s one possibility. A 
five-minute segment weekly on the GALEN 
DRAKE SHOW, KATHY GODFREY SHOW and EDGAR 
BERGEN-CHARLIE MCCARTHY SHOW: 


*Est. from NRI full net AA, Jan.-Apr. 1955; Auto-Plus to SIU, Feb.-Apr.; Audience composition, Feb. **For 52 weeks. 


THREE OF A BIG RANGE 
OF SALES-POWERED, LOW- 


...Foranimpressive and merchandisable star 
line-up, with daytime, nighttime, Sunday 
through Saturday spread: BING CROSBY, AMOS 
’N’ ANDY, PETER POTTER’s all-star JUKE BOX 
JURY, BERGEN-MCCARTHY and GALEN DRAKE. 


ee 





.-.And for concentrated, saturation selling, 
here’s a powerhouse plan. Twenty-five seg- 
ments a week for two weeks on BERGEN- 
MCCARTHY, ON A SUNDAY AFTERNOON, THE 
MITCH MILLER SHOW, GALEN DRAKE, KATHY 
GODFREY, JUKE BOX JURY, TENNESSEE ERNIE, 
BING CROSBY, JACK CARSON and AMOS’N’ ANDY! 





COST COMBINATIONS 


Those are just three examples. Whether your budget is large or small...whatever your sales problem, 
there’s a combination of stars and shows tagged to sell for you in the Segmented Program Plan...on 


THE GBS RADIO NETWORK 
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Kow They're Pushing Sales .. . 


Dealer Ad Ideas 


Year’s Free Driving 
eed buy your new car from us 
and you have no expenses for 
one year,” is the new plan of Ho- 
bart Motor Sales, Hobart, Ind. 
The customer buys a new Nash 
at factory suggested prices and 
receives the following free from 
Hobart: Gasoline for one year (or 
(12,000 miles), oil for one year (or 
12,000 miles), grease jobs for one 
year (or 12,000 miles), labor for one 
year (or 12,000 miles), parts for one 
year (or 12,000 miles), and main- 
tenance for- one year (or 12,000 
miles). This is not a limited offer, 
Hobart said, it is an established 
~. * * 


Used Cars Must Go 


mee not forced to do any- 
thing!” announced Mason 
Motors, Inc. (Ford) Kokomo, Ind., 
in promoting a special clearance 
sale of used cars, “but we sold 21 
1956 Ford cars and six 1956 Ford 
trucks in five days, so we have 
used cars at special prices.” 

The ad continued, “You don’t 
have to take a trip around the 
world in a mink coat with a re- 
frigerator under your arm to save 
money at Mason’s. No... . we're 
not forced to liquidate, abdicate 
nor vacate ... because we always 
give you the dollar-stretching deal.” 

* ® ~ 


Thunderbirds Race 
ARFIELD’S Ford Corner, Man- 
chester, N. H., joined with E. M. 

Chase Co. in staging a Norge appli- 

ance promotion that attracted 

widespread attention. 

One of the features of the event 
was a parade of Fords from Gar- 
field’s up Elm St. A handicap race 
was staged between the Ford 
Thunderbird and the Thunderbird 
Junior at the Motor Drome in Lon- 
donderry. 

A Thunderbird Junior was of- 
fered as a prize for youngsters, 
other prizes included $100 certifi- 
cates toward the purchase of new 
Fords at Garfield’s. 

* x 


* 


Before You Buy a Car... 


N ADVERTISEMENT spon- 

sored by the Chevrolet Dealers 
Assn. of Boston carried a special 
message from Kenneth B. Back- 
man, manager, Boston Better Busi- 
ness Bureau, entitled, “Before You 
Buy a Car.” 

“Now there are clearly defined 
standards for advertising and 
selling of all new and used cars,” 
Backman’s message started. He 
reminded buyers that there are 
many “things to look for and to 
look out for’ when buying an 
auto. 

The BBB manager said that the 
Boston Auto Trade Committee and 
the BBB had set up a standard of 
business and advertising ethics. 

Buyers were told to look for the 
seal displayed by all dealers sub- 
scribing to these standards. The 
ad listed the members of the Chev- 
rolet association subscribing to the 


code. 
a * * 


Home, Sweet Home 


us modernization of Floyd 
Githens, Inc. (Ford), Cottage 
Grove, Ore., was the occasion for 
the dealership to remind the com- 
munity just what it meant. 

A full-page ad bore “before and 
after” pictures of the plant. Under- 
neath wag carried the following 
Message: 

“We purchased the Ford dealer- 
ship in Cottage Grove 12 years ago 
and began ... with a personnel of 
two people with an annual payroll 
of $10,000. Today we employ 35... 
at a payroll cost of more than 
$200,000. We are now the largest 
payroll in Cottage Grove ... more 
than 56 percent of our business 
dollars come from outside the. . . 
trade area. We are proud that we 
can bring this added revenue to 
Cottage Grove and release same in 
form of payroll.” 

* * * 


Used Cars for 99c 


JSED cars for 99 cents were 
among bargains offered when 
merchants of Willoughby, O., staged 
their annual “Red Carpet Days.” 
Customers at all stores partici- 


pating received coupons. At the 
end of the promotion, four tickets 
were drawn and the persons named 
were given the opportunity to buy 
the '48-model cars. 

All cars had the backing of the 
dealers who sold them at the bar- 
gain price. 

“ * * 
Write with Wrigh 
SING an illustration of a slate 
with the advertisement over- 
printed upon it, Wright Pontiac, 
Pittsburgh, has utilized the “back 
to school” idea to carry out a sec- 
ond-car promotion. 

Wright offers a second car free 
for “back-to-school” transportation 
for the kiddies this way: “After its 
(tradein) cash value has been de- 
ducted from the price of the new 
Pontiac of your choice, Wright will 


give you back your old car free— 
any ’41 to 51 model.” 


* * * 
Right in Style 
LEDSOE Buick, Warsaw, Ind., 
was a co-sponsor with a local 
shoe store, of the radio fashion 
broadcast of fall and winter styles, 


held at a local restaurant follow- 
ing the 1:30 p.m. luncheon hour. 
* * * 


Local Dealing Urged 
EAL with local dealers, urged 
six Brigham City (Utah) deal- 
ers in a full-page cooperative ad- 
vertisement. They told the readers 
that dealing locally insures prompt 
and friendly service. 

A major problem of dealers in 
small communities, they say, is 
keeping business in their own 
towns. 


Ozborn-Sorrier Opens 


Ozborn-Sorrier Ford, Inc. is the 
name of a new firm in Statesboro, 


AC Double Talk— 


The phrase, ‘Don't forget your change,’ 


is spearheading the current oil filter cam- 


Ga. Owners are C, E. Ozborn jr.,| paign launched by AC Spark Plug. Hedy Dach, left, and Connie Gibson point out the 
Mrs. Dorothy Ozborn, and Brooks | double meaning of this counter cut-off card featuring a cash register with “Sludgie,” 


B. Sorrier jr. 


the aristocrat 


of body mount 


mirrors 


ete deal alta 


Precision bearing movement «+ 


Double shell construction 


Permanent vise grip body mounting 


the AC oil filter mascot. 
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NUTT STAN 


ANY 


oe ee woe 


WITH ONE 


MOVEMENT! 


* Eliminates loose heads 


Roller bearing action 


* Unequalied chrome plating 
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Clear Glass 


No. 1550 Non-Glare 


CHICAGO 16 ILLINOIS 
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2 Hardtops Added for °56 
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Plymouth Has New V-8 Engine 


What's New: 


Four-door Belvedere hardtop 
« . « two-door Savoy hardtop... 
90-90 turbo-torque PowerFlite... 
200-horsepower engine .. . tail 
fins ... separate station wagon 
line . . . 12-volt electrical system 
TRE eng dt sgl ge me al 
designed grille and side trim... 

button automatic transmis- 
sion .. . Hi-Fi record player. 

* * + 

wu two new models, rede- 

signed grille and body trim and 
top horsepower of 200, Plymouth 
is ready for the 1956 sales race. The 
models are now on display at dealer 
showrooms. 

Plymouth’s goal is 11% percent 
of the market. Its penetration 
has been 9.5 percent in 1955 and 
was 7.3 percent in 1954. 

The Plymouth buyer can choose 
from five engines including the new 
HyFire V-8, which has a 277-cubic- 
inch displacement and develops 187 
horsepower — 200 with power kit. 
The 200-horsepower engine is avail- 
able in all four series—Belvedere, 
Savoy, Plaza and Suburban — and 
the 187 model on the Belvedere and 
Suburban. | apo 


A 180-horsepower V-8 with 270- 
cubic-inch displacement is 
available on Savoy and Plaza mod- 


Used-Car Notes 


OKLAHOMA CITY. — State tax 
and safety department officers have 
opened-a drive to compel used-car 
dealers to buy current tags. As a 
start, 15 charges were filed against 
Lloyd Leveridge, an Oklahoma City 
used-car dealer. 

Tom Hamill, assistant county 
attorney, signed the complaints and 
said that Leveridge is accused of 
having 15 vehicles in his possession 
which failed to bear the 1955 tags. 
It was said that most of the cars 
cited were brought here from 
Texas. If convicted, Hamill said 
that Leveridge would be subject to 
$10 to $100 fines on each complaint. 

. * +. 


Cleveland Signs 14 


CLEVELAND.—Irv Rubin, presi- 
dent of the Cleveland Used Car 
Dealers Assn., has announced that 
14 new members have joined the 


group. 


Conard Elected President 


By West Virginia Group 
HUNTINGTON, W. Va.—George 
H. Conard, president of Buck Con- 
ard Motors, Inc., has been elected 
president of the West Virginia 
Independent Auto Dealers Assn. 
es ¢* *« 


Middletown Organizes 
MIDDLETOWN, O.— The Inde- 
pendent Automobile Dealers Assn. 
of Middletown has been organized 
with James Guyler, J&F Auto Sales, 
as president. | sae 


Independent Texas Dealers 


To Convene Nov. 6-7 


HOUSTON. — The lith annual 
convention of the Texas Independ- 
ent Automobile Dealers Assn. will 
be held here Nov. 6-7 at the Hotel 
Shamrock. 

Increased business in 1956, new 
selling slants and greater profits 
will be topics of business sessions. 


Berea Auto Auction 


To Open Oct. 25 

BEREA, O. — Berea Auto Auc- 
tion, Inc., will open Oct. 25. The 
site is on Route 237, a mile south 
of the Cleveland Airport. 

Jim Vance will be auctioneer. 
Len Rademaker, manager, said 
checks and titles would be guaran- 
teed by Fidelity Insurance Co. 

* 


Nagy Joins Coon Auction 


DETROIT. — Auctioneer W. E. 
Nagy hag joined Wes Coon Auto 
Auction in Detroit. A veteran in 
Michigan auto auction circles, Nagy 
joins Coon after 10 years as auc- 
ae at the Owosso (Mich.) auc- 


els. All V-8s feature the polysphere 
combustion chamber design. 

Six-cylinder engines also are of- 
fered on all models. One is 131 
horsepower with power kit and the 
other 125. The V-8s have a com- 
pression ratio of 8 to 1 and the 
sixes of 7.6 to 1. 

Plymouth’s top horsepower last 
year was 177 on the eights and 
117 on the sixes. 

Fifteen models are offered with 
the four-door Belvedere hardtop 
and the two-door Savoy hardtop 
making their debuts. The Suburban 
series of station wagons joins the 
Belvedere, Savoy and Plaza. 

* * * 

HE rear fenders end in “air- 

foil” tail fins, the grille has been 

redesigned and a new hood orna- 


ment has been added. Side trim on 
all models has been restyled and 
Chrysler Corp.’s “Forward Look” 
emblems appear on the rear fend- 
ers of the Belvedere. 

On the instrument panel, the 
ammeter and oil-pressure gauges 
have been replaced by red flasher 
lights. A 12-volt electrical system 
is standard on all models. 

Belvedere models are available in 
12 solid colors and 18 two-tones. 
The Savoy series has nine solids 
and 12 two-tones and the Plaza 
and Suburban each offer eight sol- 
ids and 11 two-tones. 

The Power-Flite automatic trans- 
mission, an optional feature, has 
new 90-90 turbo-torque. Ninety-de- 
gree angles at the inlet and outlet 


Lawsuits Affecting Dealers . . . 


Court Decisions 


By Leo T. Parker 
Attorney at Law 

INSIDERABLE controversy 

and discussion hag arisen, par- 
ticularly among automobile dealers, 
over the correct answer to this 
legal question: “Must one who 
wins an automobile pay income 
tax to the Federal Government on 
the value of the car?” 

According to a late higher court 
decision, the answer is no. 

For example, in Collector of 
Internal Revenue v. Bates, 217 
Fed. (2d) 535, the testimony 
showed facts, as follows: 

In 1948 a Ford dealer advertised 
in the newspapers that the 1949 
Fords would be on display at his 
place of business on June 18, 1948. 

The general public was invited 
to visit his showroom, inspect the 
new cars, and register for the 
purpose of a drawing for a new 
automobile to be awarded on the 
evening of that day. 
* * * 


Woman Wins Car 


WOMAN named Bates went 

to the dealer’s showroom, in 
response to the advertisement, and 
the dealer, after asking her name 
and address, wrote the name and 
addréss on a separate card which 
she deposited in the barrel. 

Approximately 27,000 other per- 
sons visited the showroom and 
were so registered. A drawing was 
held that evening, the card bearing 
the name of Bates was drawn 
from the barrel, and she was de- 
=e the winner of the automo- 

e. 

She was not present when the 
drawing was made. Three days 
later the car was delivered to 
her, together with an invoice 
and bill of sale. 

The value of the automobile was 
charged by the dealer on his in- 
come tax return as a deduction on 
account of advertising. The value 
of the automobile was not included 
by Bates as income in her joint 
return for 1948. 

After several years of litigation 
the higher court held that Bates 
need not pay Federal income tax 
on the value of the automobile, 
and said: 

- + - 


Quis Prize Exempt 


7 THE present case, there was 

no contest involved, no labor, 
no skill, no “personal service” on 
the part of the taxpayer. The deal- 
er’s advertisement said a new Ford 
automobile would be ‘given away’ 
ona certain date.” 

Also, see the late case of Wash- 
burn v. Commissioner, 1945, 5 T. C. 
1933. In this case one Washburn 
was awarded $900 in connection 
with the “Pot O’ Gold” radio pro- 
gram for the simple act of answer- 
ing her telephone. 

The court held that the award 
was not taxable income, accord- 
ing to Section 22 (a) and (b) (3) 
of the Internal Revenue Code, 26 
U.S.C.A, 22 (a), (b) (8). 

For further comparison, see Rob- 
ertson v. United States 72 S. Ct. 
994. The facts of this case are 
different from the above mentioned 
cases. In this case one Robertson 
submitted a symphony and won a 
$25,000 award which had been 


offered for the best symphonic 
work written by a composer. 

In submitting his composition, 
the composer agreed to give up 
certain valuable rights in the 
work. 

* +. * 


Services-Rendered Income 


vo U. S. Supreme Court held 
that the taxpayer was offering 
the results of his professional skill 
to win prize money, that the pay- 
ment was made under a contract 
for services rendered, and, as such, 
it was taxable income. 

The Supreme Court explained 
that these facts were different 
from where a person wins a prize 
or receives a gift without render- 
ing any services, or paying out 


any money. 
a 


Ruling Given in Dispute 
On Unrecorded Lien 


An official interpretation in a 
dispute over an unrecorded lien 
has been reported by Lew Ullrich, 
managing director of the Kentucky 
Automobile Dealers Assn., as fol- 
lows: 

A dealer sold a used car to 
buyer, who financed $890 of the 
selling price through a_ bank, 
which delivered a sight draft for 
$890 to the dealer. The buyer 
then sold the car to a person who 
was unaware of the mortgage. 

The bank then billed the dealer 

for $890, claiming it was his duty 
to record the lien on the bill of 
sale. William S. Riley, of the State 
Department of Revenue’s legal 
staq, made this interpretation: 

“We do not understand where 
the bank gets its authority for 
maintaining that it is the dealer’s 
duty to record the lien on this 
automobile. 

“There is nothing in the Ken- 
tucky Statutes . . . which places 
the duty on an automobile dealer 
who sells an automobile under a 
conditional sales contract, to re- 
cord any outstanding chattel mort- 
gage liens on the vehicle. 

“The recording of such liens is 
a matter for the lien-holder to 
see to in order to protect his 
debt. It, therefore, appears to us 
that the bank should have re- 
corded the lien, and then seen to 
it that such fact was noted on 
the bill of sale in the dealer’s 
Possession. 

“As far as any obligation to the 
bank on the part of the dealer be- 
cause of the fact that there was a 
clause in the contract which states 
that the dealer was liable for list- 
ing this lien, such question would 
be a matter between the dealer and 
the bank. 

“Whether the signing of the sight 
draft with a contract sealed therein 
would constitute an incorporation 
by reference of the terms of the 
contract is something that we do 
not care to express an opinion 
upon.” 


Zuchowski Takes Nash 


His appointment as a new Nash 
dealer has been announced by 
Arthur Zuchowski, Buffalo, N. Y. 
Stanley J. Zuchowski, his brother, 
is sales manager. The firm will 
operate as Stanley Motor Sales. 


blades of the torque converter im- 
peller give faster getaway, the com- 
pany says. 
= . 
WERFLITE is controlled by 
pushbuttons mounted on the in- 
strument panel, a feature of all 
1956 Chrysler Corp. cars. 

Other optional power features 
are full-time coaxial power steer- 
ing, power brakes, seat and win- 
dows. The brake pedal on Power- 
Flite models is eight inches wide. 

New safety interlocking door 
latches are standard on all mod- 


els as are'an independent han 
brake, dual cylinder front-whee 
hydraulic brakes, safety rin 
wheels, electric windshield wip 
ers and new safety beam head 
lights. Seat belts are optional. 

The “one-third, two-thirds” spi't 
seat back again is standard on el 
two-door models. 

Chrysler Corp.’s Highway Hi-!i 
record player is available at extra 
cost on the 1956 Plymouth. Using 
special seven-inch records, it offers 
up to an hour of uninterrupted 
play from each side. 

+ * 


Plymouth's '56 Line Bows 


When Skies Are Blue— 


Plymouth's Belvedere convertible is powered by a V-8 engine and offers several 
optional power features from pushbutton automatic transmission to power windows. 
Chrysler Corp.'s “Forward Look" emblem appears on the rear fenders of all Belive- 


deres. 


Plymouth Interior— 

Ammeter and oil pressure gauges have 
been replaced by flasher lights in the 
1956 Plymouth. Pushbutton automatic 
transmission control is located near left 
corner of instrument panel. 


The Sport Suburban— 


P 


Tail Fins— 

Redesigned rear fenders of the 1956 
Plymouth end in “airfoil” tail fins. There 
are 15 models in the new line, including 
four station wagons and three hardtops. 


Plymouth has four station wagons in its Suburban line, a separate series for 1956. 
A third seat is available with the four-door Sport Suburban, making it an eight- 
passenger model. Other Suburbans are a four-door and two-door Custom and a two- 


door Deluxe. 


Plymouth's 4-Door Hardtop— 





Joining the Plymouth line for 1956 is the Belvedere four-door hardtop. Side view 
accentuates the car's low lines, tail fins and restyled body trim. 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 


_—— expression “unit styling con- 
cept for unit-body construction” 
summarizes the approach of stylists 
for the 1956 Ram- 
bler. In explain- 
ing the thinking 
underlying the 
fresh styling for 
the first all-new 
car to be pro- 
duced by the 18- 
month-old Ameri- 
can Motors Corp., 
styling director 
Edmund E. An- 
derson is likely to 
begin with the 


E, E. Anderson 
statement that the car was “styled 
as a unit.” 

The car was conceived as a uni- 


fied whole, with line and form 
blending into a harmonious theme. 
Every portion of the body was 
carefully planned to further the 
“integrated design” idea and to ful- 
fill the fundamental styling objec- 
tives established by Anderson. 

Basic goals set up at the start 
were: (1) To retain AMC’s unit- 
body construction as the founda- 
tion for appropriately individual- 
istic styling; (2) to give visual 
expression to management think- 
ing on desired style to best carry 
out long-range aims; (3) to create 
an attractive, smart-looking style 
that would set the pace for the 
new corporation. 

I’m satisfied that the important 
styling objectives have been at- 
tained. The 1956 Rambler has a 
distinct personality all its own and, 
in my opinion, accurately attuned 
to the personality of the new or- 
ganization created by blending two 
of the industry’s oldest names. 

One measure of the success the 
Rambler is likely to win may be 
seen in the reaction evoked among 
AMC personnel in all phases of 
company operations. Frankly, I’ve 
rarely seen genuine enthusiasm to 
equal that which this design has 
generated. And I’m not just talking 
about public relations and sales 
people. Engineering and factory 
production personnel quite evidently 
are well-pleased with the design.) 
and imbued with the confidcni ieel-! 
ing that the ’56 Rambler will be a 
big hit with the public. 

If they are right, then this car 
will be the one which will cause 
Anderson’s name to be bracketed 
with the industry’s better-known 
and more publicized stylists. 

A “team” man who makes no 
Personal claims to being the un- 
aided “father” of this styling job, 
Anderson nevertheless is identified 
by other AMC people as “the man 
behind the new Rambler styling.” 


* * * 


$200 Air Conditioner 


Due Within Five Years 


@PEAKERS at the American Mo- 

tors 1956-model preview were 
very optimistic about the potential 
market for automotive air condi- 
tioning. It was stated, for example, 
that in the future, the air condition- 
ing system would enjoy popularity 
Matching that of the automatic 
transmission, power steering and 
Power brakes. 


One AMC engineering executive 





Used Car Offered for $5 
To Furniture Buyers 


OKLAHOMA CITY. — Big Red 

Warehouses here have advertised 

-room furniture ensembles 

for sale at $359.95 and offered 

customers a “good used car” for 
an extra five-dollar bill. 

The ad said: “Just $5 buys that 
extra car that keeps your family 
happy. Junior’s heavy date. . . 
Mother’s shopping . . . your fish- 
ing trip .. . here’s che ideal vehi- 
cle and one goes with every 

€-room ens¢:mble.” 


TTT 








predicted that safety aspects of 
air conditioning as a factor in 
‘reducing driver fatigue would re- 
ceive increasing recognition. It 
was pointed out that by closing 
the windows and shutting out 
road noises, the driver can ef- 
fectively isolate himself from 
fatiguing outside influences. 


As an indication of the promising 
developments which may come as 
an outgrowth of steadily increasing 
production volume for the air con- 
ditioner, combined with design sim- 
plification and progress toward true 
“built-in” systems, one executive 
contributed the opinion that a com- 
bination heating and cooling system 


may be available for a price of $200 
within about five years. 
* Cd * 


Many Circuits Possible 


For Electric Locks 


ARK down the electric door- 
locking system as the power- 
assist accessory most likely to en- 
joy the next surge of public ac- 
ceptance. After a long period of 
unpublicized developmental activi- 
ties by a number of companies, the 
lid has been lifted with Packard’s 
announcement that such a device 
will be available on its 1956 models. 
The introduction of similar de- 
vices by each of the manufacturers 
may be expected at least by new- 
model time next year. Indications 
are that numerous interesting vari- 
ations of the electric lock idea are 
about ready to move from experi- 
mental to production status. 
On a recent visit to the Vokar 
Corp., several such locking sys- 
tems were described by General 
Manager Williams Cairns jr.: 
Inswe Locxingc — This is the 
simplest and least expensive system, 
and the one now in production at 
Vokar. Car door-locks are actuated 
by a button on the dash, and the 
system is designed to “lock” only. 
When the driver is ready to leave 
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Here on Mr. George Tallman’s farm in Schuylkill County, Pennsylvania, are just three 


his automobile, he pushes the but- 
ton to lock all four doors simultan- 
eously. He then leaves the car by 
either of the two front doors, and 
in so doing, he mechanically over- 
rides the locked door, unlocking it 
as he gets out. He then inserts the 
key in the lock of the door from 
which he has emerged, and locks it 
in the conventional manner. 

This basic “remote-control” lock- 
ing system accomplishes the pri- 
mary objective of reducing the in- 
convenience in locking a car. The 
operator merely pushes a button, 
instead of stretching and twisting 
around as normally required to lock 
all four doors separately. 

* ” * 

UTSIDE LOCKING ONLY — 

This system has no button on 
the dash. A cam mounted on the 
tumbler mechanism in the two front 
doors is designed to energize a 
switch and lock all four doors when 
the key is turned to a locked posi- 
tion in either front door. A disad- 
vantage of this system is the 
absence of provisions for simultan- 
eously locking all doors from the 
inside. 

INsweE AND Ovutswe Lockinc—In 
this system, both of the above cir- 
cuits are installed. The driver may 

(Continued on Page 84, Col. 2) 
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Pushbutton Lock— 

On the Vokar electric door-locking sys- 
tem, a dash-mounted button operates 
switches and relays which energize sole- 
noids attached to the lock actuators. The 
actuator mechanism (lower mechanism in 
above picture) then strikes the sliding bar 


in the standard lock (upper unit) and locks 
the door by remote control. 
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of the more than 40 pieces of equipment used to keep products growing and going to market. 


Biggest Power User in the World 


Yes, the farmer is the biggest user of power in the world. He 
uses power in the form of trucks, tractors, implements and cars 
and he uses them constantly. You will find, too, that the farmers 
in Pennsylvania, Ohio and Michigan are among the leaders as 
owners, users, and buyers of all the automotive products neces- 


sary to modern mechanized farming. Being in the top third farm 


income group and with steady year-round income, the farmers 
in these three states are top prospects for the products you sell. 


Your advertisements in PENNSYLVANIA FARMER, MICHIGAN 
FARMER and THE OHIO FARMER will reach the big majority of 
the best farmers. And, it’s the kind of advertising your dealers 
and distributors want and need. Your advertising will look 
good and you'll save extra money because the roto printing we 
use requires no plates. 


Slocum, Inc., 
Avenue, Cleveland 14, Ohio. 


Send for Your 
FREE COPIES 
of the 
‘FARM PETROLEUM MARKET’ 


Three new booklets on the farm 
markets in Ohio, Michigan and 
Pennsylvania contain important 
facts—on automobiles, trucks, trac- 
tors, garden tractors, petroleum 
products, tires and accessories (plus 
heating and cooking equipment). 

The booklet for either state—or 
all three—will be mailed free upon 
request. Write to Capper-Harman- 
1010 Rockwell 





THE OHIO FARMER - MICHIGAN FARMER - PENNSYLVANIA FARMER 
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DISPLAY UNIT—The portable Display- 
mobile unit is designed to take the Trico 
stock supply cabinet with the Vis-U-Lid 
and combine them into a compact mer- 
chandiser for service stations, car dealers 
and garages, it is claimed. Requiring only 
18 by 18 inches of floor space, the unil 
can be rolled to the most practical loca- 
tion on the gas pump island or service 
floor. Trico Products Corp., 819 Washing- 
ton St., Buffalo, N. Y. 





GAS SAVER—The Mileage Minder is a 
combination fuel pressure regulator, filter, 
pulsation dampener, carburetor protector 
and gas saver that is installed in the gas 
line between the fuel pump and carbure- 
tor. It is said to save up to six miles per 
gallon of gas, and stop dying, rough 
idling, jerky acceleration, vapor lock and 
excessive gasoline odors in the car. Paser 
Mfg. Co. 537 Turk St., San Francisco, Calif. 


* * * 





AUTO HOIST—The Mogul-Hall Kar-Jig 
is an electrically operated car hoist that 
will tilt a vehicle up to 90 degrees to 
give a mechanic eye-level access to the 
under carriage. It also can be used as a 
conventional hoist. Metallizing Co. of 
America, 3520 W. Carroll Ave., Chicago 
24, Il. 





BATTERY HOLD-DOWN —Houser’s Ad- 
justable Battery Hold-Downs are said to be 
made of heavy gauge material, finished 
with special acid-resisting paint. Adjust- 
able to all sizes of batteries, bolt loops 
can be placed in all desired positions, 
and patented slide clips hold battery 
securely in place, it is claimed. Houser 
Engineering & Mfg., Inc., 200 E. Spring, 
Bluffton, Ind. 

age 


National Container Tells 


Fanfold Market Debut 


National Container Corp. an- 
nounced a paperboard product 
which, built to custom specifications, 


the firm said will ease packaging 
of odd shapes and sizes. 

Called Fanfold, it will be sup- 
plied in lengths specified by the 
customer and in bundles folded 
lap-on-lap accordion style. Further 
information is available from Na- 
tional Container Corp., 7 Central 
Park West, New York 23, N. Y. 

o s * 


TRAVELING TOOL BOX—This gas pow- 
ered Clarkat towing tractor was fitted with 
racks, cupboards and drawers to hold 
practically every tool which might be used 
on a repair job at Continental Motors 
Corp., Muskegon, Mich. Frame welded to 
body holds ladders, extra pipes and other 
long items. Vise is bolted to worktable on 
top of cupboard and headlight on hood 
serves as spotlight for dork areas. 





BATTERY CHARGER—This six and 12- 
volt battery charger has been marketed by 
Franklin Mfg. Co., Minneapolis, Minn. 
Features include weatherproof metering, 
electric timing, operating instructions 
screened onto the control panel and a 
low center of gravity. 





ROLLING FLOOR — The Parma Rol- 
loader is a full depth rollout deck de- 
signed for trucks. Construction is of steel 
bracing, with heavy plywood deck, and 
roller bearings running in steel channels. 
Fully extended, the deck is said to bear 
a 1%-ton load. Rol-Loader Corp., Dept. 
A-4, 5461 Ridge Road, Parma 29, O. 

* x * 





RADIATOR HOSE—A bulge-type radia- 
tor hose is said to prevent premature 
failure on short connections by absorbing 
motor vibration in confined areas. The 
hose is made of neoprene with two plies 
of tire cord cloth. It comes in pre-cut pop- 
viar sizes. Thermoid Co., Department 234, 
Whitehead Rd., Trenton, N. J. 
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NEW PRODUCTS 





SEALER—NS Water Loss is a protective 
pellet designed to correct and prevent 
water leaks and to condition the automo- 
tive cooling system, it is claimed. The 
pellet is said to resist rust and scale, 
lubricate water pumps, repair leaky head 
gaskets and work with all quality anti- 
freezes. Great Products, Inc., Fenton, 
Mich. 





SWIVEL JOINT—The Swivel-Ette is a 
two-piece swivel joint spun together at 
time of manufacture. Two types are avail- 
able—one which turns free and one which 
incorporates an adjustable brake shoe to 
effect the desired drag or torque. Both 
may be obtained in Y-inch and %-inch 
pipe sizes. Emsco Mfg. Co., Box 2098, 
Terminal Annex, Los Aaseles 34, Calif. 





INTERCOM SYSTEM—The Talk-A-Phone 
Super Chief intercommunication system 
operates without the use of any manual 
controls. Available in 10 or 20 station 
capacities, the system permits as many 
as four stations to confer privately with- 
out interference from another station. An- 
other feature is a traffic control that blocks 
transmission to a busy station. Talk-A- 
Phone Co., 1512 S. Pulaski Rd., Chicago, 





TAIL PIPE EXTENSIONS—With the addi- 


tion of three tail pipe extensions, the 
Dyna-Line now includes: The Hornet (T7), 
which fits ali 1% to 2-inch round tail 
pipes; the Aristocrat (T9) and the Firefly 
(T10) for all cars; the Ambassador (T12) for 
tail pipes up to 2% iches; the Diplomat 
(T13) for all tail pipes up to 2% inches, 
and the Cornet (T14), which fits the 1945-54 
Chevrolet tail pipe with flattened end. 


Merit Mufflers, 619 Smith St., Toledo, O. 
* * * 


Arco Introduces Enamel 


For Automotive Uses 


Arco Co., Cleveland, has intro- 
duced an auto enamel! called Arco 
45 which the firm claims will 
harden-in 45 minutes. 

At room temperatures, Arco said, 
the enamel can be applied with 


‘| other engines. 










standard spraying equipment. The 
company also said that a gallon 
costs about $1 more than most 
enamels but that it will go further. 
It comes in 15 colors. 


> * * 


POINT SET — Pre-assembled point sets 
said to fit the majority of General Motors 
cars have been marketed. Advantages cre 
said to include: A special milled shoulder 
stud (1) that permits the fastening nut to 
be tightened without turning the stud; 
accurate spring adjustment, made possible 
by merely moving the stud in slot (2); 
factory pre-aligned points (3). Standard 
Motor Products, Inc., 37-18 Northern Bivd., 


Long Island City 1, N. Y. 
COMPRESSION TESTER—The ACT-2 Flex| "2 ‘"0"® “iY 


Compress-Aid is a cylinder compression- 
testing unit for checking modern V-8 and 
It features a 10%4-inch 
flexible extension tube and two non-break- 
able, seamless steel stems—one is 5% 
inches long for Fords and the other 9'% 
inches long for Chevrolets. It is said to 
make all spark plug-hole locations accessi- 
ble. Auto-Test, Inc., 600 S. Michigan Ave., 
Chicago 6, Ill. 


* * * 


Raybestos Rubber Chart 


For Trucks and Cars 


A four-page chart with fan belt, 
hose and car mat specification 
data for cars and light trucks, 
including 1955 models, is avail- a 
able from the Raybestos division oe 
of Raybestos - Manhattan, Inc.,. eit 
Bridgeport 2, Conn. 

A special section gives informa- 
tion on where to cut Raybestos 
Universal curved radiator hose 
and specification data for Ray- 
bestos Rayflex wire reinforced 
radiator hose. Instructions on in- 
stalling fan belts on most vehicles 
are illustrated with diagrams. 


TIRE CHANGER — A mechanically op- 
erated tire changer, available in three 
models, has been marketed by Bishman. 
One tool, an arm rotated by a hand lever, 
is used to remove and mount a tire. A 
specially designed tongue at the end of 
the arm guides the tire bead over the 
rim without touching the air seals on 
tubeless tires, wheel weights or white 
sidewalls, it is claimed. A _ three-point 
chuck is said to automatically center any 
wheel from 14 to 17 inches and holds it 
securely. Bishman Mfg. Co., Osseo, Minn. 

* * ®& 
Viking Sloane Offers 
Auto-Polishing Cloth 

A chemically treated cloth 
which, it is claimed, cleans and 
polishes a car without water, 
waz, sponges or detergents, has 
been marketed by Viking Sloane 
Corp., 136 W. Fifty-second S8t., 
New York 19, N.Y. 

Dealers can obtain wire display 
racks which will handle either of 
two sizes of the packed cloths. 


* * * 


























VACUUM CLEANER—The Power Vac is 
said to feature 25 percent more filter area, 
automatic motor lock and cord holder, 
removable container, and positive brake 
‘which prevent it from dragging, tipping, | | 
or bumping into the car during the vacu- 
um cleaning operation. Innovations include | — 
an accordion hose, an automatic exhaust 
cover to protect motor from water spray | | 
and large pneumatic tires. Choldun Mfg.| 
Corp., Equipment Division, 331 East St., ; 
New Haven, Conn. ‘ 





SPARK PLUG—The Spark-O-Matic spark 
plug thermostatically edjusts itself for heat 
and gap control and automatically cleans 
itself, it is claimed. Said to deliver 260 
percent more spark action through its six 
rotary firing electrodes, it has a lifetime 
guarantee to give faster acceleration, 
more power and increased gas milecge 
through improved firing efficiency. It is 
available in all 14mm sizes to fit all e- 
hicles. Almquist Engineering, Dept. 200, 
Milford, Pa. 


VALVE INSERTS — Nonslip valve spring 
inserts ore said to restore valve spring 


tension reduced by torsion relax and 
valve grind-in. The inserts stay in posi- 
tion, stop valve fluttering, prevent valve 
burning, eliminate wear in the block and 
establish correct spring operating height, 
it is claimed. They are available in two 
types: Type A, for spring in service, and 
Type B, for new springs. Silver Seal 
Products Co., Lincoln Park, Mich. 
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YEAR ago if you’d mentioned 
torsion-bar suspension to the 
average layman he would have just 
looked blank. Today the ’55 Pack- 


A 


ard with its featured “Torsion- 
Level” suspension has made it part 
of the vocabulary of the general 
public. 
Torsion-bar suspension—to save 
space from now on I'll call it 
TBS—automotive men know, is 
not new. Remember the 1936 
Lancia Aprilia? The 1937 La- 
gonda? Foreign cars, many with 
rear engines and low centers of 
gravity, have long favored TBS. 
The new Morris “Isis” models, 
the Arnolt-Bristol sports car—now 
on display in the U. S. for the first 
time—and the latest models of the 
Rolls Royce and Bentley all have it. 
And it’s now the preferred type of 
suspension for modern race cars. 

We all realize, of course, that 
roadability depends on how a sus- 
pension system integrates with the 
overall] design. Even excess weight 
in a front bumper can throw the 
whole thing out of kilter. 

* + * 
~~ the Jordan Playboy. It was 
quite a little road hugger. The 

1924 Jordan owner’s manual gives 
these specifications under the head- 
ing, Springs: . semi-elliptic 
springs . . . Hotchkiss type drive 
... and ends by saying, “all drive 
and torque is taken through the 
springs.” Well? 

an know that in ’33, Army 


of lack of funds, World War II 
was well under way before they 
produced the first ordnance ve- 
hicle equipped with TBS — the 


which had a speed of 55 mph. 

TBS became so pepular with 
army personnel that it was applied 
to light and medium tanks, as- 
sociated combat team vehicles and 
many others. 

American TBS probably helped 
to win the war. German vehicles 
had TBS, but some flaw in the de- 
sign didn’t allow enough vertical 
wheel movement. The same was 
true of Russian ordnance vehicles. 

* +. * 
OME of the scientific TBS tests 
border on the humorous as well 
as the hair-raising. Testing TBS in 
buses, a Man rode in the seat over- 
hanging the rear axle of a bus, 
holding a cup of coffee. 

. “° mph he didn’t spill 
a a people prefer 
planes to buses 

In another test a bus made a 90 
degree turn at 50 mph, all six tires 

ing on concrete, without any 
appreciable roll. Sounds like the 
feature thrill-ride at an amusement 
Park! 

TBS pros and cons I’ve heard: 
Pros—more comfort . . . less lean- 
ing on curves... more effective 
damping . . . gas economy . . . less 

wear ... better steering ce 4 
and less frame breakage from 
shock. Cons—more vibration from 
small road semenstiien - - » More 
Sidewise jostling . . greater pitch 
and bounce. 

Don’t forget though that all these 
Pros and cons are dependent on 





American Airlines 
Carries 50 Millionth 
CHICAGO. — Edgar Elbert, a 


senger to fly American Airlines 


last week when he traveled from 
here to New York. 

American, which started opera- 
tions in 1984, became the world’s 
first airline to fly 50,000,000 pas- 
sengers. 

iri 
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total design and how the torsional 
stabilizers are used. As one scien- 
tist, Prof. James T. Guest, put it, 
“The best ride can be obtained 
when the ratio of mass constant to 
elastic constant equals unity.” 
* * * 

P S. Waa-al, I think I get it! 

* Life was certainly a lot simp- 

ler before these scientific guys got 
in the act, according to a story in 
the March, 1905, issue of the Ramb- 
ler Magazine — I was its editor 
when I was with Jeffrey Co. 

It tells of the first “successful” 
race between an “airship” and an 
automobile — a 24 horsepower 
Pope Toledo touring car. 

The course, ten miles “as the 
crow flies” between Los Angeles 
and Pasadena, was covered “in ex- 
actly thirty minutes”. . . 2,500 spec- 
tators lined the route . . . the “air- 
ship” landed “neatly” in front of 
the Raymond Hotel . . . Cap. Tom 
Baldwin and his “airship,” the 
“California Arrow” had won the 
race by one minute and forty sec- 
onds. 

And the “experts” said, “The re- 
sult goes a long way toward solv- 
ing the problems of aerial naviga- 
tion.” 

They'd broken the automotive 
barrier! 





Newspaper Reps Select Officers— 


John H. Baker jr., Chicago Daily News, third from left, accepts gavel of office as 
president of the Detroit Chapter, American Assn. of Newspaper Representatives from 
Charles A. Miller, retiring president. Other officers, from left, are W. E. Anderman jr., 
Hearst Advertising Service, treasurer; Robert Erickson, Moloney, Regan & Schmitt, 


vice-president, and Robert A. Jobson, O'Mara & Ormsbee, director, right. E. S. Stagg, 


Kelly-Smith Co., secretary, is not pictured. 





Hysom Opens Mercury 


Clarence Hysom, formerly with |opened a Mercury dealership in 
Agnew Motors, Albany, Ore., has | Lebanon, Ore. 


31 


"|Ford Engineer 


Sees Turbines 
In Trucks First 


INDIANAPOLIS. — Gas _ turbine 
engines first will be used in heavy- 
duty trucks and later in cars, ac- 
cording to Dr. Donald N. Frey, 
associate director of the scientific 
laboratory of Ford Motor Co.’s en- 
gineering staff. 

Addressing the fall convention of 


the Indiana Independent Petroleum 
'| Assn. here, Frey said staff mem- 


bers of Ford’s gas turbine depart- 
ment have a firm conviction that 
the numerous problems of design, 
performance and cost of gas tur- 
bines will be solved. 

“This does not imply that any of 
the problems involved have been 
satisfactorily solved as yet,” Frey 
said. Turbo power is not quite com- 
parable to today’s internal com- 
bustion engine in operating effi- 
ciency, he added. 


He reviewed special heat prob- 
lems relating to fuels and lubri- 
cants for gas turbines and urged 
the petroleum industry to conduct 
its own research in an effort to 
overcome carbon deposits, which he 
feels may pose a serious problem. 


Newspapers are No. | 


—: 


with new car manufacturers 


Newspapers will get about 39% of an estimated 
$254,000,000 in factory-controlled advertising 
expenditures on new passenger cars this year. 
That’s 5% more than the next medium will receive. 


Sn Chicago... 


the Chicago Daily News is 


No. 1 in new car advertising 


—Facts taken from page 1 
Story in September 26 


“Advertising Age” 


Here are the figures on new passenger car linage in Chicago 


daily newspapers for the first eight months of 1955: 


DAILY NEWS... 
Daily Tribune ... 
Daily American . . 
Daily Sun-Times 


CHICAGO 


Chicago’s Growing Newspaper 


New York 


Detroit 


. 758,684. lines 

664,575’ lines 
. 531,876 lines 
. . 402,634. lines 


“zone linage included 


Source: Media Records, Inc. 


DAILY 


Miami Atlanta Los Angeles 


NEWS 


. « « « Chicago’s Home Newspaper 


7 


San Francisco 
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TELEPHONE 
INTERCOM 


WITH 2-WAY 
LOUDSPEAKER 


DIRECT-A-CALE 


For small offices or direet “keyman” hook- 
ups in large firms . . Every phone a master 
station — can call every other station with 
direct-signalling pushbuttons . . Handsome, 
unbreakable grey plastic phones can be 
linked with 2-way Direet-A-Call loudspeak- 
ers in work areas. 


Typical 5-station system $179.50 complete 


TELEPHON TRIC CORP. 
181 Britannia St. Meriden, Conn. 


Send information about Direct-a-Call to: 


Your Name is Imp ontant 


DISPLAY 


Chrome-Craft Die Cast License Frames 


Aristocrat Rear Deck Plates 


Scotchlite Day-Nite and Krome-Kal Ads 


mi Bn TTT) a 


MINNEAPOLIS 4, MINNES 


Jo 


IT WELL WITH DOUGLAS EMBLEMS 


Affecting Factories and Dealers .. . 


Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

Plymouth announced its 1956 
models last Friday (Oct. 21) with 
an all-media campaign starring a 
four-color, four-page newspaper 
inset used in 43 major newspapers 
in 32 cities. The insert used full- 
size newspaper page dimensions. 

Print order for newspaper use 
wag 19,700,000, with Plymouth 
taking an additional 200,000 copies 
for merchandising purposes. 
Printing costs alone were more 
than $200,000, the factory said. 

Teaser commercials were used on 
Plymouth News Caravan on net- 
work television and other Chrysler 
Corp. television programs, and the 
same type of teasers were used on 
local television and radio, and in 
newspaper ads of the Plymouth 
Dealers Co-op program. 

Announcement ads also were 
used in magazines, genera] week- 
lies, news magazines and selected 
monthlies. Color spreads will be 
used as follow-up ads during the 
remainder of the year, the factory 
said. 


* * * 


Alsbury Gets the Facts 

Mel Alsbury, Chrysler - Plym- 
outh dealer-in Hollywood, Calif., 
really studies automotive history. 

He reports that the first auto- 
mobile advertisement ever to ap- 
pear in the United States ran in 
the Scientific American of July 
30, 1898. 

That magazine featured the 
Winton “motor carriage,” and the 
article was headed “Dispense with 
the Horse!” 


* * * 


Bardahl Adds Show 


Bardahl Oil Co. has undertaken 
national sponsorship of ‘“Confiden- 
tial File,” a syndicated television 
film show. 

Bardahl’s contract is for a full 
year of alternate week sponsorship 
of the Guild Films’ program over 


more than 40 stations. 
+ * * 


Another Honor for Podres 


Johnny Podres, who pitched the 
Brooklyn Dodgers to their first 
world championship, was named 
the outstanding performer of the 
World Series by Sport magazine 
and has been presented the 1955 


h, What a Bequtify| Market 


FOR ACCELERATING SALES! 


Sales are accelerating in Oklahoma City. 
After ranking among the top ten cities in the 
nation for business gains during 1954, Okla- 
homa City still is gaining in 1955, ranking 
fourth in the nation during the first eight 
months of 1955! 

Located in the nation’s heartland . . . Okla- 
homa has arteries of traffic going in all direc- 
tions—a natural center for automotive products 
sales. Accelerate your sales in Oklahoma by 
advertising in Oklahoma’s biggest newspapers 
—The Daily Oklahoman and Oklahoma City 
Times. 


OKLAHOMAN 
and TIMES 


Published by 

The Oklahoma Publishing Co. * The 
Farmer-Stockman * WKY * WKY-TV 
Rep. by The Katz Agency. 


Chevrolet Corvette. Ed Fitzgerald, 
editor of Sport, made the presenta- 
tion following the final game. 

Podres is featured both on the 
cover of the current issue of Sport 
and in a story in the issue titled, 
unappropriately, “The Dodgers’ Un- 
lucky Lefty.” 


* * * 


Willard Picks Roy 


Advertising and promotion for 
Willard Batteries in the Los Ange- 
les area is now being handled by 
Ross Roy, Inc., Detroit. 

* + * 


Strauss Gets Account 


Strauss Associates, Philadelphia, 
has been named advertising and 
merchandising consultant for 
Scranton Storage Battery Corp., 
Archbald, Pa. 

The firm plans to launch a sales 
promotion program utilizing the 
most advanced merchandising and 


selling techniques. 
* * * 


Times Review Due in Jan. 


Comprehensive reviews and anal- 
yses of business, industrial, finan- 
cial and economic trends in the 
U. S. and abroad will be presented 
by the New York Times during the 
first week of January. 

The “Times Review and Forecast 
of U. S. Business, Industry and 
Finance” will appear on Tuesday, 
Jan. 3. It will be followed on Wed- 
nesday, Jan. 4, by “The Times In- 
ternational Trade Section.” They 
will be published as complete, sep- 
arate sections to be included with 
the regular issues of The Times on 


those dates. 
* * a2 


.|Branham Adds Account 


Branham Co., newspaper rep- 
resentative, has been named to 
represent the Sioux Falls (S. D.) 
Argus-Leader. The paper for- 
merly was represented by Gil- 
man, Nicol] & Ruthman, Chicago. 
It will mark the first time that 
the paper has had a representa- 
tive in Detroit. 

* 


* x 


Evans Heads 4-A Group 


The American Assn. of Advertis- 
ing Agencies has elected Trevor 
Evans, Seattle, as chairman of the 
1955-56 Pacific regional board of 
governors of that organization. He 
succeeds A. W. Neally, Los Angeles. 

Other officers elected were: Wil- 
liam E. Haberman, San Francisco, 
vice-chairman; Harry Pearson, Se- 
attle, secretary-treasurer, and the 
following board members: Roy 
Campbell, Los Angeles; Robert 
Knollin, San Francisco; J. Walter 
McLean, Spokane, Wash., and Rob- 
ert G. Montgomery, Portland, Ore. 

* 7 7” 


Grant Appoints Wilson 


Appointment of Joseph O. Wilson 
as a vice-president of Grant Adver- 
tising, Inc., has been announced by 
Lawrence R. McIntosh, executive 
vice-president in charge of Detroit 
operations. 

An account executive with Mac- 
Manus, John and Adams, Inc., for 
the past four years, Wilson has 
spent more than 20 years in the 
fields of advertising, industrial 
training, and sales management. 
He will be account executive on the 
spark plug division of the Electric 


Auto-Lite account. 
* + * 


Parade Adds 2 Papers 


The Honolulu Star-Bulletin and 
Newport News (Va.) Press have 
become the 49th and 50th distrib- 
butors of Parade magazine. With 
these two additions, according to 
Red Motley, Parade president, the 
magazine now reaches 6,750,000 


families each week. 
* * = 


Top Job by Associates 


For the fifth year, the annual re- 
port to shareholders prepared by 
Associates Investment Co., South 
Bend, has been judged the best in 
the automobile finance field in an 
annual survey conducted by Finan- 
cial World magazine. 


* * * 


Names 


Jack Steelman has been named 
an advertising representative for 
Mechanix Illustrated in the Detroit 
office of Fawcett Publications, Inc. 
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Free Used Cer Systems & Aids 
Catalogue. 


BARRY AUTOMOTIVE CO. 
(SYSTEMS DIVISION) 
Sta. “A”, Box 1037, Cleveland 2, 


No Pit—No Holes—No Anchor Bolts. ae 
semble it yourself in 30 minutes. Plu 
and run—anywhere, All steel turnta po 
scientifically balanced to take all cars. 
For indoor or outdoor display. Write for 
free literature. 
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POSTS 
and 
VELVET 
ROPE 
RAILINGS 
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for 
prices. 


AMERICAN STAGE EQUIPMENT 
805 East 134 St., Bronx 54, N. Y. 
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TURNTABLES 


Menutectored by 
Macton Machinery Co. 
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Stamford 2, 
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Take it from a leading 
Independent Serviceman: 





















OM Vaitaunetus Dealer is my 
partner in 
service %” 





“By using genuine Chevrolet parts, we find 
over a number of years of experience that we 
can give more efficient service, please our cus- 
tomers much better and have fewer ‘come 


backs.’ ” 


O. J. MORRIS 
MORRIS GARAGE 
5202 SOUTH LAMAR 
DALLAS, TEXAS 


Mr. Morris receiving technical assistance from his Chevrolet dealer’s 
parts and accessories salesman. 











Inereased service 
efficiency 


The right parts do the job best. 
It will pay you to do business 
with your Chevrolet dealer. In 
so many ways, he is actually 
your partner in service! 














Technical help in 
service problems 


Booklets like the Repair Manual 
help you solve tough problems 
quickly by showing best and 
quickest installation methods. 
On tricky service problems, see 
your Chevrolet dealer. He can 
help you solve them quickly. 





A complete line of 
Chevrolet Parts 


Your Chevrelet dealer is one, 
convenient source for all Chev- 
rolet parts. He can assure prompt 
delivery, helps you give your 
customers better service! 





Quality you can 
depend on 





Your Chevrolet dealer handles 
parts manufactured to high 
standards of quality, precision- 
built for dependable operation. 
Buy your Chevrolet parts from 
the man who specializes in them 
—your Chevrolet dealer. 


Your Chevrolet dealer is ready, willing 
and able to serve you better than ever! 
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AUTOMOTIVE NEWS, OCTOBER 24, 1955 


Used-Car Auction Prices 


Market Trend 
The overall average price of used cars sold at auction last week 
declined $2, according to Automotive News’ index. 


Two models escaped the downward trend: The price of ’51s went 
up $6 and the average of ’48s was boosted $4. In addition, the price of 


°49s remained unchanged. 


All other models declined, as follows: ’52s, down $1; ’54s, down $3; 
53s, down $4; $50s, down $7, and ’55s, down $11. 
New lows were established by the average prices of 53s, 52s and 


50's. 


At a group of representative auctions last week, consignments aver- 
aged 178 units, with 70.5 percent being sold. This compared with 187 
units and a sales ratio of 67.7 percent in the preceding week. 

Prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive and (ps) indicates power steering. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 

Friday. Prices are for sale of Oct. 14) 

(Consignments off a little this week. 
Prices holding steady and just a little 
higher on late models. Sold 152 cars out 
of 215 offerings.) 

BUICK—’55 Century Riviera, $2,500* (ps); 
Special Riviera 4-dr., $2,475* (ps); 2-dr., 
$2,225. °54 Special Riviera, $1,540. "51 
Super sedan, $400; RM Riviera, $280. '50 
Super Riviera, $375. ‘49 Super conv., 


$200. 

CADILLAC—’55 (62) 2-dr., $4,000° (ps); 

4-dr., $3,860* (ps). ’53 (62) coupe, $2,- 
(ps); 4-dr., $1,850%; (75) sedan, 
$1,950. "49 (62) 4-dr., $550. 

CHEVROLET—’55 Bel Air (8) conv., $1,- 
880*; 4-dr., $1,550*%; Two-ten Sport 
coupe, $1,755; 4-dr., $1,620; 2-dr., $1,510, 
$1,440. '54 Two-ten station wagon, $1,- 
260; conv., $1,150*; 2-dr., $960, $915; 
%-ton pickup, $700, $525. '53 Bel Air 
Sport coupe, $970, $950*, $800*; Two-ten 
4-dr., $680. '52 SL Deluxe Bel Air $700; 
2-dr., $625. °51 SL Deluxe Bel Air, 
$430*. 

CHRYSLER—’50 coupe, ’48 Royal 
4-dr., $150. 

DODGE—’54 Coronet 4-dr., $1,020. 

FORD—’56 Sunliner conv., $2,540*, $2,500*; 
Fairlane (8) Victoria, $2,495*, $2,475, 
$2,425*, $2,205*; Custom (8) 2-dr., $2,- 
110*, $1,930; 4-dr., $2,104*, 2 at $2,100*, 
$2,000*, $1,875. ’55 Fairlane (8) Country 
sedan, $2,200, $2,150*, $2,100*; Crown 
Victoria, $2,050*; Victoria, $1,850, $1,- 
775; 4-dr., $1,690; Main (8) Ranch Wag- 
on, $1,610; Custom (6) sedan, $1,475; 
%-ton pickup, $1,240. ’54 Crest (8) conv., 
$1,340. °53 Custom (8) sedan, $935, $920. 
°52 Main (8) Ranch Wagon, $740; 4-dr., 
$600; Custom (8) 2-dr., $610*, $435. ‘51 
Custom (8) 2-dr., $375, $370; Business 
coupe, $275. 

LINCOLN—’53 Capri coupe, $1,060*. 

MERCURY—’56 Custom coupe, $2,550*. ’54 
Monterey 4-dr., $1,360*; 2-dr., $1,000. 
’51 sedan, $425*. '50 coupe, $300; 2-dr., 
$145. 

NASH—’54 Statesman Hardtop, $1,105; 4- 
dr., $925*. '51 Rambler Hardtop, $265. 
OLDSMOBILE—’55 (88) Holiday, $2,475* 
(ps); 2-dr., $1,850*. °54 (88) Holiday, 
$1,600*. "53 (88) 2-dr., $1,295*, $1,175*, 
$1,030. '52 (88) coupe, $450*. ’51 (98) 

4-dr., $400. 

PACKARD—’53 4-dr., $800. 

PLYMOUTH—’55 Belvedere (8) 4-dr., $1,- 
625. '53 Cambridge 4-dr., $540. '52 Cam- 
bridge sedan, $250. 

PONTIAC—’54 Star Chief (8) 4-dr., $1,- 
350*; Chieftain (8) 4-dr., $1,075*. 53 
Chieftain (8) 4-dr., $850*, $825, $710. 
’52 Chieftain (8) 4-dr., $550; Catalina, 
$400*. '51 Silver Streak (8) sedan, $500*. 
’50 Silver Streak (8) 2-dr., $300. 

STUDEBAKER—’50 Champion conv., $235. 


NEW YORK CITY 


(Skyline Auto Auction. Sale every Tues- 
day. Prices are for sale of Oct. 11.) 
(Definite shortage of clean and sharp 
autos here this week. Market down 
slightly with less-than-average units, in 
most cases, going home with their same 
— Sold 102 cars out of 148 offer- 
8.) 


$350. 


BUICK—'55 Century Riviera, $1,900* (ps); | 


Special 4-dr., $1,860* (flood). '54 Special 

Riviera, $1,480". '53 RM 4-dr., $1,100*. 

"52 Super conv., $730*. °50 RM Riviera, 

$460*; Super 4-dr., $385*; Special 4-dr., 
° 


$305". 

CADILLAC—’'51 (62) 4-dr., $1,000*. ’'50 
(61) 2-dr., $900*. '48 (62) 4-dr., $240*. 
"46 (62) 2-dr., $115*. 

CHEVROLET—'54 Bel Air Sport coupe, 
$1,190*; Two-ten 4-dr., $945, $925; 2-dr., 
$905, $760; One-fifty 2-dr., $775; \%-ton 
pickup, $715. °53 Two-ten conv., $905*; 
4-dr., $790*, $780*, $760*, $740; 2-dr., 
$840*, $735*; club coupe, $725; One-fifty 
station wagon, $770; 4-dr., $605, $595; 2- 
dr., 2 at $560. °52 SL Deluxe conv., 
$550*. °51 SL Deluxe 4-dr., $400*; FL 
Deluxe 4-dr., $335. '50 SL Deluxe 4-dr., 
$190*; SL Special 4-dr., $180. '49 FL 
Deluxe 4-dr., $120. 

CHRYSLER—’54 Windsor 2-dr., $1,250*. 

DeSOTO—’53 Fire Dome (8) 4-dr., $875* 
(ps). 

DODGE—’54 Coronet station wagon, 
O75* (ps); 4-dr., $695*. 
brook station wagon, $980. '52 Coronet 
Diplomat, $525; club coupe, 
Coronet 4-dr., $195*. 

FORD—'56 Custom (8) 4-dr., $2,025*. '54 
Custom (8) 2-dr., $1,000*; Main (6) 
2-dr., $830; 4-dr., $700. °53 Crest (8) 
conv., $940*; Custom (8) 2-dr., $825*; 
4-dr., $655, $550; Custom (6) 4-dr., $550. 
’52 Main (6) 2-dr., $390. "51 Custom (8) 
4-dr., $325. ‘50 Custom (8) 2-dr., $225; 
Deluxe (6) 2-dr., $135. 

KAISER—’51 4-dr., $150. 

LINCOLN—’'52 Cosmopolitan 4-dr., $840*. 

MERCURY—’'54 Monterey 2-dr., $1,400*; 
4-dr., $1,150*. '52 2-dr., $700*. ’51 4-dr., 
$510*. '50 4-dr., $250. 

NASH—'51 Rambler conv., $200. 

OLDSMOBILE—’54 (98) Holiday, $1,940* 
(ps). "53 (88) conv., $1,060*. °52 (98) 
4-dr., $710*. '51 (88) 4-dr., $440, $415*. 
"5O (88) 4-dr., $260*°. '49 (88) conv., 
$180*. '48 (98) 4-dr., $115. 

PACKARD—'51 Clipper 4-dr., $305*; 2-dr., 
$275". 

PLYMOUTH — ‘54 Plaza station wagon, 
$925; Savoy 4-dr., $775. °53 Cranbrook 
4-dr., $700, $675, $665, 2 at $650; Cam- 


$1,-| 
’53 Meadow- | 


$505. 50) 





bridge 2-dr., $385. ’52 Cambridge 4-dr., 
$400. '51 Cranbrook 2-dr., $290. 

PONTIAC—’53 Chieftain (8) 4-dr., $910*. 
‘52 Chieftain (8) 4-dr., $430*. '51 Silver 
Streak (8) Catalina, $450°. ‘50 Silver 
Streak (8) Catalina, $420*; conv., $210*. 

STUDEBAKER—’55 Champion coupe, $1,- 
350*. °52 Commander 2-dr., $310*. ’'51 
Champion 2-dr., $155, $150. 


OAKLAND, CALIF. 


(Oakland Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Oct. 12.) 

(Merchandise sold very well this week 
from a large, clean consignment.) 


BUICK—’54 Super Riviera, $1,850*°. °53 
Super 4-dr., $1,095", $960. ‘51 Super 
Riviera, $605*, $590*; RM sedan, $570*. 
*50 Super Riviera, $440*, $400*. '48 Super 
conv., $165. 

CADILLAC—’55 (62) coupe, $4,000* (ps). 
"52 (62) 4-dr., $1,685°; (75) 4-dr., $1,- 
520*. °51 (62) 4-dr., $1,515*. '50 (62) 
4-dr., $1,050*, $1,025*. 

CHEVROLET—’55 Savoy (8) 4-dr., $1,- 
975*. '53 Bel Air Hardtop, $1,160*; Two- 
ten 4-dr., $945; Sport coupe, $940; coupe, 
$875, $840. ’52 SL Deluxe 4-dr., $685, 
$615*. '51 SL Deluxe 4-dr., $390*. ’49 SL 
Deluxe 4-dr., $330. '46 FM 4-dr., $115. 

CHRYSLER—’51 Windsor 4-dr., $585°*. 

DeSOTO—’49 Custom club coupe, $305*. 

FORD—’56 Parklane station wagon, $2,- 
745; Fairlane (8) Victoria, $2,700* (ps). 
’55 Thunderbird, $2,855* (ps); Custom 
(6) sedan, $1,185. °54 Main (8) Ranch 
Wagon, $1,550, $1.460. °53 Custom (8) 
4-dr., $965, $830. '52 Crest (8) Country 
Squire, $850. ’51 Custom (8) Victoria, 
$625*; 4-dr., $500*. 

HUDSON—’53 Hornet 4-dr., $775*. '52 
Hornet Hardtop, $575. '51 Hornet 4-dr., 
$375". 

MERCURY—’55 Monterey club coupe, $2,- 
265*. ’51 4-dr., $615, $500. °49 4-dr., 
$300, $170; 2-dr., $285. 

NASH—’52 Rambler coupe, $455. ’51 Ram- 
bler sedan, $600. °50 Statesman club 
coupe, $595*; 4-dr., $275. 

OLDSMOBILE—’54 (88) Holiday, $2,005*. 
*53 (88) 2-dr., 3 at $950. '52 (88) 4-dr., 
$990*. °51 (88) Holiday, $825*; conv., 
$575*. °50 (88) 4-dr., $450*. 

PLYMOUTH—’53 Cranbrook 4-dr., $675, 
$655. °51 Cambridge Suburban, $670. ’50 
Deluxe 4-dr., $425. 

PONTIAC—’'52 Chieftain (8) Catalina, $1,- 
040*; 4-dr., 2 at $615*. ’50 Silver Streak 
(8) 2-dr., $440*. '49 Silver Streak (8) 
4-dr., $300, $215*. 

STUDEBAKER — ’50 Commander 4-dr., 
$295; Champion 2-dr., $280. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 
day. Prices are for sale of Oct. 13.) 

(Demand good for sharp autos. 
59 cars out of 102 offerings.) 


BUICK—'54 Century Riviera, $1,620* (ps). 
*52 Super 4-dr., $730*. ’51 Super 4-dr., 
$545*. ‘50 Super 2-dr., $320*; 4-dr., 
$310*, $295. 

CHEVROLET — ’'53 Two-ten 4-dr., 
One-fifty 2-dr., $790. ’51 SL Deluxe 4- 
dr., $505; 2-dr., $405*; %-ton pickup, 
$460. °50 SL Deluxe 4-dr., $420, $355; 
2-dr., $305*; FL Deluxe 4-dr., $345. 

DODGE—'49 Coronet 4-dr., $170. 

FORD —’'55 Main (6) 2-dr., $1,395. ’53 
Custom (6) 2-dr., $825, $695; 4-dr., $765, 
$750; Main (6) 4-dr., $750. °52 Custom 
(8) 4-dr., $705, $695; %-ton pickup, 
$475. '51 Custom (8) 4-dr., $500; 2-dr., 
$485; %-ton pickup, $460, '50 Deluxe 
(6) 4-dr., 2 at $315. '49 Custom (8) club 
coupe, $230; Deluxe (8) 4-dr., $185. 

LINCOLN—’51 Cosmopolitan 2-dr., $340. 

MERCURY—’52 Custom 2-dr., $780; coupe, 
$590*. '51 sedan, $400*. 

NASH—’51 Statesman 4-dr., $310. 

OLDSMOBILE—’55 (88) 4-dr., $2,250. ’52 
(98) 4-dr., $875*; (88) 4-dr., $815. °49 
(88) 4-dr., $280*, 

PLYMOUTH—’53 Cambridge 4-dr., $660; 
Cranbrook 4-dr., $555. °51 Cranbrook 
Belvedere, $485; Cambridge 4-dr., $335. 

—— — °'50 Silver Streak (6) 2-dr., 
220. 

MISCELLANEOUS—’53 GMC %-ton pick- 
up, $540. '51 Henry J 2-dr., $195. 


DENVER 


(Colorado Auto Auction. Sale 
Monday. Prices are for sale of Oct. 10.) 
(Market very steady on ’55 models. 

Sold 284 cars out of 440 offerings.) 

BUICK—’55 Special station wagon, $2,765* 
(ps); Riviera coupe, $2,650* (ps), $2,- 
390*, $2,385* (ps), $2,330; Century Ri- 
viera coupe, $2,645*, $2,610*, $2,530*, 2 
at $2,455* (ps); Super Riviera coupe, 
$2,620* (ps), $2,605* (ps). °54 Super 
Riviera coupe, $1,700* (ps), $1,695*. ’53 
Super 4-dr., $1,130* (ps); RM 4-dr., $1,- 
010* (ps). °52 Super 4-dr., $795*, ’51 
RM Riviera 4-dr., $440*. 

CADILLAC—’55 (62) coupe de Ville, $4,- 
305* (ps); coupe, $4,100* (ps), $3,850* 
(ps); 4-dr., $3,990* (ps), $3,755* (ps), 
$3,700* (ps). °’54 (62) 4-dr., $3,150* 
(ps), $3,005* (ps), $2,885* (ps). ’'53 
(62) coupe de Ville, $2,250* (ps)). ’52 
- 4-dr., $1,625* (ps), $1,575*, $1,485*, 
Ps). 

CHEVROLET—’'55 Corvette conv., $2,480*; 
Bel Air (8) station wagon, $2,410* (ps); 
Sport coupe, $2,290*, $2,175", $2,145*, 
$1,955; Two-ten (8) 4-dr., $2,275*, $1,- 
550*, $1,550; Two-ten (6) 2-dr., $1,610, 
$1,605, $1,400. '54 Bel Air 4-dr., $1,270*, 


Sold 


$865; 


every 


$1,250, $1,200* (ps). '53 Two-ten 4-dr., 

$955, $925, $820. "52 SL Deluxe 4-dr., 

$700, $605, $590. °51 SL Deluxe 4-dr., 

$475*, $425°; % ton pickup, $550, $500, 
$485. °50 SL Deluxe 4-dr., $335*, $290; 
2-dr., $225. '47 4-dr., $155. 

CHRYSLER—’54 NY station wagon, $2,- 
150* (ps). ‘52 Windsor club coupe, 
$495*. '50 Windsor 4-dr., $365*. 

DeSOTO—’55 Fire Dome (8) 4-dr., $2,025* 
(ps). ‘54 Fire Dome (8) Hardtop, $1,- 
535°. °52 Fire Dome (8) 4-dr., $720* 
(ps). °50 Deluxe club coupe, $225°. 

DODGE—’55 Royal Custom Lancer, $2,460* 
(ps), $2,325*; Hardtop, $2,155; 4-dr., 
$1,990*; Coronet Hardtop, $2,175*. '53 
Coronet 4-dr., $685*. °52 Coronet 4-dr., 
$395*. 

FORD—'56 Fairlane (8) Country sedan, 
$2,650*, $2,640*, $2,620*, §2,600*; conv., 
$2,575*, $2,435*; Victoria, $2,510*, $2,- 
500* (ps), $2,435*%; Custom (8) 2-dr., 
$1,995. '55 Fairlane (8) Country sedan, 
$2,090*, $1,985; conv., $1,840* (ps); Cus- 
tom (8) 4-dr., $1,695*, $1,640*, $1,635, 
$1,570*. °54 Crest (8) Country sedan, 
$1,350; Custom (8) 2-dr., $1,190, $1,100, 
$930. ’53 Crest (8) Victoria, $1,050*, $1,- 
035. '52 Main (8) Ranch Wagon, $960, 
$935*, $895*, $855. 

HUDSON—’'54 Super Wasp 4-dr., $945. ’52 
Wasp 2-dr., $460*, 

KAISER—’53 2-dr., $370. 

LINCOLN—’53 Capri coupe, $1,500* (ps); 
Cosmopolitan coupe, $1,390*. 
MERCURY—’55 Montclair 4-dr., $2,585*; 
Monterey Sport coupe, $2,250*, $2,220*; 
Custom Sport coupe, $2,150*, $2,105. '54 
Monterey coupe, $1,660* (ps); Custom 2- 
dr., $1,280*, °53 Custom Sport coupe, $1,- 

250*; Monterey coupe, $1,195, $975°*. 

NASH-~’54 Ambassador 4-dr., $1,360*, $1,- 
190*; Metropolitan Hardtop, $815. ’52 
Rambler station wagon, $550. '51 States- 
man, 4-dr., $215. 

OLDSMOBILE—’55 (88) Holiday, $2,755* 
(ps), $2,645*, $2,625*; 2-dr., $2,600* 
(ps), $2,515*, $2,510*; coupe, $2,450*, 
$2,305*, $2,215*; (98) conv., $2,660* 
(ps). ’54 (98) Holiday, $2,180* (ps). ’53 
(98) 4-dr., $1,450* (ps), $1,150*. °52 
(88) Super 4-dr., $935*. °51 (88) Super 
2-dr., $575*. 

PACKARD—Clipper Panama, $1,980*. ’53 
Patrician 4-dr., $965; Clipper 4-dr., $790. 

PLYMOUTH—’55 Belvedere (8) conv., $1,- 
840*; 4-dr., $1,760*, $1,750*. °54 Plaza 
station wagon, $1,145. °53 Cranbrook 2- 
dr., $785. | ’51 Cranbrook Belvedere, 


$390. 

PONTIAC—’55 Chieftain (8) station wag- 
on, $2,190* (ps), $2,100*; Catalina, $2,- 
135*, $2,070*. ’53 Chieftain (8) 4-dr., 
$1,145*, $965*. ’52 Chieftain (8) conv., 
$780*. °51 Silver Streak (8) 2-dr., $405. 

WILLYS—’55 Jeepster, $1,495, $1,195. °53 
station wagon, $985; 2-dr., $535. °52 2- 
dr., $330. 

MISCELLANEOUS—’55 GMC ¥% ton pick- 
up, $1,195. °52 GMC suburban, $800; % 
ton pickup, $535. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Oct. 12.) 

(Shortage of autos today. Prices up. 
We had a small, fast sale with 68 cars 
sold out of 89 offerings.) 


BUICK—’54 Special Riviera coupe, $1,725. 
‘53 Super Riviera coupe, $1,100*; 4-dr., 
$1,100; RM 4-dr., $1,070* (ps); Special 
sedan, $1,050. °52 RM Riviera 4-dr., 
$750*; Super Riviera 4-dr., $660*. ’51 
RM sedan, 2 at §$350*; Special sedan, 
$300. '49 Super sedan, $250. 

CADILLAC—’53 (62) sedan, $1,825*. ’51 
ae sedan, $1,050, $950. ’49 (62) sedan, 

CHEVROLET—’54 One-fifty sedan, $775. 
’53 Two-ten sedan, $740*. '52 SL Deluxe 
sedan, $610*, $590*; SL Special sedan, 
$385. '51 SL Deluxe sedan, $275, $245. 
’48 FL conv., $125. 

CHRYSLER—’52 Windsor sedan, $580*. ’50 
NY sedan, $350*. 

DeSOTO—’51 Custom sedan, $440. ’49 Cus- 
tom sedan, $280. 

DODGE — ’53 Coronet sedan, $740*. ’51 
Coronet sedan, $440. 

FORD —’'55 Main (6) 2-dr., $1,120. °54 
Crest (8) Victoria, $1,300*; Main (8) 
sedan, $840, $790. 53 Custom (8) sedan, 
$840*, $790. ’'51 Custom (8) Victoria, 
$475*; Custom (6) sedan, $385*, $325, 
$310. ’50 Custom (6) sedan, $290. ’36 
sedan, $175. 

MERCURY—’54 Custom Sport coupe, $1,- 
390*. '53 Monterey Sport coupe, $950*. 
’52 Sport coupe, $710*. ’51 sedan, $410*. 
’50 sedan, $295. 

NASH—’54 Statesman sedan, $760*, $325. 
*51 sedan, $170, $150. 

OLDSMOBILE—’54 (98) Holiday, 
"52 (88) 4-dr., $760*. ’51 (98) 
$390. 

PACKARD—’52 sedan, $570. 

PLYMOUTH—’54 Belvedere conv., 
‘51 Cambridge sedan, $380. 

PONTIAC—’53 Chieftain (8) sedan, $1,- 
040*. °52 Chieftain (8) Catalina, $840. 
*51 Silver Streak (8) sedan, $470*, $425. 
*49 Silver Streak (6) sedan, $210. 

STUDEBAKER— 52 Champion sedan, $390. 
’51 Champion sedan, $250. '50 Champion 
sedan, $140. 


PHILADELPHIA 


(Harold B. Robinson Auto Sales. Sales 
every Tuesday and Thursday. Prices are 
for sales of Oct. 6-11.) 

(Prices are a shade lower although 
clean autos are still very high. Sold 119 
cars out of 176 offerings.) 


BUICK—’55 Special Riviera, $2,575*. ’54 
RM 4-dr., $1,660* (ps). 53 Super 4-dr., 
$1,160*, $1,050; Riviera, $1,110*, $1,080; 
Special Riviera, $1,030*; 4-dr., $950, 
$880. ’52 Super Riviera, $870*; conv., 
$790*, $730*. 

CADILLAC—’53 (62) 4-dr., $2,140* (ps). 

CHEVROLET—'55 One-fifty 2-dr., $1,300. 
’54 Bel Air conv., $1,090; 4-dr., $1,050, 
$970. '53 Two-ten Hardtop, $910; Bel Air 
4-dr., $840. '52 SL Deluxe 2-dr., $540, 
$520, ’51 SL Deluxe 4-dr., $475*, $450, 
$440, $400; station wagon, $450; Delivery 
sedan, $315, $240, $210; %-ton pickup, 
$460. '50 SL Deluxe station wagon, $450; 
2-dr., $320, $280; station wagon, $100. 
’49 SL Deluxe sedan, $270, $255. 

CHRYSLER—’55 Windsor Hardtop, $2,380* 
(ps). "52 NY 4-dr., $660*, $425. '51 NY 
4-dr., $400*. ’50 Royal 2-dr., $390, $300. 

DeSOTO—’53 Fire Dome (8) 4-dr., $790. 
"52 4-dr., $485. '50 2-dr., $350, $290, 
$125. 

DODGE—’53 Meadowbrook 2-dr., $550. ’51 
Coronet 4-dr., $465, $330, $310. '50 Mead- 
owbrook 4-dr., $310; Wayfarer 2-dr., 
$270. '48 2-dr., $130, $125. 

FORD—’55 Thunderbird, $2,750*; Fairlane 
(8) Crown Victoria, $2,080*; 4-dr., $1,- 
665; %-ton pickup, $890. ’54 Crest (8) 


$1,600*. 
sedan, 


$940*. 


Average Used-Car Prices 


(Compiled by Automotive News) 


Oct., 1955 Sept., 
To Date 1955 

$2,027 

1,281 

899 


Aug., 
1955 
$2,104 
1,307 

930 


(The above figures are averages of used-car auction prices, all makes 
and models, carried in Automotive News.) 


station wagon, $1,300; conv., 2 at $1,200; 
2-dr., $1,145*; Crest (6) 2-dr., 2 at $850. 
’53 Crest (8) Victoria, $1,090*, $1,020°; 
2-dr., $850, $820, $810, $790; Custom (6) 
2-dr., $750. 
KAISER—’51 2-dr., $110*. ’48 4-dr., $100. 
MERCURY — '55 Montclair Hardtop, $2,- 
275*. '54 Monterey Sun Valley, $1,510*; 
4-dr., $1,285*. °’53 2-dr., $1,030*, $840, 
$800, ’51 2-dr., $490, 2 at $360. 
NASH — ’52 Statesman 4-dr., $450*. ’51 
4-dr., $410. '50 4-dr., $200, $150. : 
OLDSMOBILE—’53 (88) 4-dr., $1,170*. ’52 
(88) 4-dr., $690*. 50 (98) 4-dr., $340*; 
(88) 4-dr., $370, $330, $320, $250. °49 


(98) 2-dr., $200*. 
PACKARD — ’53 4-dr., $790*. ’52 4-dr., 
$1,160; 


$440. '51 4-dr., $390, $310. 
PLYMOUTH— 54 Belvedere conv., 
Savoy 4-dr., $1,030, $890, $870. ’°53 Cran- 
brook 4-dr., $700, $680; Cambridge 4-dr., 
$625. °52 Cambridge 2-dr., $450. ’51 
Cranbrook Belvedere, $550, $425; 4-dr., 
$420, $400; Cambridge 2-dr., $330. 
PONTIAC—’54 Chieftain (8) 2-dr., $1,- 
060. ’53 Chieftain (8) Catalina, $1,190*, 
$1,120*; 4-dr., 2 at $950*, $930*, $850. 
’52 Chieftain (8) 4-dr., $640*. ’51 Silver 
Streak (8) 4-dr., $470*, $410, $400. ’50 
Silver Streak (8) 2-dr., $300*. 
STUDEBAKER—’53 Commander Hardtop, 
$760; 4-dr., $585. °52 Commander 4-dr., 
$460, $365*; Hardtop, $350. 
WILLYS—’50 %-ton panel, $120. 
tion wagon, $260. 


MASON CITY, IA. 


(Central States Auto Auction. Sale every 
Wednesday. Prices are for sale of Oct. 12.) 

(Excellent sale. Sold 129 cars out of 
176 consignments.) 


BUICK—’55 Super Riviera, $2,440* (ps), 2 
at $2,400* (ps), $2,395* (ps); Century 
Riviera, $2,505*; Special 4-dr., $1,825*. 
’54 RM 4-dr., $1,820* (ps), $1,775* (ps); 
Century Riviera, $1,815* (ps), $1,725* 
(ps). ’53 Super Riviera, $1,250*; Special 
Riviera, $1,000*. ’'52 Special 4-dr., $675; 
RM 4-dr., $600*. 

CADILLAC—’53 (62) 4-dr., $2,165* (ps), 
$2,115* (ps). ’52 (62) 4-dr., $1,650* (ps). 
"51 (62) 4-dr., $1,310*. 

CHEVROLET—’55 Two-ten (8) 4-dr., $1,- 
775*; Delray coupe, $1,490, $1,400. ’54 
Two-ten 4-dr., $990, $985. °53 Bel Air 
2-dr., $915*, $885*, $880*; 4-dr., $870*, 
$815*; Two-ten 2-dr., $770, $745. ’52 
SL Deluxe 2-dr., $515, $505, $405. ’51 SL 
Deluxe 2-dr., $445, $425; %-ton pickup, 
$475. ’°50 SL Deluxe 4-dr., $360, $270*; 
%-ton pickup, $420. 

CHRYSLER—’'53 NY 4-dr., (ps). 
"51 NY 4-dr., $520* (ps). 

DeSOTO—’53 Fire Dome (8) 4-dr., $990* 
(ps), $885* (ps); Powermaster 4-dr., 
$800* (ps). ’52 Custom 4-dr., $490*. ’51 
Custom 2-dr., $495*. 

DODGE—’54 Coronet 4-dr., $1,045". °53 
Coronet 4-dr., $770*, $725*. '52 Meadow- 
brook 4-dr., $495; Coronet 4-dr., $440. 

FORD—’56 Fairlane (8) Victoria, $2,405* 
(ps), $2,400*; Custom (8) Country sedan, 
$2,350*; 4-dr., $2,050*. °55 Fairlane (8) 
Country sedan, $2,080*; Victoria, $1,900*. 
’54 Custom (8) 2-dr., $1,095*, $960*. ’53 
Crest (8) Victoria, $1,000*; Custom (8) 
2-dr., $900*; Main (8) %-ton panel, $600. 

MERCURY—’55 Montclair Hardtop, §$2,- 
365*, $2,200*. °54 Monterey Hardtop, 
$1,605*. °53 Custom 2-dr., $1,040*. ’52 
Custom 4-dr., $525*. 

NASH—’53 Statesman 4-dr., $910*, $900*. 

OLDSMOBILE—’55 (88) Super 4-dr., $2,- 
430* (ps). ’54 (88) Super 4-dr., $1,745* 
(ps), $1,725*, $1,685*. ‘53 (88) Super 
4-dr., $1,335* (ps). '52 (98) 4-dr., $950* 
(ps). ’51 (88) Super 4-dr., $565*, $430*. 

PLYMOUTH — ’53 Cranbrook Suburban, 
$775; Belvedere, $680*; Cambridge 2-dr., 
$595. °52 Cambridge 4-dr., $455; Concord 
2-dr., $365. ‘51 Cranbrook, $445. ’50 
Special Deluxe 4-dr., $260. 

PONTIAC—’53 Chieftain (8) Catalina, $1,- 
250* (ps); 4-dr., $1,005*. ’52 Chieftain 
(8) 4-dr., $785*, $650*. ’51 Silver Streak 
(8) 4-dr.; $500*. 

STUDEBAKER—’55 Commander 2-dr., $1,- 
505*. 


"49 sta- 


$1,305* 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of Oct. 11.) 
(Sold 291 cars out of 470 offerings.) 


BUICK—’55 Special Riviera 2-dr., $2,355* 
(ps); 4-dr., $2,050*. ’54 Super Riviera, 
$1,980* (ps), $1,865* (ps), $1,740*; RM 
Riviera, $1,935* (ps), $1,810* (ps), $1,- 
795* (ps); Century Riviera 2-dr., $1,- 
700*; conv., $1,695* (ps); Special 4-dr., 
$1,485*, $1,310*, $1,300*. ‘53 Super 
Riviera $1,270*, $1,070*; RM Riviera 4- 
dr., $1,185* (ps), $1,135* (ps). 

CADILLAC—’55 Eldorado conv., $5,020* 
(ps); (62) conv., $4,135* (ps); coupe, 
$3,960* (ps), $3,815* (ps). "54 (62) 4-dr., 
$2,960* (ps). ‘53 (62) coupe, $2,125* 
(ps), $2,105* (ps), $2,040* (ps); 4-dr., 
$2,035* (ps), $1,945* (ps). 

CHEVROLET—’55 One-fifty (6) Handy- 
man, $1,505. ‘54 Corvette conv., $1,620; 
Bel Air Sport coupe, $1,430*, $1,395* 
(ps); Two-ten 4-dr., $1,000*, $940; 2-dr., 
$935. °53 Two-ten Handyman, $985; 
Sport coupe, $835; 4-dr., $800, $785*, 
$765; 2-dr., $720; Bel Air 4-dr., $930, 
$910* (ps), $755. °52 SL Deluxe station 
wagon, $795*; Bel Air, $785*. 

CHRYSLER—’54 NY conv., $1,475* (ps). 
53 Windsor 4-dr., $1,075*. °52 NY 4-dr., 
$750; Windsor 4-dr., $455*. °'49 NY 4- 
dr., $230*. 

DeSOTO—’53 Fire Dome (8) 4-dr., $440*. 
"52 Custom conv., $320*. ‘51 Custom 





4-dr., $350*, "47 = station 


$330*, $325°. 
wagon, $200*. 

DODGE—’54 Royal (8) 4-dr., $1,555, $1,- | 
060*. '53 Coronet Diplomat, $730*; 4-dr, 
$695*. °52 Coronet Diplomat, $395*, 4 
dr. $360*, $350*. 

FORD—’56 Fairlane (8) Victoria, $2,430. 
’55 Fairlane (8) conv., $1,910* (ps), $1,- 
805*; 2-dr., $1,865*; Victoria, $1,545*; 
4-dr., $1,800*. '54 Crest (8) 4-dr., $1,- 
310*; Custom (8) conv., $1,290*; 4-dr., 
$1,155*, $975. ’53 Crest (8) Victoria, $1,- 
105*, $1,100* (ps), $1,050*; Custom (8) 
4-dr., $865* (ps). 

HUDSON—'54 Wasp Hollywood, $1,255*; 
Hornet 4-dr., $1,145*, $760. °53 Hornet 
2-dr., $845*. °52 Hornet Hollywood $400. 

LINCOLN—’53 Capri coupe, $1,500* (ps). 

MERCURY—’55 Custom 2-dr., $1,730. "54 
Monterey 4-dr., $1,390*. ‘53 Monterey 
coupe, $1,235*, $1,185*, $1,175*; Custom 
Sport coupe, $1,075*; 4-dr., $1,035*, $1,- 
010°, $875*, $840. °52 Custom Sport 
coupe, $745*. °51 4-dr., $430°*. 

NASH—'55 Rambler station wagon, $1,750; 
4-dr., $1,485. '53 Statesman 4-dr., $605. 
’52 Ambassador 4-dr., $655, $585*. ’51 
Rambler station wagon, $310. $260. 

OLDSMOBILE—’55 (98) Holiday, $3,025* 
(ps), $2,530* (ps); 4-dr., $2,545* (ps). 
’54 (98) Holiday, $2,155* (ps); 4-dr., 
$1,945* (ps), $1,830* (ps), $1,795* (ps), 
$1,685* (ps); (88) Holiday, $1,855* (ps); 
4-dr.. $1,780*. 

PACKARD—’53 Patrician sedan, $1,195* 
(ps); Clipper 4-dr., $765*, $605*. 

PLYMOUTH — ’54 Belvedere 4-dr., $915* 
(ps); Savoy 2-dr., $895. ’53 Cranbrook 
station wagon, $775; 2-dr., $585; Cam- 
bridge 4-dr., $530; 2-dr., $510. ’52 Cran- 
brook 4-dr., $425, $350, $320. °51 Cran- 
brook Belvedere, $350. 

PONTIAC—’55 Star Chief (8) 4-dr., $2,- 
050*. ’54 Chieftain (8) Catalina, $1,700* 
(ps), $1,650* (ps); 2-dr., $1,220*; Star 
Chief (8) 4-dr., $1,490* (ps), $1,425*. °53 
Chieftain (8) Catalina, $1,085*; 4-dr., 
$990*; 2-dr., $955*. 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every 
Tuesday. Prices are for sale of Oct. 11.) 

(We had a nice, clean bunch of cars 
and they sold very well. Sold 84 out of 
120 offerings.) 


BUICK—’55 Special 4-dr., $2,400. ’54 Spe- 
cial 2-dr., $1,290. °’53 Super 4-dr., $1,- 
080*, $1,070*; 2-dr., $905*; RM 4-dr., 
$970*; Special 4-dr., $890. °52 Super 4- 
dr., $745*; 2-dr., $735*. ’51 Super 2-dr., 
$545*; 4-dr., $475"; Special 4-dr., $440. 
*49 Super 4-dr., $160. 

CADILLAC—’53 (62) 4-dr., $1,975* (DS); 
2-dr., $1,705*. ’50 (62) 2-dr., $890*. '48 
(62) 2-dr., $455*. 

CHEVROLET—’55 Bel Air (8) 4-dr., $1- 
660*; 2-dr., $1,595*; One-fifty (6) 2-dr., 
$1,245. '53 Bel Air 2-dr., $1,000*, $990°*, 
$830; 4-dr., $760; One-fifty 4-dr., $635. 
"52 SL Deluxe 4-dr., $440; 2-dr., $515. 
’51 SL Deluxe 2-dr., $525*, $515*, $340. 
’50 SL Deluxe 2-dr., $320, $185; Bel Air, 
$250. 

CHRYSLER—’52 Windsor 2-dr., $790*. *50 
Windsor 4-dr., $155. °'48 NY 4-dr., $165. 

DeSOTO — ’53 Powermaster 4-dr., $660; 
Fire Dome (8) 4-dr., $840*, $660. 

DODGE — ’53 Meadowbrook 4-dr., $600, 
$465; Coronet 4-dr., $575, $380; 2-dr., 
$575. °52 Meadowbrook 2-dr., $375. ‘51 
Coronet 4-dr., $225. 

FORD—’56 Fairlane (8) station wagon, 
$2,495*; 2-dr., $2,345*. °55 Custom (8) 
2-dr., $1,810*, $1,675*, $1,645, $1,475. "54 
Custom (8) 2-dr., $1,053; 4-dr., $920; 
Main (8) 2-dr., $925. ’53 Custom (8) 2- 
dr., $830*, $795, $715. ’52 Custom (8) 
2-dr., $610*. ’51 Deluxe (8) 2-dr., $545, 
$400, $395. ’49 Custom (8) 2-dr., $300, 
$175. '48 Deluxe (8) 2-dr., $175. 

MERCURY—’ 54 Monterey 2-dr., $1,525. °52 
Monterey 4-dr., $770. '51 Custom 2-dr., 
$450. 

NASH—’51‘ Rambler 2-dr., $370; States- 
man 4-dr., $255. °50 Statesman 4-dr., 
$215. 

OLDSMOBILE—’53 (88) Holiday, $1,100*. 
’51 (88) Holiday, $535*, $525*. ’50 (88) 
Holiday, $325*. 

PACKARD — ’53 Clipper 2-dr., $920*; 
(200) 4-dr., $650. °52 Clipper 4-dr., $495. 
’51 (300) 2-dr., $405; Clipper 2-dr., $405. 

PLYMOUTH—'55 Belvedere sedan, $1,560. 
754 Belvedere 2-dr., $1,100. '53 Cran- 
brook Belevedere, $750. ’51 Cranbrook 
4-dr., $255. 

PONTIAC—’55 Chieftain (8) 4-dr., $1,780*. 
’54 Chieftain (8) station wagon, $1,400; 
4-dr., $1,275*. °'53 Chieftain (8) 4-dr., 
$900*; 2-dr., $805*. ’°52 Chieftain (8) 2- 
dr., $885*; 4-dr., $735*, $550; conv., 
$650*. ’51 Silver Streak (8) 2-dr., $510. 
"50 Silver Streak (8) 2-dr., $445; station 
wagon, $355. '49 Silver Streak (8) 4-dr., 
$255. 

STUDEBAKER — ’55 Champion 2-dr., $1,- 
095. ’52 Commander 2-dr., $380, ’37 mu- 
seum piece 2-dr., $395. 

MISCELLANEOUS—’49 Frazer 4-dr., $190. 


MINNEAPOLIS 


(Minneapolis Auto Auction. Sale every 
Wednesday. Prices are for sale of Oct. 12.) 

(50s to ’53s really strong. Used °55s 
picking up. Sold 89 percent of offerings 
today.) 

BUICK—'55 Super Riviera, $2,500* (ps)- 
’54 Super 4-dr., $1,550*. ’53 Super 4-dr., 
$1,060*, ’51 Super Riviera, $480*; Special 
4-dr., $450*. ‘50 Super 4-dr., $355*, 
$315*; Special 4-dr., $265*. 

CADILLAC—’55 (62) coupe, $4,000* (ps), 
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$3,860° (ps). °'54 (62) coupe, $3,300* 
(ps). '53 (62) 4-dr., $2,000* (ps). 
OLET—’'55 Two-ten 4-dr., $1,460°*, 
$1,410. "54 Bel Air coupe, $1,210*; Two- 
ten 4-dr., $1,060, 2 at $1,050, $1,010. °53 
Two-ten 4-dr., $810*, $800, $720, $700; 
One-fifty 4-dr., $650, $610, $600. 52 SL 
Deluxe Bel Air, $675*, $640*; 4-dr., 
* $500; 2-dr., $500, $440. '51 SL 
Deluxe 2-dr., $460, $400. 50 SL Deluxe 
4-dr., $360, $335, $330, $245. '49 SL De- 
juxe 4-dr., $210, 2 at $200, 2 at $170. 
48 SL Deluxe 2-dr., $130. 
CHRYSLER — '54 Windsor 4-dr., $1,250* 
(ps). '52 Windsor 4-dr., $450°. 
— '51 Custom 4-dr., $375*. '50 
Custom 2-dr., $260*. 
pODGE—’53 Coronet 4-dr., $800*. ’51 Cor- 
onet club coupe, $395*, ’50 Coronet 4-dr., 


youn —'56 Fairlane (8) Country sedan, 
$2,580" (ps); Custom (8) 4-dr., $1,910*. 
‘55 Fairlane (8) 4-dr., $1,675*, 2 at $1,- 
650. '54 Custom (8) 4-dr., $1,125*, $1,- 
100*. '53 Custom (8) 4-dr., $905*, $800; 
Custom (6) 2-dr., $570. 52 Custom (8) 
4-dr., $625*, $600*, $570*. °50 Custom 
(8) conv., $315; 4-dr., $240*, 2 at $225*. 
49 Custom (6) 4-dr., $175*%, $150. 
HUDSON—’53 Wasp 4-dr., $755*. 
KAISER—’51 Deluxe 4-dr., $135°*. 
LINCOLN—'51 Cosmopolitan 4-dr., $510°*. 
MERCURY— 54 Custom 4-dr., $1,270*. °53 
Custom club coupe, $995*. °52 Custom | 
4-dr,, $725%. ’51 4-dr., $500*. '49 4-dr., 
155. 
uiam'-'51 Statesman 4-dr., $310*. 
OLDSMOBILE — '55 (88) Super Holiday, 
$2,600* (ps); 4-dr., $2,310* (ps). ’54 (98) 
4-dr., $1,745*. '53 (88) Super 4-dr., $1,- 
310*, ’51 (88) 4-dr., $600*. 
PACKARD—’50 Deluxe 4-dr., $230*. , 
PLYMOUTH—'54 Savoy 4-dr., $1,010*. 53 


Cranbrook station wagon, $950; 4-dr., 
$710, $565. ’51 Cranbrook conv., $355; 
2-dr., $215. '50 Deluxe station wagon, 
$320; 4-dr., $270, $220, $130. 

PONTIAC—’54 Chieftain (8) 4-dr., $1,-| 
250%, $1,220*. °53 Chieftain (8) 4-dr., 
$970*, $910*. °52 Chieftain (8) 4-dr., 


$610*. '51 Silver Streak (8) 4-dr., $500*. 
’50 Silver Streak (8) conv., $265*; rer 


$200. °49 Silver Streak (6) 4-dr., 
$100. e 
‘STUDEBAKER — '52 Champion Hardtop, 


$630*. ’50 Champion 4-dr., $250*. 
WILLYS—’51 Deluxe station wagon, $440*. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 

nesday. Prices are for sale of Oct. 12.) 

(Market a little slow due to low quality 

merchandise. Sold 104 cars out of 152 

offerings.) 

BUICK—’53 Super 4-dr., $1,080*; Riviera, 
$1,060. 52 Super Riviera, $780; 2-dr., 
$755; Special 4-dr., $680. 51 Super 4-dr., 
$480*; RM 4-dr., $405*. 50 Special 2-dr., 
$380, $315*. 

CHEVROLET—’55 Bel Air (8) 4-dr., $1,- 
680; Two-ten (6) 2-dr., $1,380. ’54 Bel 
Air 2-dr., $1,300*, $1,205*; Two-ten 2- 
dr., $880. °53 Bel Air 2-dr., $880, $800; 
Two-ten 2-dr., $740. ’52 SL Specjal 2-dr., 
$580; SL Deluxe 2-dr., $450, $385*, 
$350*; Delivery sedan, $400. '51 SL De- 
luxe 2-dr., $240. ’50 SL Deluxe 2-dr., 
$350*; 4-dr., $390; club coupe, $305. '49 
SL Deluxe 4-dr., $305, $300. ‘48 FM 
4-dr.. $275, $120; FL 2-dr., $190. 

DeSOTO—’50 Custom 4-dr., $260. '46 Cus- 
tom 2-dr., $105*. 

DODGE—’52 Wayfarer 2-dr., $480*; Coro- 
net 4-dr., $470*. 

FORD—'54 Main (8) 2-dr., $795; Custom 
(8) 2-dr., $785. °'53 Custom (8) 2-dr., 
$875. '52 Custom (8) 4-dr., $705*; 2-dr., 
$690*; Main (8) 2-dr., $450; %-ton pick- 
up, $530. ’51 Custom (8) 4-dr., $640, 
$405, $355; 2-dr., $560, $555*, $505, $405; 
Victoria, $525*; %-ton pickup, $360. '50 
Custom (8) 2-dr., $405; club coupe, $515, 
$390. °49 Custom (8) 2-dr., $300, $260, 
$225; 4-dr., $365, $205*; club coupe, $105. 
"46 Deluxe club coupe, $105. °35 Deluxe 
Sports coupe, $580 (Cadillac motor). 

MERCURY—’53 2-dr., $740*. °51 4-dr., 
$370*. ’50 2-dr., $400. ’49 4-dr., $100. 

NASH—'52 Statesman 4-dr., $305*. 





OLDSMOBILE—’53 (88) 2-dr., $880. °50 
(98) 4-dr., $540*, $375, $375*; (88) 4-| 
dr., $300*, $280*; 2-dr., $220*. 


PACKARD—’52 4-dr., $625. 
PLYMOUTH—'55 Savoy (8) 2-dr., $1,450*. 


"54 Savoy 4-dr., $1,040. °53 Cranbrook 
4-dr., $680, $590, $555*. °52 Cranbrook | 
4-dr., $685*; Belvedere, $605. ’51 Cran- | 


brook club coupe, $430, $350. ’50 Deluxe | 
2-dr., $200. °49 Special Deluxe 4-dr., 
$305. 

PONTIAC—’53 Chieftain (8) Catalina, $1,- | 
105; 2-dr., $895. ’51 Silver Streak (8) | 
2-dr., $705*, $550, $505. | 

STUDEBAKER—’51 Champion club coupe, | 
$200. 50 Champion 2-dr., $140. ’48 Com- | 
Mander club coupe, $115*. 

MISCELLANEOUS—’51 Austin 4-ar., $195; 
Henry J 2-dr., $155. 


ALBANY 


(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of Oct. 10.) 
(indian Summer weather today and, 
a8 expected, the market hit a few new 
lows for the year with older cars hard 
te sell. It was a dog eat dog affair; sell- 
fs trying to wash out even and buyers 
chiseling for the last low buck. New, 
Unused °55s were the only autes to hold 
Steady and we sold eight out of eleven. 
*S6 Ferds and Mercurys did not have 
toe many bidders at the prices expected. 
buyers attended teday and we 
Wound up selling 154 cars out of 192 


+) 

BUICK—’55 Special 2-dr., $1,900. ’52 Spe- 
cial 4-dr., $660. °51 Special 4-dr., $460*; 
RM 4-dr., $395*. ’50 RM Riviera coupe, 
$325*; Special 2-dr., $310; 4-dr., $270*, 
$210*, $135*; Super 4-dr., $300*, $170*. 
"49 Super 4-dr., $180*. 

CADILLAC—’55 (62) coupe, $4,025* (ps). 
*50 (60) Special 4-dr., $900*; (62) 4-dr., 
$890*. °49 (61) 4-dr., $550*. °47 (62) 
4-dr., $150*. 

CHEVROLET — °55 Two-ten (6) station 
wagon, $2,100*; 4-dr., $1,600, $1,360. ’54 
Bel Air 2-dr., $1,100*; Two-ten 4-dr., 
$1,075*, $930; Delray coupe, $1,050*; 
2-dr., $930. ’53 Bel Air 4-dr., $875*, 
$770, $750; Two-ten 2-dr., $775; 4-dr., 
$750, $725*, $720. ’52 SL Deluxe station 
Wagon, $850*; 4-dr., $650*, $575, $520}, 


Used-Car Auction Prices 


(Continued from Page 34) 
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$435; 2-dr., $400; SL Special 2-dr., $310. 
’51 SL Deluxe 2-dr., $450, $400, $370*, 


$360; 4-dr., $380*, $370, $300*; conv., 
$410*; club coupe, $240; FL Deluxe 4- 
dr., $400; 2-dr., $295*. °50 SL Deluxe 


Bel Air, $470; 4-dr., $360, $255, $240; 
2-dr., $250*, $245; conv., $270; SL Spe- 
cial 2-dr., $230; FL Deluxe 2-dr., $230. 
"49 SL Deluxe 4-dr., $170, $120; 2-dr., 
$170. 

CHRYSLER—'51 Windsor 4-dr., $340*. "50 
Windsor 4-dr., $300*. 

DeSOTO—’52 Fire Dome (8) 4-dr., $510*. 
*51 Custom 4-dr., §470*,. '49 Custom 4- 
dr., $190*, $150°. 

DODGE—’52 Meadowbrook 4-dr., $385. ’51 
Meadowbrook 4-dr., $340*. '50 Coronet 
club coupe, $300*. 

FORD—’56 Fairlane (8) Country seddah, 
$2,420*; Main (8) Ranch Wagon, $2,290*; 


Custom (8) 2-dr., $2,020, 2 at $2,000; 
Custom (6) 4-dr., $1,950*. '55 Fairlane | 
(8) Victoria, $1,860*; 2-dr., $1,600. '54 
Custom (8) 2-dr., $1,075*%; Main (6) | 


2-dr., $830. '53 Crest (8) Victoria, $850*; 
Custom (8) 4-dr., $825*, $775; club 
coupe, $790; 2-dr., $780*. ’52 Custom 
(6) 2-dr., $580*; Custom (8) 4-dr., $310*. 
"51 Custom (8) Victoria, $575*, $510, 
$450*, $375; 4-dr., $290. 50 Custom (8) 
2-dr., $290, $270, $240, $240*; Deluxe (6) 
2-dr., $160. ’°49 Custom (6) club coupe, 
$130. 

HUDSON—’50 Pacemaker 4-dr., $160. 

MERCURY—’56 Monterey coupe, $2,675* 


(ps), $2,650°. ’53 4-dr., $875*. '51 2-dr., 





} 





$360, $350*; 4-dr., $290, $200*. '50 4-dr., 


$370*, $260, $200*. °49 2-dr., $170*, 
$150*; coupe, $140. 
OLDSMOBILE—’55 (88) Holiday, $2,190* 


(ps). '51 (88) 4-dr., $460°, $400, "50 (98) 
4-dr., $375*; (88) 4-dr., $290*. 

PACKARD—’53 Clipper 2-dr., $750*. °'52 
Clipper 4-dr., $515*, $375. '51 4-dr., $400. 

PLYMOUTH — '53 Cranbrook 2-dr., $710. 
"52 Cranbrook club coupe, $470. ‘51 
Cranbrook conv., $380, $220; Cambridge 
4-dr., $230. '50 Deluxe club coupe, $230. 

PONTIAC — '54 Star Chief (8) Catalina, 
$1,875* (ps). °52 Chieftain (8) 4-dr., 
$560. ‘51 Silver Streak (8) station wag- 
on, $650; 4-dr., $445*; 2-dr., $385*; Sil- 
ver Streak (6) 2-dr., $230. ‘50 Silver 
Streak (6) 2-dr., $235, $210. '49 Custom 
(8) conv., $225. 

STUDEBAKER—’52 Ghampion 4-dr., $350; 
2-dr., $325*; Commander 4-dr., $275*. 
"50 Champion 2-dr., $170, $120*. °49 
Commander Land Cruiser, $100*. 

WILLYS—’52 Aero Lark 2-dr., $300. 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co. Sale every 
Thursday. Prices are for sale of Oct. 13.) 
(Both buyers and sellers are adjusting 
their lots for fall and winter markets. 
Prices on clean offerings continued firm 
while junk and rough offerings were fali- 


ing, with few takers. Sold 94 cars out 
of 116.) 

BUICK—’55 Super Riviera, $2,270* (ps). 
54 Super Riviera, $1,685* (ps); RM 


4-dr., $1,195* (ps). ’53 Special Riviera, 
$1,200*; RM 2-dr., $1,195* (ps). '52 RM 
4-dr., $510*; Special Riviera, $490. °51 
Super Riviera, $535*. °50 Special 2-dr., 
$145*. °47 Super 4-dr., $120. 
CADILLAC—’51 (61) 4-dr., $1,000*. 
CHEVROLET—’54 Two-ten 4-dr., $1,125. 
‘53 Two-ten 2-dr., $730; Bel Air 4-dr., 
$620; One-fifty 4-dr., $700; 2-dr., $550. 





‘52 SL Deluxe Bel Air, $670*; 4-dr., 
$550*; 2-dr., $510°; SL Special 2-dr., 
$400. '51 FL Deluxe 2-dr., $485, $460; 
SL Special 2-dr., $380, $290*; SL Deluxe 
4-dr., $335. "50 SL Deluxe 2-dr., $375, 2 
at $350. '49 SL Deluxe 2-dr., $225; SL 
Special 4-dr., $175. 

CHRYSLER—’'52 Imperial Newport, $675. 
’49 Windsor 4-dr., $120*. 

—_— Deluxe 4-dr., $200. '46 4-dr., 
100. 


DODGE—’53 Coronet (6) 4-dr., $640, ‘52 
Meadowbrook 4-dr., $530, $525. °46 De- 
luxe 4-dr., $135. 

FORD —'55 Fairlane (8) 4-dr., $1,675*; 


Custom (8) 4-dr., $1,530, '54 Custom (6) 
2-dr., $1,055*. °53 Custom (8) 4-dr., 
$840*; Main (8) 2-dr., $680; Main (6) 
2-dr., $620. '52 Custom (6) 2-dr., $620*. 
’51 Custom (8) 2-dr., $500, $405*, $165*; 
Deluxe (8) 2-dr., $395; %-ton panel, 
$300. '50 Custom (8) 4-dr., $280; 2-dr., 
$280*, $190*%; Custom (6) 2-dr., $205; 
club coupe, $150; Deluxe (6) 2-dr., $200. 
'49 Custom (8) 4-dr., $120. 

HUDSON—’51 4-dr., $330*. 

KAISER—’51 4-dr., $110. 

LINCOLN—’50 4-dr., $190*. 
MERCURY—’51 station wagon, $535; 4-dr., 
$505* °50 4-dr., $350°. '47 4-dr., $150. 

NASH—’'50 Ambassador 4-dr., $105*. 
OLDSMOBILE—’ 52 (88) Super 2-dr., $610*. 


"51 (88) Super 4-dr., $600*°. ‘50 (88) 
club coupe, $265*. 
PLYMOUTH—’54 Savoy 2-dr., $915. °52 


Cranbrook 4-dr., $455; Cambridge 2-dr., 
$390. '51 Cranbrook 4-dr., $320. '47 4- 
dr., $170. 

PONTIAC—’ 54 Chieftain (8) Catalina, $1,- 
435* (ps); Chieftain (6) 2-dr., $1,030. 
"52 Chieftain (8) 4-dr., $625*, $575. '50 
Silver Streak (8) 2-dr., $315*, '49 Silver 
Streak (8) conv., $140*. 

STUDEBAKER — '51 Cammander Land 
Cruiser, $205*; 2-dr., $175*; Champion 
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club coupe, $265; 4-dr., $200*. '50 Cham- 
Pion 2-dr., $150*. 

MISCELLANEOUS — ’54 International %- 
ton pickup, $825. '53 Henry J 2-dr., $230. 
’50 International %-ton pickup, $250. '47 
GMC %-ton pickup, $235. 


OMAHA 


(Richard Abel Auto Auction, Sale every 
Thursday. Prices are for sale of Oct. 13.) 

(Market good with buying power gain- 
ing. We could have sold 50 more cars 
this week.) 

BUICK—’55 Special 4-dr., $1,805*, 53 RM 
Riviera, $1,225* (ps); Super 4-dr., $1,- 
060°, $1,010*%; Special Riviera, $1,015*; 
4-dr., $990*. '52 Super Riviera, $810*; 
4-dr., $615*. '49 RM 2-dr., $155. 

CADILLAC—’52 (62) 4-dr., $1,500*. 

CHEVROLET—’55 Bel Air (8) 4-dr., $1,- 
840*; Bel Air (6) 4-dr., $1,575; Two-ten 
(6) 4-dr., $1,620*, $1,400; 2-dr., $1,425. 
’54 Bel Air Sport coupe, $1,360; Two-ten 
4-dr., $1,165*; One-fifty 4-dr., $810*. '53 
Two-ten station wagon, $1,035; Bel Air 





2-dr., $900. '52 %-ton pickup, $550. ’51 
SL Deluxe Bel Air, $565*. '50 SL Deluxe 
2-dr., $240. 

CHRYSLER — ’51 Windsor sedan, $495*; 
4-dr., $430°. 7 


DODGE—’50 Coronet 4-dr., $285; Meadow- 
brook 4-dr., $150*. 
FORD—’'56 Fairlane (8) Victoria, $2,400*; 


club sedan, $2,290*. °55 Thunderbird, 
$2,550*; Country Squire, $1,950*; Fair- 
lane (8) 2-dr., $1,555*. '54 Crest (8) 
Country sedan, $1,380*; 4-dr., $1,065; 


Main (8) Ranch Wagon, $1,370*, $1,300*; 
Custom (8) 2-dr., $1,190*%, $1,180*; 4-dr., 
$1,120*. '51 Custom (8) conv., $560*; 
4-dr., $490, $470*, $455; 2-dr., $430; 
Deluxe (6) 2-dr., $220. '50 Custom (8) 
4-dr., $435, $380. 

HUDSON—’51 4-dr., $340*. 


(Continuéd on Page 37, Col. 1) 
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When a polish product stands up under salt spray 


— whether from ocean air or icy street —it’s really 


got what it takes. 


Super Liquid Glaze with amazing Glasite does 
even better—it actually gets harder and brighter 
after each washing, for months on end. 

What’s equally important from a profit stand- 
point—“application of Liquid Glaze is fast, simple 
and easy—a polish man’s dream.” 

Write for samples and prices and find out for 
yourself why so many dealerships are switching 
to the-new Liquid Glaze. 


LIQUID GLAZE, INC., 704 Sheridan St., Lansing, Mich. 





District Manager needed for Texas Territory. Write today. 


NO WONDER THE BIG SWITCH 


‘Liquid Glaze Really Stands Up... 
Even in Gulf Coast Salt Air™ 


Managers like L. 
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E. Neitsch 


know whereof they speak. Read below 
what he thinks about the new Liquid Glaze. 
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Exceptional profit opportunity! 


TOP AUTOMOTIVE 
DEALERSHIP OPEN! 


1200 UNIT CONTRACT 
IN LEADING SOUTHERN CITY 
AS A SINGLE POINT DEALER 


Attention: Outstanding automobile dealers, auto- 
mobile general managers and sales managers! Top 
opportunity now open locally with one of the 
country's largest manufacturers. This is a key deal- 
ership and we are prepared to advance 75%, of 
the required working capital to help assure a solid 
start! Here is a once-in-a-decade chance to step 
into your own business and unleash your own sales 
talents with a big-name manufacturer at a time of 


the highest personal incomes in history! Address: 


BOX AN-514 


AUTOMOTIVE NEWS 
2666 Penobscot Bidg., Detroit 26, Mich. 


THE IMPROVED 


A versatile, speedy press of 25 
ton capacity for numerous uses in 
automobile shops, machinery over- 
haul departments, tool rooms and 
laboratories. Features include 
quick work contact and return, 
adjustable and reversible bolster 
with “Vee” blocks attached to one 
side of plates, and adjustable 
pump handle conveniently located 
to place the operator in the best 
position to use the press with 
minimum effort. Write for bul- 
letin giving complete details and 
specifications. 


DIVISION OF 
HOUDAILLE-HERSHEY CORP. 
341 BABCOCK STREET 
BUFFALO, NEW YORK 


Sales Conditions in Various Areas... 


Auto Market Reports 


Toledo 


Toledo and Lucas County dealers 
delivered 2,378 new cars in Septem- 
ber, or 10 percent fewer than the 
2,663 delivered in August, accord- 
ing to figures compiled by the To- 
ledo Automobile Dealers Assn. 

The month was the fourth best 
of the year and ran far ahead of 

September, 1954, when deliveries 

totaled 1,787 units. 

Twelve of the 18 listed makes 
had year-to-year gains for the 
month. 

In the first nine months of this 
year, dealers delivered 20,733 new 
cars, compared with 17,394 in the 
same period of last year.—(George 
E. Toles.) 


Buffalo 


New-car registrations in the Buf- 
falo (N. Y.) area during August 
were up nearly 40 percent over the 
same month last year but were 
down about 13 percent from July, 
the Buffalo Automobile Dealers 
Assn. reported. 


The report showed that 4,455 
new cars were registered in Erie 
County in August compared with 
3,200 in August last year and 5,134 
in July. 

August registrations brought the 
total for the first eight months of 
1955 to 37,190, compared with 26,733 
in the corresponding period of 1944. 

During August, Ford led with 901 
new-car registrations. Chevrolet 
was second, with 785, and Buick 
third, with 574.—(George E, Toles.) 


* * * 


San Antonio 


Motor vehicle registrations in 
San Antonio and Bexar County 
showed a sharp drop in September 
from the total recorded in August 
—1,792 compared with 2,102 in the 
previous month. 

Of the September total, 1,603 
were new cars and 189 were trucks, 
compared with 1,887 cars and 215 
trucks in August. 

In the see-saw battle for first 
Place in new cars, Chevrolet re- 

gained leadership after bowing 
to Ford in August. 

September car registrations by 
makes were: Chevrolet, 385; Ford, 
339; Buick, 197; Oldsmobile, 163; 
Pontiac, 153; Plymouth, 100; Mer- 
cury, 76; Dodge, 49; Nash, 24; Cad- 
illac, 23; Chrysler, 20; Lincoln, 17; 
Hudson, 16; Studebaker, 14; Pack- 
ard, 11; DeSoto, 9; Jaguar, 2; Wil- 

lys, 2; Imperial, 1; Kaiser, 1, and 
miscellaneous, 1. 

Truck registrations were: Chev- 
rolet, 77; Ford, 62; International, 
23; GMC, 12; Dodge, 8; White, 4; 
Mack, 2, and Willys, 1.— (J. H. 
Reed.) 


Dallas 


New-car registrations in Dallas 
during September totaled 4,589, a 
decline of 6 percent from the 4,883 
units registered in the previous 
month. 

Truck sales, however, increased 
nearly 10 percent from 571 in Au- 
gust to 626 in September. 

New-car registrations by makes 
were: Ford, 1,202; Chevrolet, 1,- 
174; Pontiac, 436; Buick, 435; 
Oldsmobile, 405; Mercury, 291; 
Plymouth, 251; Dodge, 114; Cad- 
illac, 97; Chrysler, 54; DeSoto, 
30; Studebaker, 26; Nash, 21; Lin- 
coln, 21; Packard, 9; Hudson, 6; 
Renault, 3; English Ford, 2; 
Volkswagen, 2; Willys, 2; Austin, 
1; Hillman, 1; Isetta, 1; Jaguar, 
1; Mercedes, 1; MG, 1; Porsche, 
1, and Triumph, 1. 

Truck registrations were: Chev- 
rolet, 291; Ford, 150; Dodge, 53; 
International, 47; GMC, 36; White, 
36; Mack, 8; Studebaker, 3; Auto- 
ear, 1, and Kenworth, 1.— (Ruby 
Fenoglio.) 


* x 


Cleveland 


October’s opening week saw used- 
car sales pace Cleveland’s automo- 
tive field with a turnover of 1,904, 
just under the previous week’s 
smashing high. 

New-car volume amounted to 
1,688 units, which was far above 
the year-ago figure of 1,031, but 


below the previous week’s record 
2,614. 

The Federal Reserve Bank, in 
its report on Cleveland business 
activities for the first nine months, 
said: “Nearly 73,000 new passen- 
ger cars were retailed during the 
first three quarters of 1955, or 30 
percent more than in the like 
period last year, and 18 percent 
more than in 1950, the previous 
alltime high. 

“Over 77,000 used cars have been 
sold by used-car dealers. The total, 
which igs undoubtedly an alltime 
high, exceeded corresponding sales 
last year by 22 percent. 

“The trend of truck sales, how- 
ever, continues to be much less 
spectacular, with about 4,300 new 
trucks sold, only a 4 percent in- 
crease from last year, and a 25 per- 
cent drop from the record 1950. 
Used-truck sales, numbering a few 
less than 2,000, registered a 3 per- 
cent dip from last year.”—(Sanford 
Markey.) 


Yakima, Wash. 


New models spurred sales in 
Yakima County (Yakima), Wash., 
during September. 


Registrations of motor vehicles at 
the county courthouse show 450 
new cars sold, compared with 387 
in August and 246 in September of 
last year. So far this year 3,741 new 
cars have been registered, com- 
pared with 2,382 in the same period 
last year. 

New-truck sales last month at 
90 were just four under the August 
total but were better than the Sep- 
tember record last year by eight 
units. So far this year 680 new 
trucks have been sold as against 
605 last year—(Homer Hathaway.) 

+” ok + 


Atlanta 


New-car and truck registrations 
for September in Fulton and De- 
Kalb Counties (Atlanta and envi- 
rons) show a total of 3,988 new cars 
and 506 trucks. 

August’s figures were 3,854 cars 
and 568 trucks. 

New cars were divided as fol- 
lews: Chevrolet, 1,247; Ford, 766; 
Pontiac, 382; Buick, 375; Oldsmo- 
bile, 333; Plymouth, 258, Mercury, 
170; Dodge, 155; Chrysler, 68; 
Cadillac, 67; Studebaker, 44; 
Nash, 35; Packard, 32; DeSoto, 
27; Lineoln, 12; Hudson, 2; Willys, 
2, and miscellaneous, 13. 

New-truck sales: Chevrolet, 196; 
Ford, 137; International, 62; GMC, 
43; White, 29; Dodge, 20; Mack, 7; 
Studebaker, 2; Reo, 1; Willys, 1, 
and miscellaneous, 8.—(E. C. Bash.) 

* * * 


Pittsburgh 


New-car registrations in the 
Pittsburgh area for the week ended 
Oct. 8 slumped severely, according 


to the Bureau of Business Research 
of the University of Pittsburgh. 


The bureau’s index of general 
business activity declined to 1935 
percent of the 1935-39 average dur- 
ing the week from 196.0 percent in 
the preceding seven days. 


The steel ingot rate was raised 
to 101 percent of practical capacity, 
the first time since March, 1953, | 
that operations had exceeded 100 
percent.—(Leon Leffingwell.) 


Detroit 


Chevrolet registered more new 
cars than did Ford in Wayne 
County (Detroit) during September, | 
the first time in many, many 
months that Ford had yielded its 
leadership. 

Chevrolet registrations numbered 
4,619 (24.65 percent of the market), 
compared with Ford’s 4,452 (23.76 
percent of the market). 

Overall new-car registrations 

amounted to 18,727, a decline of 
4 percent from August’s 19,464. 
New-truck registrations, however, 
zoomed upward to 1,207, a 23 per- 
cent gain over the previous 
month’s 983. 

Chevrolet paced General Motors’ 
showing, with the corporation’s five 
lines accounting for 52.64 percent 
of the entire Detroit market in Sep- 
tember. It had been 48.48 percent 
in the previous month. 

Ford Motor Co. dropped from 
33.94 percent in August to 30.45 per- 
cent in September. Chrysler Corp. 
was down from 15.35 percent to 
14.72 percent. The Little Three total 
accounted for 2.23 percent in August 
and 2.19 percent in September. 


September new-car registra- 
tions by make were: Chevrolet, 
4,619; Ford, 4,452; Buick, 2,030; 
Oldsmobile, 1,564; Plymouth, 1,474; 
Pontiac, 1,427; Mercury, 1,157; 
Dodge, 739; Chrysler, 283; DeSoto, 
233; Cadillac, 223; Nash, 139; Lin- 
coln, 95; Studebaker, 72; Clipper, 
68; Packard, 55; Hudson, 30; 
Imperial, 18; Willys, 11, and mis- 
cellaneous, 38. 

Truck registrations were: Ford, 
574; Chevrolet, 361; Dodge, 114; 
GMC, 79; International, 25; Divco, 
15; White, 8; Reo, 7; Studebaker, 7; 
Willys, 7; Diamond T, 4; Mack, 4, 
and Autocar, 2.—(Robert M. Lien-} 


ert.) 
+ * 


Louisville 


Louisville and Jefferson County 
will go over 200,000 cars and trucks 
registered this year, for the first 
time. 

County Clerk Jim Queenan re- 
ported that 199,380 cars and trucks 
had been registered, at the end of 
nine months, for an alltime high. 
The 1955 registration is 12,561 more 
than were registered in the entire 
year of 1954, and there are three 
months more to go.—(A. W. Wil- 
liams.) 


Time Out at MADA Convention— 


Max McLaurin (Hudson), Jackson, Miss., retiring president of the Mississippi Auto 
mobile Dealers Assn., left, chats with C. H. Hawkins (Chrysler-Plymouth), Kosciusko, 
newly elected president, center, and George L. Suggs, Jackson, association manoget, 
during an intermission in the group's annual convention at Biloxi. 
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Used-Car Auction Prices 


(Continued from Page 35) 


MERCURY—’53 Custom 2-dr., $1,040*. "52 
Custom 4-dr., $680*. ’ 
NASH—'54 Ambassador 4-dr., $1,385*. ‘51 

4-dr., $320°. 

OLDSMOBILE — '55 (88) Super Holiday, 
$2,600* (ps); Deluxe 4-dr., $2,365* (ps), 
$2,220. 54 (88) Super 4-dr., $1,785° 
(ps). ’53 (98) Holiday, $1,490* (ps). 52 
(88) 2-dr., $855*. '51 (98) 4-dr., $550°. 
*50 (88) club sedan, $340*. 

pPLYMOUTH— 54 Belvedere coupe, $1,070*; 
guburban, $1,065; 4-dr., $985*. 51 Cran- 
prook 4-dr., $330. °50 Special Deluxe 
guburban, $475; 4-dr., $195; club coupe, 
180. 

pONTIAC—'55 Chieftain (6) 2-dr., $1,360. 
53 Chieftain (8) 4-dr., $1,100*, $885*; 
conv., $1,080* (ps); station wagon, $1,- 
035*. °52 Chieftain (8) 4-dr., $520. 51 
Silver Streak (8) 4-dr., $545*, $525*. ’50 
Silver Streak (8) Catalina, $325*; club 

, $325. 

sTUDEBAKER—'53 Champion 4-dr., $585*. 

50 Commander Land Cruiser, $180*. 
YS—’48 Jeepster, $250. 

MISCELLANEOUS—’52 GMC %-ton pick- 

up, $465. 


LITTLETON, COLO. 


(Denver Auto Auction. Sale every Satur- 
day. Prices are for sale of Oct. 8.) 
(Market good. Sold 236 cars out of 343 
offerings.) 
BUICK—’55 Century Riviera 4-dr., $2,825* 
(ps), $2,755* (ps), $2,725*, $2,710* (ps); 


coupe, $2,675* (ps), $2,445*; Special 
Riviera coupe, $2,320*, $2,195*; 4-dr., 
$2,235". °53 Special 2-dr., $1,075. "52 ) 
Super Riviera, $790*; 4-dr., $565. "50 | 
Special 4-dr., $155. 

CADILLAC—’55 (62) coupe deVille, $4,- 
260% (ps), $4,080* (ps); 4-dr., $4,000* 
(ps). °54 (62) coupe deVille, $3,500* 
(ps), $3,450* (ps); 4-dr., $3,130* (ps). | 


'53 (60) Special 4-dr., $2,380* (ps); (62) 
coupe, $2,325* (ps); coupe deVille, $2,- 
300* (ps); conv., $2,175* (ps); 
$2,110* (ps). ’52 (62) 4-dr., $1,405*. ’51 
(62) coupe, $1,370*; (60) 
$1,310*, $1,255*. '50 (61) coupe, $1,220*, 


$1,130*, $1,070*. ’48 (60) Special coupe, 
$475*. 

CHEVROLET — ’55 Bel Air (8) station 
wagon, $2,470*; Sport coupe, $2,000*; 


Bel Air (6) Sport coupe, $1,975; Two-ten 
(8) 4-dr., $2,195, $2,100*, $2,050; Two- 
ten (6) 4-dr., $1,790*, $1,675, $1,600; 
2-dr., $1,590; %-ton pickup, $1,575; %- 
ton pickup, $1,350, $1,310. '54 Bel Air 
2-dr., $1,045, $1,000; Two-ten 4-dr., $965; 
Delray coupe, $785; One-fifty 2-dr., $900, 


Special 4-dr., | 





4-dr., | 


$605. °53 Bel Air Sport coupe, $1,065; 
Two-ten 2-dr. ,S805*; 4-dr., $775; One- 
fifty 2-dr., $700; 4-dr., $690, $415; %- 
ton pickup, $775. ’°52 SL Deluxe Sport 
coupe, $750, $685; 4-dr., $655*; 2-dr., 
$470. °51 SL Deluxe 4-dr., $470*; 2-dr., 
$385, $360. °50 FL Deluxe 4-dr., $360*; | 
2-dr., $280. °49 %-ton pickup, $340; SL 
Deluxe 4-dr., $245; coupe, $225. 


ton pickup, $290. 


"47 Y= | 
| 


CHRYSLER—'53 Windsor 4-dr., $790*. "52 | 


Windsor Newport, $600*. 
4-dr., $280*, 

DODGE — ’'54 Coronet conv., $1,180. ’53 
Meadowbrook 4-dr., $675. °52 Coronet 
Diplomat, $570*, $550*. °51 Coronet 4- 
dr., $330*, $270*. 
$230*. 

FORD — '56 Fairlane 


(8) Country sedan, 


’51 Saratoga | 


750 Custom 4-dr., | 


$2,610*; conv., $2,600* (ps); Victoria, $2,- | 


550*, $2,530*, 2 at $2,520*, $2,500*, $2,- 
475*, $2,465*, $2,435*. $2,420; 4-dr., $2,- 
475* (ps), $2,450* (ps), $2,255; 2-dr., 
$2,325*; Parklane station wagon, $2,560*; 
Main (8) Ranch wagon, $2,350; Custom 
(8) 4-dr., $2,135*, $2,090*; 2-dr., $1,975, 
$1,920; Custom (6) 2-dr., $1,960*; %-ton 
Pickup, $1,740*, $1,535, $1,505. ’°55 Thun- 
derbird, $2,935* (ps), $2,800* (ps); Fair- 
lane (8) Victoria, $2,005; Country sedan, 


$2,005; 4-dr., $1,760*%; 2-dr., $1,555; 
Fairlane (6) 4-dr., $1,405; Custom (8) 
Station wagon, $1,950*; 2-dr., 2 at $1,- 


475; Main (6) Ranch Wagon, $1,590. ’54 
Crest (8) conv., $1,385*; 
350°; Custom (8) club coupe, 
4-dr., $1,125; Main (6) 4-dr., $835. 
Crest (8) Victoria, $1,215* (ps), $1,115, 
$1,005*; conv., $1,020; Custom (8) 4-dr., 


$1,160; 

















SPECIAL PRICES 
Lots of 100... 


Victoria, $1,- 


"53 


| 


| 


exe's oe 5 ome OGM! 


lots of 200.......... .24 each! 


Any design up to 12 sq. inches 
Any color on silver 
Send check with order 


I a de sea tanasanianbs 
MR rece ree ast aces 
Quventity............ a cicsnii Sample.......... 


1 WEEK DELIVERY 
C. G. MITCHELL, INC. 


89 Main St. Binghamton, N. Y. 


OLDSMOBILE — '55 


PLYMOUTH 


PONTIAC—’55 Star Chief 

310* (ps); 4-dr., $2,150* (ps); Chieftain | 
$1,- | 
station wagon, | 
WILLYS—’54 Aero 2-dr., $750*. 
52 | 


STUDEBAKER 
WILLYS—’56 


MISCELLANEOUS — ’52 International 


Tuesday. Prices are for sale of Oct. 


BUICK—’55 Century Riviera, $2,365*; 


DeSOTO—’50 Custom 4-dr., 
DODGE 


FORD—’55 Fairlane 


PONTIAC — '54 Chieftain 





$920; 2-dr., $880; %-ton pickup, 2 at 
$675, $590. '52 Main (8) Ranch Wagon, 
$1,055, $900; Main (6) Ranch Wagon, 
$950; Crest (8) Country Squire, $1,010; 
Custom (8) conv., 
tom (8) 4-dr., $465*; Victoria, $440. '50 
Custom (8) 2-dr., $210; Custom (6) 4- 
dr., $175. '49 %-ton pickup, $280. 


| HUDSON—’49 sedan, $245. 
LINCOLN—’55 Capri coupe, $2,700* 


(ps). 
’54 Capri coupe, $2,090* (ps). '53 Capri 
coupe, $1,595* (ps); 4-dr., $1,415* (ps). 


MERCURY — ’56 Monterey station wagon, 


$3,035*; coupe, $2,650*; 4-dr., $2,600*; 
Montclair coupe, 3 at $3,000* (ps), $2,- 
885*, $2,840*, $2.575*, 3 at $2,550*; Cus- 
tom station wagon, $2,835*, $2,725*; 
coupe, $2,600*. °55 Montclair 4-dr., $2,- 
545*; Monterey 4-dr., $2,300, $1,995. 
’54 Monterey coupe, $1,520* (ps), $1,- 
500*; 4-dr., $1,470. °53 Custom coupe, 
$1,100, $1,000*; 2-dr., $1,000, $855. 
"52 4-dr., $750. '51 Sport sedan, $490; 
Custom 4-dr., $315*. 


NASH—’55 Rambler station wagon, $1,590. 


’51 Ambassador 4-dr., "50 Ambas- 


sador 4-dr., $165. 


$180. 


(98) Holiday 4-dr., 
$3,150* (ps); coupe, $2,790* (ps); 4-dr., 
$3,000* (ps); conv., $2,790* (ps); (88) 
Holiday 4-dr., $2,740* (ps), $2,660* (ps), 
$2,590*, $2,550*; coupe, $2,385*, ’54 (88) 


Holiday, $1,910* (ps), $1,845*, $1,790*. 
*53 (88) Holiday, $1,305* (ps). ’52 (98) 
Holiday, $1,060*; 4-dr., $850*. °51 (88) 


Super 4-dr., $420*, ’50 (98) 4-dr., $500*. 
’53 Cranbrook Suburban, 
$915; 4-dr., $620, $580*. °52 Cranbrook 
Belvedere, $545, $410; 4-dr., $415. 
Cranbrook Suburban, $490; club coupe, 
$365; Cambridge 2-dr., $295. 
(8) 


conv., $2,- 
(8) station wagon, $2,025*; 
855*. °54 Chieftain (8) 
$1,385, $1,365*. ’53 Chieftain 
lina, $1,225*; 4-dr., $895*, 
Chieftain (8) 4-dr., $430*; 
’51 Silver Streak (8) 4-dr., 
2-dr., $485. 


4-dr., 


(8) Cata- 
$865*. 
2-dr., $365*. 


’51 Commander 4-dr., 
$195*. 

%-ton pickup, $1,820; Jeep- 
ster, $1,600; station wagon, $1,050, $815. 
’52 Jeepster, $680, ’51 Jeepster, $535, '48 
Jeepster, $335. 


\- 


760*, $750*. ’51 Cus- | 


51 | 


$550, $500; | 





ton pickup, $385. ’51 International 2-ton | 


cab and chassis, $770. 


GRAND RAPIDS 


(Grand Rapids Auctions, Inc. Sale every 
11.) 
(55s are very shaky with clean and 
sharp autos of other years off somewhat. 
Sold 93 cars out of 145 offerings.) 
Su- 
per Riviera, $2,325* (ps); Special 2-dr., 
$2,250*. '54 Special 2-dr., $1,675, $1,495*; 


Super Riviera, $1,565*; 2-dr., $1,505*. 
’53 Super Riviera, $1,100*; Special Rivi- 
era, $1,050*; 2-dr., $880, $765. ’52 RM 
Riviera 4-dr., $975* (ps); Super Riviera 


4-dr., $780; Speciai 4-dr., $690. "50 Spe- 


CHEVROLET—’55 Two-ten (8) 4-dr., $1,- 
535, $1,500. °54 Two-ten 2-dr., $1,015, 
$1,000*. '53 Two-ten club coupe, $850*; 


2-dr., $835. ’51 SL Deluxe 2-dr., 


4-dr., $345*, $225. 


Windsor 4-dr., $515* (ps). 
$150*. 
"53 Coronet Diplomat, 


cial 4-dr., $320; RM 4-dr., $155*. °49 
Super conv., $200*. | 
CADILLAC—’50 (62) club coupe, $1,025*. 


$375; | 
CHRYSLER—’53 Windsor 4-dr., $800*. 52 | 


$795*, | 


$755; club coupe, $715*. ’52 Coronet club | 


coupe, $415*, $365*; 
Coronet 2-dr., $270; 
$160. °49 Coronet 4-dr., 
(8) 
$1,975. °54 Custom (8) station wagon, 
$1,295*, $1,055*; 2-dr., $1,055*. ’°52 Cus- 
tom (6) 2-dr., $460. °51 Custom (8) 4- 
dr., $375*; 2-dr., 2 at $360°*, 
conv., $295; Deluxe (6) 4-dr., $250. 
Custom (8) 4-dr., $175, $125. 


4-dr., $355*, 
Wayfarer 2-dr., 
$160*, $150*. 


HUDSON—’51 4-dr., $150. | 
LINCOLN—’52 Cosmopolitan club coupe, 


PACKARD—’52 4-dr., $450. ’50 4-dr., $135. 
PLYMOUTH — '54 Savoy 4-dr., 


Cambridge club coupe, $245. 
(8) 4-dr., $1,- 
310*. '53 Chieftain (8) 4-dr., $985*, $850. 
"52 Chieftain (8) 4-dr., $650*, 


$570*. ’51 Silver Streak (8) 4-dr., $465%, | 


$340*; | 
50 | 


"51 


Country Squire, | 


$985* | 

MERCURY—’53 Monterey 4-dr., $1,100*. 
’52 Custom 2-dr., $645. °51 4-dr., $300*. 

NASH — ’53 Statesman 4-dr., $600. °52/| 
Statesman 4-dr., $450. | 

OLDSMOBILE — '54 (98) 4-dr., $1,770* | 
(ps). "53 (88) Holiday, $1,255*, $1,185*; 
2-dr., $1,175*. ’°52 (88) 4-dr., $725. ’51 
(88) Super 4-dr., $545*, $525*; Deluxe 
2-dr., $255. 


$875. ’51 | 


$600, | 


| 


$325*. ’50 Silver Streak (8) 4-dr., $365*, | 


$285*, $255*; conv., $360*; coupe, $240. 


STU DEBAKER—’54 Champion 2-dr., $825. 


52 Champion 4-dr., $350; Commander 
2-dr., $350. "51 Commander Land Cruiser, 


$320*; 2-dr., $300. "50 Commander conv., | 


$135. 


DYER, IND. 


(Dyer Auto Auction, Sale every Friday. 


Prices are for sale of Oct. 7.) 


(Sold 222 cars out of 289 offerings.) 


‘54 Super Riviera, $1,665*. 
Riviera, $1,040, $1,010; 4-dr., $885. ’52 
Super Riviera, $910*; 4-dr., $675*; RM 
Riviera, $835* (ps). °51 Super 4-dr., 
$610". 


coupe, $3,750* (ps). ’54 (62) 4-dr., $3,- 


000* (ps). '53 (62) 4-dr., $1,795* (ps). 
"50 (61) coupe, $855*. °49 (75) limou- 
sine, $725°. 

CHEVROLET—’55 Bel Air (6) 4-dr., $1,- 


390; Two-ten (6) 2-dr., $1,510; Delivery 
sedan, $1,200. '54 Bel Air 4-dr., $1,230; 
Two-ten 2-dr., $1,000. '53 Bel Air Sport 
coupe, $935; 4-dr., $905; conv., $765; 
Two-ten 4-dr., $845, $795, $725*. 52 SL 
Deluxe 4-dr., $550, $515. '51 SL Deluxe 
2-dr., $390*, $370; FL Deluxe 4-dr., 
$470*; SL Special 4-dr., $280. 


CHRYSLER—’54 Windsor Newport, $1,560* 


(ps). 
4-dr., 


'53 NY 4-dr., $945*. '52 Saratoga 
$560; Windsor club coupe, $500*. 


| BUICK—’55 Century Riviera, $2,500* (ps). 
"53 Special 


| CADILLAC—’55: (62) conv., $3,900* (ps); | 


ae 19 each | 





’51 Imperial 4-dr., $205. '50 Windsor 4- 

dr., $205. 49 NY 4-dr., $175. 
DeSOTO—’54 Fire Dome (8) 2-dr., $980*. 

’52 Custom 4-dr., $300. '51 Custom 4- 


dr., $325. °49 Custom 4-dr., $140. '48 
Custom club coupe, $125. 
DODGE — ’53 Meadowbrook 4-dr., $535, 


$510. °51 Coronet 2-dr., 
2-dr., $200. 

FORD—’56 Main (8) 
535*; Fairlane (8) 
$2,300; 4-dr., $2,310* 
tom (8) 2-dr., $1,995. 
Victoria, $1,840*, $1,705*; 4-dr., $1,750* 
(ps). '54 Custom (8) 2-dr., $1,175. ’53 
Custom (8) 2-dr., $915, $800*, $775. ’52 
Crest (8) Victoria, $855*; Custom (8) 
4-dr., $590; Custom (6) 2-dr., $325. 

HUDSON—’53 Hornet 4-dr., $805*, $765*, 
$615*. °52 Hornet *4-dr., $535"; Holly- 
wood, $310; Pacemaker 4-dr., $185. 

MERCURY—’56 Monterey coupe, $2,810* 
(ps), $2,675*; Montclair coupe, $2,725*. 
"53 2-dr., $925*, $920*, $895"; coupe, 
$955*. °51 4-dr., $510*; Monterey coupe, 
$450. ’50 club coupe, $275*. 

NASH — ’54 Statesman 4-dr., $930*. '53 
Statesman conv., $690*. ’52 Ambassador 
4-dr., $620*; Statesman 2-dr., $500, '51 
Rambler station wagon, $310; Statesman 
2-dr., $170*, $125. 

OLDSMOBILE—’55 (88) Holiday, $2,430*. 
'54 (98) 4-dr., $2,005* (ps), $1,970* 
(ps). °'53 (98) conv., $1,325* (ps). ’52 
(88) 4-dr., $915*, $905*, $710*, $685*. 
*51 (88) 4-dr., $700*, $640*; Holiday, 
$620*. '50 (88) 2-dr., $465*, $160*°. ’49 
(98) 4-dr., $150*. 

PACKARD—’53 Clipper 4-dr., $730* (ps). 
’51 Clipper 4-dr., $225*. ’49 Clipper 4-dr., 
$130. 


$235; Wayfarer 


Ranch Wagon, §2,- 
Victoria, $2,415*, 
(ps), $2,265; Cus- 
’55 Fairlane (8) 


PLYMOUTH—’55 Plaza (6) 2-dr., $1,225. 
’54 Belvedere 4-dr., $1,030*, '52 Cran- 
brook club coupe, $420. ’51 Cranbrook 
Belvedere, $445; 2-dr., $255. '50 Special 
Deluxe 2-dr., $230, $165. 

PONTIAC—’54 Star Chief (8) 4-dr., $1,- 
360*; Chieftain (6) 4-dr., $1,055. '53 


Chieftain (8) Catalina, $1,150*, $1,045*; 
4-dr., $845, $820. ’'51 Chieftain (8) Cata- 
lina, $650*; 4-dr., $400, $305. ’50 Silver 
Streak (8) 2-dr., $255*, $185. 
STUDEBAKER — ’53 Champion coupe, 
$780*. ’51 Champion 4-dr., $275*; Com- 
mander conv., $170*. ’50 Champion 4-dr., 
$150*, $100*. ’'49 Champion 2-dr., $100. 


* * * 


— Auctions.in Brief — 


FLINT, MICH. 


Flint Auto Auction, Inc. Sale every Wed- 
nesday (Oct, 12). Prices are definitely on 








a downward trend with bidding very inac- 
tive and buyers cautious, Sold 95 out of 
172, 


were buying everything they could—at a 
price, Many sellers ‘‘played ball’’ and sold 
out. Percentage of sales way up from 
* * * week before. 


WINDSOR, VA. eee ee 
Windsor Auto Auction. Sale every Thurs- CHICAGO 
day (Oct. 13). We had an excellent sale Greater Chicago Auto Auction. Sale every 


today with all makes and models repre-| Thursday (Oct. 13). Market continues very 
sented, Clean merchandise sold at premium | strong on all nice cars, ‘54s and ’55s show 


prices, as indicated by 82 percent of all! much improvement. Sold 180 out of 294 
cars registered, sold, offerings. 
i. * * * * * 


SYRACUSE 
Syracuse Auto Auction, Sale every Wed- 
nesday (Oct. 12). We had a room full of 
bargain hunters at today’s sale and they! 


DETROIT 


Wes Coon Auto Auction, Sale every 
Thursday (Oct. 13). Bidding brisk but low 
on late models. Sold 56 out of 92. 
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MODELS, FROM 1941 to 1955 
Front Carpets: $15 (plus 8% 
Rear Carpets: $13 (plus 8% 


Rear $1 extra 






tax) 
tax) SAVE UP TO 60% 
ON REPLACEMENT CARPETS 
Finely made of equal - quality 
material as your original carpet 
and reinforced with felt under 
pad. In gray, blue, brown, black, 
green or maroon. 
Address all inquiries to 
Dept. C955 


Maroon & Blue Front $2 extra; 
1954 AND 1955 CARPETS $3.00 EXTRA 


Carpets available for ALL makes of cars, too. 
Manufacturers of seat covers, convertible tops and 


0 


carpets for the trade only. 


NEWARK AUT 
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IF YOUR CAR NEEDS WATER— 
GIVE IT“NS WATER LOSS” 
‘THE ORIGINAL FACTORY TREATMENT 
USED BY LEADING AUTO “=~ 
MANUFACTURERS ! 


HOW NEAT! 
NO Muss! 
NO Fuss! 

JUST DROPA 

NS WATER LOSS 

PROTECTIVE 

PELLET INTO 

THE RADIATOR! 





Yet—TWO OUT OF THREE NEW CARS 


receive this very same pellet treatment right on the assembly line. 


Use NS Water Loss pellets twice a year or every 
5000 miles for maximum protection. 


ONE NS WATER LOSS PELLET 


in your car, regardless of age, assures you positive 
*% RADIATOR REPAIR x SCALE RESISTOR 
* BLOCK REPAIR * PUMP SEAL LUBRICANT 
*% RUST RESISTOR % HEAD GASKET LEAK REPAIR 


Strongly recommended with all quality anti-freeze 
SERVICE STATIONS! DEALERS! INDEPENDENT GARAGES! 


Be prepared to give your customers the original factory-prescribed treatment. 
Ask your jobber. 
NS Water Loss pellets available NOW! 

A Coast-to-Coast prometional and advertising program is now beginning— 
NEWSPAPER—OUTDOOR— RADIO— TV —POINT-OF-SALE— PUBLICITY 
Means extra profit for you. 

Remember NS Water Loss, the original, builds customer good-will for you. 
A ready-made morket—twice a year or every 5000 miles. 


For information write 


GREAT PRODUCTS, INC. 


P.O. BOX 57 «© FENTON, MICHIGAN 
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AUTOMOTIVE NEWS, OCTOBER 24, 1955 


Two New Hardtops Debut... 


56 Cadillac Offers 285-305 H.P. 


What's New: 

Four-door hardtop .. . Eldo- 
rado hardtop coupe ... new en- 
“gine with horsepower of 285 and 
305 . . . improved Hydra-Matic 
transmission . . . restyled grille, 
rear fenders and instrument 
panel... 14 new exterior colors 
+. safety features. 


po eae 10 body styles, two 
of them new, the 1956 Cadillac 
goes on display today (Oct. 24) in 
dealer showrooms. 

Yet to appear is the Brougham, 
crown prince of General Motors’ 
royal family. The four-door hard- 
top, which will sell for about 
$8,500, is scheduled to appear 
next summer. Production will be 
limited to about 1,000 units, a 
Cadillac spokesman said. 

As the models were unveiled, J. 
M. Roche, general sales manager, 
announced that Cadillac plans to 
produce a record 156,000 units dur- 
ing the 1956 model year, an increase 
of 15,000 over the 1955 figure. 

* + od 


THE new body styles are the Se- 
dan deVille, a four-door hard- 
top, and the Eldorado Seville, a 
special production hardtop coupe. 

Other models are the sedan, 
coupe, convertible and Coupe de- 
Ville hardtop in the 62 Series, 
the Eldorado Biarritz convertible 
and three Fleetwoods—the Series 
60 Special, the Series 75 and the 
Imperial Sedan, a 75 Series model 
with a glass partition between 
the front and rear seats. 

The roof of the Eldorado hard- 
top is covered with Vicodec mate- 
rial, a water-repellant nylon cloth 
impregnated with vinyl plastic. It 
is available in five colors which 
harmonize with exterior tones. Vi- 
codec also is offered on converti- 
bles. 

+ os + 

ADILLAC offers 86 interior trim 

combinations for 1956. There 
are 23 exterior colors, of which 14 
are new, and almost 500 possible 
two-tones. Four of the solid colors 
are available only on Eldorado 
models. 

The restyled instrument panel 
features a center-mounted glove 
compartment, and twin ash trays 
and cigaret lighters. 

Under the hood, Cadillac offers 
a@ new engine and improved Hy- 
dra-Matic transmission. 

The engine is an overhead valve 
V-8 with 305 horsepower in Eldo- 
rado models and 285 in the other 


’06 Parley Slated 
By S.C. Dealers 


COLUMBIA, S.C. — The South 
Carolina Automobile Dealers Assn. 
will hold its 17th annual] convention 
next May 26-28 at Myrtle Beach, 
8. C., according to W. T. Rose 
association president. 

Chairman of the convention will 
be C. C. Goodwin, Goodwin Buick 
Co., Sumter, S.C. 


styles (250 last year). Compression 
ratio is 9.75 to 1, displacement 365 
cubic inches, torque 400 pounds- 
feet and bore and stroke 4 by 3.63. 
* * > 

eee of the engine are a 

new block and cylinder heads, 
new distributor, spark plugs and 
hydraulic valve lifters, modified 
starting motor, new fan, sealed 
voltage regulator, and intake mani- 
fold, improved fuel pump and 
larger carburetor and main bear- 
ing journals. ; 

A new “controlled-coupling” Hy- 
dra-Matic enables the owner to 
“gain full advantage of the engine’s 
added power,” Cadillac says. 

Engineers say it eliminates the 
precise timing previously necessary 
for proper transmission and pro- 
vides more even application. of 
power through all the shift points. 
The four-speed design has been 
retained. 

Hydra-Matic, power steering and 
power brakes are among the stand- 
ard power features on al] Cadillac 
models, 

The new aluminum grille is of 
narrowly spaced cellular 





design | 


Turnings . 


and the bumper guards have been 
redesigned. The front fenders are 
wider. The grille is available in 
either gold or silver color. 
+ + * 

A NARROW chrome molding run- 

ning beneath the door win- 
dows provides a sharp two-tone 
color line and there are new fluted 
chrome sashes on the finned rear 
fenders. A Cadillac crest has re- 
placed the name plant on the sides 
of the front fenders. 

The 1956 Cadillac has a new 
six-way power seat and a remote- 
control outside rear view mirror. 
An adjustment which allows rapid 
short -angle strokes has been 
added to the windshield wiper 
control. 

Other safety features include 
new rotary door locks, an improved 
power brake system, wider and 
lower brake pedal, redesigned hand 
brake and restyled steering wheel. 

For the first time, air condition- 
ing is available in all convertibles. 
Compressor and condenser units 
are installed the same as in closed 
models. A new electric radio an- 
tenna replaces the vacuum antenna 
previously used. 


e oe By John T. Benedict 


(Continued from Page 29) 


lock the doors either by pushing 

a button inside the car, or by turn- 

ing the key in either front door 
from the outside. 

In addition to the above- 

mentioned systems, Cairns indicated 

that Vokar also 

has developed an 

actuator which 

will serve either 

for simultaneous 

locking or un- 

locking of all 

doors. This 

“double action” 

actuator has 

double-acting sol- 

enoids that may 

a. be used on either 

W. F. Cairns of the three sys- 
tems previously described. 

The height of convenience in 
“closing up” the car may be pro- 
vided for owners who have elec- 
trically-operated window lifts. 
Circuits then may be inter-con- 
nected so that a single button 
will serve to simultaneously close 
all windows and lock car doors. 

During my talks with Cairns and 
other Vokar executives, I was inter- 
ested in hearing the story behind 
the first electrically-powered door- 
lock actuator to gain acceptance as 
a factory-installed option. 

*~ oe * 


GavenaL years ago, Cairns had 
occasion to make a number of 
brief stops while carrying a valu- 
able tape recorder in his car. After 
going through the locking-unlock- 
ing routine several times, he 
became impatient with this proced- 
ure and left the car unlocked while 
attempting to “hide” the recording 


Hudson Kicks Off 
Dealer Previews 


Of 1956 Models 


DETROIT. — Hudson will open 
a series of special dealer previews 
of the new 1956 Hudson Hornet, 
Wasp, and Rambler models today 
(Oct. 24) at Chicago and Atlanta. 

Company executives also will 
conduct business meetings to out- 
line Hudson’s sales, advertising, 
merchandising, and service pro- 
grams for 1956. 

N. K. VanDerzee, sales vice-pres- 
ident; H. C. Levis, merchandising 
manager, and R. J. Flick, assistant 


' | merchandising manager, will be in 


charge of the western meetings. 


m= | W.S. Milton, sales manager, George 


Signs With Packard— 


Ellsworth Cahall, dealership - general 
manager, right, signs a Packard franchise 
for Beechmont Packard, Inc., Cincinnati. 
Present at the signing were F. H. Eustis, 
Packard Cincinnati zone manager, left, 
and A. C. Schley, district sales manager. 


R. Browder, director of advertising 
and merchandising, and C. T. Fer- 
guson, sales training manager, will 
conduct the eastern meetings. 

Showings have been scheduled at 
Atlantic City and Kansas City, Oct. 
26; Boston and Denver, Oct. 28; De- 
troit, Oct. 31; Los Angeles, Nov. 1, 
and Portland, Ore., Nov. 4. 


equipment by placing it on the floor 
of the car. (This probably would 
make a better story if the recorder 
had been stolen, but it wasn’t.) 


This, then, was the setting for the 
typical pattern of progress arising 
from an individual inventor’s dis- 
satisfaction with things as they are. 
Cairns decided that something 


car door locks. 

In setting up the original design 
engineering objectives for a sys- 
tem that would use electric power 
to lock the car, Cairns and co- 
inventor Charles Bohman empha- 
sized the importance of develop- 
ing a “fail-safe” type of unit. 

For this system, such a criterion 
obviously meant that the manually 
operated inside door handles must 
be capable of overriding the electri- 
cal circuit. Egress from the car in 
a normal manner had to be pro- 
vided as a safeguard against mal- 
functioning or accident-induced 
damage of the car’s electrical sys- 
tem. 

The second fundamental specifica- 
tion established by Vokar planners 


was that their electric lock must be} * 


“easy to install” and readily adapt- 
able to existing door-lock designs. 
Practical marketing considerations 
were, of course, responsible for this 
decision. It was apparent that a 
tremendous potential, both in origi- 
nal equipment and the after-market, 
awaited a device that could be 
installed as an “accessory” on cur- 
rent production locks. 
7 * - 

wyoet obvious advantage of the 

electric locking system prob- 
ably is the convenience—which is 
readily demonstrable in any spaci- 
ous modern four-door or station 
wagon. Another important benefit 
may be reduction in car thefts that 
should be seen as an outgrowth of 
any device that encourages people 
to lock their cars. 

Salesmen and others who 
habitually carry car-loads of val- 
uable objects will, of course, 
readily recognize the advantages 
of the electric remote-control lock. 
The protection afforded by button- 
actuated locking of all car doors 
also will be appreciated by those 
people (particularly women) who 
have had the unnerving experi- 
ence of someone’s trying to force 
entry to a car which has stopped 
for a traffic light late at night or 
at a deserted intersection. 

Although complete statistics on 
such cases no doubt are non- 
existent, some people are of the 
opinion that this protective feature 
alone would justify the electric lock. 

Dealers thus have available a 
rare “package” of potentially broad 
appeal based on practical utility, 
convenience, gadget-value and pro- 
— for car occupants and con- 
ents. 
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Eldorado Hardtop— 
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Cadillac's Eldorado series for 1956 will offer a new Seville hardtop coupe in addi- 
tion to the Biarritz convertible. The Seville’s roof panel is trimmed in padded Vicodec © 
material, a water-repellant nylon cloth impregnated with vinyl plastic. Vicodec colors | 


harmonize with exterior tones. 


Ee Se Rot 
; ae Me 
ie 


The 1956 Biarritz— 


Cadillac's luxury convertible, the Eldorado Biarritz, is available in 23 colors, four 
of which are reserved exclusively for Eldorado models. The new Cadillac's have a 
redesigned grille, new side panel treatment and restyled finned rear fenders. 


should be developed to permit COn-| sy. 
venient remote-control actuation of| # 


New Interior Styling— 


Features of Cadillac's restyled instrument panel are a center-mounted glove com- 
partment, twin ash trays with cigaret lighters and a new instrument cluster design. 
The company offers 86 interior treatments for 1956. 


UMS Head Predicts .. . 


°3 Cars In Every Garage’ 


ROCHESTER, N. Y.—Predic- 
tions of “two cars in every garage” 
are obsolete today, says Roland S. 
Withers, general manager of United 
Motors Service. 

“It’s the three-car family that is 


Southwest Show 
Sells 125 Booths 


DALLAS.—The Southwest Auto- 
motive Show has announced that 
in two weeks 125 of 500 available 
booths have been sold for the show 
scheduled to be held May 10-13, 
1956, -in Sam Houston Coliseum, 
Houston. 

Sponsoring jobber applications 
totaled well over 100, it was said. 
The convention of the Independent 
Garagemen’s Assn. will be held 
May 12-13, in Houston. A program 
is being planned by the four 
Southwest Booster Clubs. John 
Patrick, Mountjoy Parts Co., Hous- 
ton, heads the show and B. T. Sco- 
field, Johns-Manville Sales. Hous- 
ton, is show committee chairman. 


the American family of the future,” 
Withers said as he paid a one-day 
visit to Rochester, accompanied by 
other executives of UMS and lead- 
ing automotive parts distributors 
from all over the country. 

Withers explained that as ur- 
ban centers grow and families 
move into suburbs, two cars are 
almost a necessity for thousands 
of families. 


Withers and the parts distribu- 
tors were attending a meeting of 
the UMS Distributors Council. 


“Bussiness is so good all the way 
across the country that these men 
are practically walking on air,” 
Witchers said. 

“For instance, Delco’s business 
in batteries was up 56 percent for 
the first six months of this year 
over the first six months of last,” 
he said. 


The distributors came from Cal- 
ifornia, Mississippi, Iowa, Georgia, 
Pennsylvania, New York, Arkansas, 
North Carolina, Michigan, Texas, 
and Oklahoma. 
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By J. B. Van Tassel 
Dealer Business Counsel 
NNOUNCEMENT time comes 
only once a year. When you 
think back to announcement time 
last year, you will realize that more 
ple visited your dealership dur- 
ing the brief period than did dur- 
ing any like period the rest of the 


ear. 
The first thing to remember is 
that most everyone who comes in 
to your showroom is a prospect for 
a new car, regardless of the fact 
he tells you he is only looking at 
the new models. Sure he may not 
want to buy right now, but sooner 
orlater he will buy and the chances 
are he is pretty close to buying 
when he comes in. 

In the hustle and bustle of an- 
nouncement time, it is a very 
easy matter to fail to take the 
time to qualify prospects. Sales- 
men are more or less inclined to 
give the so-called lookers the one, 
two, three treatment with the 
hope that the next person will be 
the one to buy. 

This jumping from one person to 
another never pays off, because very 
few people buy quite that fast. They 


Dealer Business Counsel 


Lure of Announcement Time Affords Chance 


To Show Off Service Shop 


have to be sold and the only way 
to sell them is to give each one at 
least a fair amount of your time. 
In this way, you may not sell them 
all a car right off the floor, but you 
take the time necessary to qualify 
them as to when you can demon- 
strate, appraise and make a deal. 
It long has been the habit of 
dealers to dress up their show- 
rooms, especially at announcement 
time, and to keep them on a high 
appearance level at all times. This 
is an obvious effort to make the 
car itself appear more desirable. 
ad * * 


Service Doubly Vital 


UT if the appearance of the 
showroom is important even 
though the purpose is not to sell 
the customer on the facilities of 
the showroom itself, then the ap- 
pearance of the service station 
must be doubly important for there 
is nothing to sell in this depart- 
ment except its facilities. This 
dressing-up process in the service 
department should not be restricted 
to the working space only. 
Almost as important as the phy- 
sical appearance of the working 





SELL MORE CARS!!! 


IN SPITE OF MARKET CONDITIONS 


Let's face it! Cars are easy to "GIVE AWAY" Today—difficult "TO SELL." Every pros- 
pect MUST be handled very carefully—you can't afford to let even ONE slip away. Every 
selling technique must be used. Thousands have already benefited from the W. K. 
BRAASCH Auto Salesmanship Lectures and all that can be obtained from his personal- 
ized instruction has been gathered into SIX SALES-PRODUCING MANUALS. 


TRY AT OUR RISK! 


Money back if not completely satisfied 


No. 1—The Eight Automotive Success Fundamentals. 


No. 2—The Automotive Selling Process. 


No. 3—Eighty Ways to Find New Prospects. 
No. 4—Personality—the Key to Leadership. 
No. 5—The Technique of Used Car Salesmanship. 
No. 6—Developing and Testing Your Sales Talk. 


EACH 
POSTPAID 


$2.00 


SAVE $2.00! 
Order All Six for $10.00 





NATIONAL SALES TRAINERS 549 Washington Bivd., Chicago 6, Illinois 





PROTECT YOUR SHOWROOM FLOOR WITH D & M UNDER CAR COVERS 








© Cannot Be Seen 
© Treated Material Resists 
Oil, Grease, Water and Fue! 


® Eliminates Unsightly Drip Pans 
Lerge Buick and Cadillac 
Slightly Higher 


$13.50 


NOW 
AVAILABLE 


F. O. B. Detroit, C. O. D. 


eS Make 


D & M TRUCK TOP CO. 


12186 Petoskey, Detroit 4, Mi 


PHONE: WEbster 3-1613 


Manvtacturers of Stake and Pick-Up Tops 








TRUNK 


-= =e ee ae 


MAT KITS 


Duplicates original equip- 
ment — made of equivalent 
to Cadillac trunk lining ma- 
terial in 2 colors—Bive or 
Brown. Individually boxed 
and labeled, ready for easy 
installation, each kit is com- 
plete with all parts and can 
of cement. 


Dealer's $1 1 95 ee 








area is: the “countenance appear-|In any event, what he sees should 
of the service personnel.|be good. You can’t afford to have 
They should be particularly smart/| it be anything else. 


ance” 


and efficient during this period. 
Emphasis should be put on the ne- 
cessity of a friendly smile and a 
cordial demeanor. Clean uniforms, 
a brushed-up personal appearance 
and a pleasant attitude should be 
the order of the day. 

Another point worth remember- 
ing is that prospects pay a good 
deal of attention to what a serv- 
ice man says about a car. By and 
large, prospects look to service 
men, and rightly so, as auto en- 
gineers who can give them the 
inside information on the me- 
chanical performance of the new 
models. 

What the service man tells the 
prospect often carries much more 
weight than what the salesman 


says. Hence, the need for good 
countenance appearance and a 
friendly, helpful attitude on the 


part of service employes. 

So, in dressing up the front of 
the dealership to make it a suitable 
setting for the 1956 cars and trucks, 
the service department should not 
be overlooked. First impressions 
are important and lasting. 


At all times a clean, tidy, attrac- 
tive-looking service department 
manned by courteous, friendly, 
smiling employes is good sense and 
good business. It will give pros- 
pects, particularly owners of other 
makes of cars, the impression that 
your dealership can and will give 
them better after-sales service. 

And with most of today’s car 
buyers—after maintenance service 
is of ever growing importance; so 
leave nothing undone to keep your 
service department looking as effi- 
cient as it is. In this connection it 
might be very helpful if the sales- 
men would escort the customer 
around the building, showing both 
the service and parts facilities and 
introducing the customer to the 
service manager, the parts mana- 


ger and the dealer. 
= *~ * 


Now’s Time to Start 


c= of the most important fac- 
tors in today’s business, as we 
plan ahead, is dealer-customer re- 
lations. The importance of good 
customer relations is always para- 
mount in the auto business. 

Right here on your showroom 
floor both at announcement time 
and after announcement time is the 
Place to start good customer rela- 
tions. Every customer and poten- 
tial customer should be made to 
feel that his needs are the most im- 
portant thing to both you and the 
dealership at the moment you are 
talking to him. 

When you give potential cus- 
tomers the one, two, three busi- 
ness at announcement time be- 
cause of crowded showrooms and 
lack of time, you are driving good 

customer relations right out the 
door. Also, you probably are help- 
ing to make the sale of a car for 
your competitor. 

Not everyone who comes in your 
showroom to look at cars will buy 
one immediately, or for that mat- 
ter, even this coming year. But it’s 
a fact that every person who visits 
your dealerships will go away from 
there with some kind of an impres- 
sion. Everything he sees in and 
around the dealership will have its 
effect, will have some bearing on 
where he buys his next car. 

If he doesn’t buy a new car from 
you during announcement time he 
may still buy one during the year. 


Folding Show 


International Truck Hauls 
Building Display 

CHICAGO.—Building products of 
43 manufacturers in portable ex- 
hibits, which require a minimum of 
4,000-square feet for display, are 
being transported on a 25,000-mile 
nationwide tour by an International 
tractor and trailer, according to 
International Harvester Co. 

The display is Producers Council’s 
$200,000 building products and ma- 
terials exhibition which was un- 
veiled here at the Palmer House. 

At the showing’s close, the dis- 
plays and materials were folded up, 
loaded aboard the specially de- 
signed 35-foot, drop-frame trailer 
and moved to Indianapolis by an 
International model CO-195 tractor. 

International said construction of 
the display and design of the trail- 
er’s interior required six months 
and efforts of 100 people. 











once a year. If you miss your 
chance this season, it will be @ 
whole year before you have another 





Announcement time comes only! one as good. 


NEW BUMPA-TEL SIGN 





“Tell Your Story Here!" 


Mounted or Dismounted in Seconds* 
Polished Aluminum Frames = Sheet Stee! Face 
Sign Telescope into Non-Visible Brackets Mounted 


© Does Not interfere with Operation of Trunk Lid 
* After original installation. State Make and Model When Ordering 


$16.50 Lettered —$12.50 Unlettered 
7.0.8., MOUNDS, ILLINOIS 
Signs Are Shipped ! to 5 in Bundie via Parcel Post. Postage to Be Added. 


Now taking orders for Bumpa-Tel Signs to fit all 1956 model 
cars. Orders will be filled in the order in which they are 
received. Immediate shipments on Fords, Mercury, Dodge 
and DeSoto. 


We will accept telephone calls collect on orders for five or more signs. 


WARREN HASTINGS MOTOR COMPANY, INC. 
103 NORTH BLANCHE MOUNDS, ILLINOIS 


OPPORTUNITY 
UNLIMITED! 


Dealership for America's top independent automo- 
bile now available in greater New Orleans area. 
Excellent growth potential! Franchise offers products 
that cover 97%, of the new car market with profit 
average higher than industry average. Minimum 
cash investment required. Adequate facilities avail- 
able on satisfactory leasing terms. Give background 
and qualifications in first letter. All applications will 
be held strictly confidential. Address replies to: 


Box AN-513 
AUTOMOTIVE NEWS 
2666 Penobscot Bidg., Detroit 26, Mich. 


STATION 
WAGON 


TYPE 
MAHOGANY 
Type "oO" 
MAHOGANY 
Type "yw" 

MAPLE 
Type “y" 


Original Decal— 
Shipped within Hours After you Order 


DECALS 


$9.08 
9.08 
9.08 
8.48 
8.48 
1.69 


d 1955 " 
(with 5 stripes) 24 


Ford — Merc, 1952-55 20" 
Upper Body and Fibreglas 


x 46" 

Chev. — Pont. 1949-54 [20 x 48” 

Olds. 1949-50 20" x 46" 
Sufficient for 


About 2 Rolls 4 oz. Jar 
Bonding Coat " 1 Pe. 2.14 
Clear Sealer “ 1 Pt. 2.14 


WE PAY POSTAGE IF CHECK ACCOMPANIES ORDER Add 35c if Special Delivery Desired 
Full Satisfaction Guaranteed 
The Co. Largest Manufacturer of Wood Station 
618 Communipaw Ave. Jersey City, N. J. Wagon Parts and Luggage Carriers 
“If Your Parts Department Has Clipped a Previous Chart, 
Please Destroy Same and Replace with This Chart!” 


| 
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Commercial Credit 
Issues 4th Book 
Of Credit Study 


BALTIMORE. — Commercial 
Credit Co. has published the fourth 
book in a series titled “Studies in 
Consumer Credit: Using Instalment 
Credit.” It was written by Clyde 
William Phelps, professor of eco- 
nomics, University of Southern Cal- 
ifornia. 

The company said that the study 
was prepared with the needs of 
upper division senior high school 
students and the general reader in 
mind. It will furnish copies for 
classroom use and similar educa- 
tional purposes without charge. 

In the book, Phelps discusses 
such subjects as when to use instal- 
ment buying and how purchases 


are financed as well as explaining| pe 


how to calculate and compare the 
costs of instalment buying. 

He points out the difference be- 
tween instalment buying and instal- 
ment borrowing and sums up the 
effect that instalment buying has 
upon the American economy. For 
example, Phelps points out that 
over $10 billion worth of automo- 
bile paper was outstanding at the 
end of 1954 thus being a powerful 
stimulus on the economy. 


Private Eye 
Lower Costs Widening 


TV Auto Use 


CHICAGO.—Lower costs through 
technological advances are widen- 
ing use of closed-circuit television 
in automotive fields such as in gas 
turbine “test cells” to read meters 
and to provide visual data in haz- 
ardous locations, according to James 
L. Lahey, general manager, Dage 
television division, Thompson Prod- 
ucts, Inc., Michigan City, Ind. 

Lahey said that of all possible 
uses for the closed-circuit TV, only 
about 5 percent have been covered. 
He said the possibilities can be 
more readily assessed if the cam- 
era is regarded as an extension of 
human vision. 

Used in this capacity, people are 
able to perceive scenes and infor- 
mation that cannot otherwise be 
readily or safely viewed, said 
Lahey. 

He said that other uses of TV 
include signature verification for 
banks which have centralized rec- 
ords or drivein facilities; remote 
reading of documents or gauges in 
remote or dangerous locations; 
production, traffic or process con- 
trol; materials handling and teach- 
ing activities in colleges and in- 
dustry. 
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Current Prices on New Cars 


BUICK—Special — 4-dr. sed., $2,291.32; 
2-dr. sed., $2,232.88; hardtop cpe., $2,- 
332.43; 4-dr. hardtop, $2,409; conv., $2,- 
590.17; 4-dr., stat. mt $2, 974. cpe.s $2 


$2, et 
conv., $3,224.59. Roadmas 
$3,349.36; hardtop cpe., $3,453.05; conv., 
$3,551.56. (Dynaflow standard on Road- 
master. ) 

CHEVROLET — (Prices are for 6 - cyl. 
models; for V-8, add $99.)—One-Fifty—4- 
dr. sed., $1,728; 2-dr. sed., $1,685; utility 
sed., $1, ‘593; 2-dr. stat. wag., $2,030. Two- 
Ten—4-dr. sed., $1,819; 2-dr. sed., $1,775; 
cl. cpe., $1,835; hardtop cpe., $1, 959; 2-dr. 
stat. wag., $2,079; 4-dr. stat. wag., $2, 127. 

Air—4-dr. sed., $1,932; 2-dr. sed., $1,- 
888; hardtop cpe., $2,067; conv., $2,206; 4- 
dr. stat. wag., $2,262; Nomad 2-dr. stat. 
wag., $2,472. "Corvette—6-cyl. conv., $2,- 
799; V-8 conv., $2,934. 

DESOTO — Firedome — 4-dr. sed., $2,- 
632.25; 2-dr. Seville hardtop, $2,688.25; 
4-dr. Seville hardtop, $2,787.25; 2-dr. 
Sportsman hardtop, $2,808.75; 4-dr. Sports- 
man hardtop, $2,907.75; conv., $3,035.75; 
4-dr. stat. wag., $3,325.25. Fireflite—4-dr. 
sed., $3,073.50; 2-dr. Sportsman hardtop, 
$3,300.50; 4-dr. Sportsman hardtop, §$3,- 
385.50; conv., $3,498.50. 


standard on Fireflite.) 
DODGE—Coronet 6—4-dr. sed., $2,218.- 
$2,145.40. Coronet V-8— 
$2,326.25; $2,253; 
$2,502.50; hardtop, 


2-dr. sed., 

2-dr. 
$2,628.50. Royal — 4-dr. 
4-dr. 


50; 2-dr. 
4-dr. sed., 


sed., 


2-dr. hardtop, 
4-dr. sed., $2,573.75; 4-dr, hardtop, §$2,- 
757.75; 2-dr. hardtop, $2,643.50; conv., 
$2,863. Station Wagon—2-dr., 2-seat six, 
$2,442.25; 2-dr., 2-seat V-8 $2,550; 2-ar. 
3-seat V-8, $2,679; 4-dr., 2-seat six $2,- 
667.25 (V-8, $2,819) ; 4-dr., 3-seat six, 
$2,772.75 (V-8, $2,924.50). 

FORD—(Prices are for 6-cyl. models; for 
V-8s, add $99.98)—Mainline—4-dr. sed., 
$1,858.29; 2-dr. sed., $1,813.11; bus. cpe., 
$1,711.03. Customline—4-dr. sed., $1,950.75; 
2-dr. sed., $1,905.57.Fairlane—4-dr. sed., 
$2,043.54; 2-dr. sed., $1,998.36; 4-dr. hard- 
top, $2,215.95; 2-dr. hardtop, $2,143.88; 
Crown Victoria cl. cpe., $2,287.65; conv., 
$2,309.97. Station Wagon—(2-dr. 2-seat)— 
Ranch Wagon, $2,134.95; Custom Ranch 
Wagon, $2,199.50; Parklane, $2,378.95; 
(4-dr, 2-seat)—Country Sedan—§$2,246.77; 
(4-dr. 3-seat)—Country Sedan, $2,378.95; 
Country Squire, $2,482.50. Thunderbird— 
cpe., $2,944; conv., $3,019.30; hardtop- 
conv., $3,234.30 

HUDSO 
$2,290. Custom Wasp 
460; 2-dr. hardtop, $2.570. Super Hornet 6 
—4-dr. sed., $2,565. Custom Hornet 6—4-dr. 
sed., $2,760; 2-dr. hardtop, $2,880. Super 
Hornet V-8 — 4-dr. sed., $2,825. Custom 
Hornet V-8—4-dr. sed., $3,015; 2-dr. hard- 
top, $3,145. 


Pezzani & Reid Opens 


New Detroit Building 

DETROIT.—The trucking equip- 
ment firm of Pezzani & Reid has 
completed its modern new building 
in Detroit. 

Distributors and servicers of new 
and used trucks and trailers, Pez- 
zani & Reid have added Nelson low 


|bed machinery trailers. 


(PowerF lite 


hardtop, $2,647.75; | 
$2,533.75. Custom Royal— | 


KAISER—Manhattan—4-dr. 
Darrin 161—Conv., $3,688. 

LINCOLN—Capri — 4-dr. sed., $4,157; 
hardtop cpe., $4,064.50. Premiere — 4-dr. 
sed. and hardtop cpe., $4,546; $4,- 
691. (Turbo-Drive and power 
standard on all models.) 

MERCURY. -dr. sed., $2,370; 
2-dr. sed., $2,310.50; Medalist 2-dr. sed., 
$2,214; hardtop cpe., $2,445; 6-pass. stat. 
wag., $2,682. Monterey—4-dr. sed., $2,- 
515; 4-dr. spt. sed., $2,611.50; hardtop 
cpe., $2,590; 8-pass. stat. wag., $2,937. 
M -dr. spt. sed., yl hardtop 
cpe., $2,724.50; conv., $2,85: 


METROPOLITAN — cota $1,445; 
conv., $1,469 (both prices at coastal ports 
of entry). 

NASH—Statesman Super 6—4-dr. sed., 
$2,215. Statesman Oustom 6—4-dr. sed., 
$2,385; 2-dr. hardtop, $2,495. Ambassador 
Super 6—$2,480. Ambassador Custom 6— 
4-dr, sed., $2,675; 2-dr. hardtop, $2,795. 
Ambassador Super V-8—4-dr. sed., $2,775. 
Ambassador Custom V-8—4-dr. 

965; 2-dr. hardtop, $3,095. 
2-dr. hardtop, $5,128.05 at coastal ports. 

OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,362.09; 2-dr. sed., $2,296.62; hardtop 
cpe., $2,474; 4-dr. hardtop, $2,546. Super 
88—4-dr. sed., $2,502.71; 2-dr. sed., $2,- 
436.25; hardtop cpe., $2,714.39; 4-dr. hard- 
top, $2,788; conv., $2,893.59. Series 93—4- 
dr. sed., $2,832.82; hardtop cpe., $3,068.75; 
4-dr, hardtop, $3,140; conv.,* $3,275.84. 

PACKARD — Clipper Deluxe—4-dr. sed., 
$2,585.53. Clipper Super — 4-dr. sed., $2,- 
685.53; 2-dr. hardtop, $2,775.53. Clipper 
Custom—4-dr. sed., $2,925.53; 2-dr. hard- 
top, $3,075.53. Packard — 4-dr. sed., $4,- 


sed., $2,670. 


Delaware 

District of Columbia 
| Illinois 

Montana 


Nevada 





New Hampshire 
North Carolina 
North Dakota 
Tennessee 


Vermont 





West Virginia 
Wyoming 


12 States Reported 
To Date for September 


Year 
To Date 





3626 


692| 205564) 
837| 202922 


040.32; 2-dr. hardtop, $4,080.32; conv., 
$5,932.32. (Ultramatic standard on Pack- 
ard series.) 

PONTIAO — Chieftain 860 — 4-dr. sed., 
$2,163.62; 2-dr. sed., $2,105.45; 2-dr. stat. 
wag., $2,434; 4-dr. stat. wag., $2,518. 
Chieftain '876—4-dr. sed., 267.51; 2-dr. 
sed., $2,209.32; Catalina, 334.99: 4-dr. 
stat. wag., 603. Star Chief Deluxe — 
4-dr. sed., rn conv., $2,691. Star Chief 
Custom—4-dr. sed., $2,455; Catalina, §2,- 
499; Safari 2-dr. stat. wag., $2,962. 
RAMBLER—Deluxe—4-ar. sed., a 695; 
2-dr. sed., $1,585. Super—4-dr. sed $1,- 
798; 2-dr. sed., $1,683; 2-dr. stat. "wag., 
$1,869, Custom—4-dr. sed., $1,989; hard- 
top, $1, 995; 4-dr. stat. wag., $2, 098. 

STUDEBAKER—Champion Custom — 4- 
dr. sed., $1,783.24; 2-dr. sed., $1,741.02. 
Champion Deluxe—4-dr. sed., $1,885.16; 2-. 
dr. sed., $1,840.55; 5-pass. cpe., $1,874.50; 
stat. wag., $2,140.64. Regal 
— 4-dr. sed., $1,993.27; 5-pass cpe., $1,- 
974.50; hardtop cpe., $2,128.76; stat. wag., 
$2,311.59. Commander Custom—4-dr. sed., 
$1. 918.72; 2-dr. sed., $1,873. Commander 

juxe — 4-dr. sed., $2,013.63; 2-dr. sed., 
$1 969. 03; 5-pass. cpe., $1,989; stat. wag., 
$2,274.12. Commander Regal — 4-ar. sed., 
$2,127.25; 5-pass. cpe., $2,094; 
cpe., $2,282.24; stat. wag., $2,445.07. 
President Deluxe — 4-dr. sed., $2,310.50. 
President State — 4-dr. sed., $2,380.50; 5- 
pass. cpe., $2,269.50; hardtop cpe., §$2,- 
455.50; Speedster hardtop cpe. with over- 
drive, $3,371.04; Speedster hardtop cpe. 
with Automatic Drive, $3,479.29. 

WILLYS—Custom—2-dr. sed., $1,663.11; 
4-dr. sed., $1,725. Bermuda—Hardtop, $1,- 
— Wagon — 2-wheel-drive, $1,- 
997.32. 
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Pennsylvania JCs 
Ask Bids on ’56 


Convention Autos 


HARRISBURG, Pa. — The Penn- 
sylvania Junior Chamber of Com- 
merce has announced that it will 
accept bids from any manufacturer 
or Pennsylvania dealer for 50 cars 
to be used in its national conven- 
tion caravan. 

The national Jaycee convention 
will be held next June in Kansas 
City. 

The Pennsylvania Jaycees speci- 
fied that the cars for the 1956 cara- 
van must be hardtops and converti- 
bles. Among the specified extras 
are automatic transmission, two- 
tone paint job, whitewall tires, ra- 
dio and heater. 

Cars are to be delivered in 
March, April and May and bids are 
to be addressed to R. B. Dayidson, 
626 Farmers Bank Bldg., Pitts- 
a. 22. Deadline for bids is Dec. 
15. 

Last year, the Pennsylvania Jay- 
cees purchased 50 Oldsmobiles for 
their caravan. 


New Commercial Car Registrations, 
12 States for September, 1955-1954 
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‘“‘The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 
exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 
R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions.’’—R. L. Polk & Co. 





New Passenger Car Registrations, 16 States for September, 1955-1954 


Car registrations by states 
are released here weekly, as 
compiled by R, L. Polk rep- 
resentatives in state capitals. 
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Truckers in ‘Fight for Life’ 


Threat to Industry in Weeks Report Seen 
At ATA’s Washington Parley 


AUTOMOTIVE NEWS, OCTOBER 24, 1955 


(Continued from Page 2) 


placed on all users at the same 
rate.” 


In other words, if a tax of five 
cents per pound on tires is found 
necessary, the truckers will go 
along with it as long as it is placed 
on all tires at the same rate. For 
instance, this means that while the 
passenger car owner might have 
to pay $5 tax on the five tires of his 
new car, the trucker, with a trac- 
tor, semitrailer rig, would have to 
pay from $55 to as high as $99 
more. © 

It was the third straight year 
that a capacity crowd of fleet 
truck operators attended the con- 
vention. Over 2,500 members ap- 
plied for 2,100 reservations. 

The ATA, as has been the cus- 
tom, limited those attending to the 
number that could be cared for by 
the hotels. 

In accordance with custom at 
these conventions, many firms had 
hospitality rooms open during the 
six day session. Among them were: 
Armstrong Rubber Co., Firestone 
Tire & Rubber Co., U. S. Rubber 


4 Truck Makers 
Report Higher 


Autumn Sales 


(Continued from Page 4) 


nounces that present orders for 
trucks will consume plant capacity 
for the balance of the calendar 
year. The demand for insulated and 
refrigerated trucks is increasing, 
and the new Dividend series of 
trucks is being enthusiastically re- 
ceived, he stated. 


GMC 


Retail deliveries of 1955 GMC 
trucks rose to unprecedented 
heights in the five months follow- 
ing volume production of the new 
models, according to R. C. Wood- 
house, general truck sales manager. 

He said GMC deliveries from May 
through September of this year 
topped last year’s figures for the 
corresponding period by 59.3 per- 
eent—the greatest May-September 
sales percentage gain since 1948. 
GMC is pacing all other major 
truck manufacturers in sales per- 
centage increases, Woodhouse 
claimed. 





Buick, Hudson Report 


October Sales Hikes 
Buick 
Buick dealers delivered 16,427 
cars the first 10 days of October, 
bringing total deliveries for the 
year to 625,070, Ivan L. Wiles, gen- 
eral manager states. 

Sales are more than 50 percent 
higher than the 415,899 retail de- 
liveries made up to Oct. 10 last 
year, Wiles said. 

Production of 1955 models ended 
Oct. 7 with a total of 638,024 cars 
built up to that date this year, 


Wiles said. 
Hudson 


Sales of Hudson automobiles con- 
tinue at an accelerated pace above 
1954, according to N. K. VanDerzee, 
Sales vice-president. 

VanDerzee said that during the 
first 10 days of October new-car 
Sales rose 22.5 percent above the 
same period last year. 


Ford Division 
Picks MacArthur 


DEARBORN.—J. W. MacArthur 

been named manager of Ford 

division’s newly created systems 
integration department. 

The new department is designed 
to review the collection and evalua- 
tion of data upon which many 
Management decisions are made. 
It will review the division’s data 
Systems, seek ways to simplify 
them and review supplementary 


tabulator and computer applica- 
tions, MacArthur said. 

MacArthur joined Ford in 1947 
and has been interdivisional sales 
Manager since 1952. 


Co., General Tire & Rubber Co., 
B. F. Goodrich Co., Dayton Rubber 
Co., Mack Motor Truck Co., White 
Motor Co., International Harvester 
Co., Dodge and GMC. 

RCA Corp., Bostrum Mfg. Co., 
Markel Services Inc., Farmers In- 
surance Group, Fruehauf Trailer 





Parking’s a Problem? 


Carry Your House 


WASHINGTON.—Herb Shriner, 
speaker at one of the luncheons 
during the convention here of the 
American Trucking Assns. set 
the theme of the crowded Capital. 

He said: “I seen a man with a 
house trailer on the street today. 
“That's a good idea. At least he 
has a place to live while looking 
for a place to park.” 





At last—a carburetor repair kit with 
parts that stay put! This brand-new 
sealed package by Rochester Products 
stays intact till it’s picked for the job 
—stops last-minute shortages and 
mixing of parts! What’s more, it also 
features a handy, new, moisture-proof 
container for fuel strainers 
and for matched float-valve 
needle and seat assemblies! 
It will save you time... 


save you trouble 








carburetor repair 
kit complete till 
you're ready fo use it! 


Co., Strick Co., Budd Co., Cummins 
Engine Co., U. S. Therma] Control, 
Motorola, Gindy Mfg. Corp. and 
Marvron. 

In addition International Har- 
vester hosted the lunch on Monday, 
Goodyear Tire & Rubber Co. on 
Wednesday, White Motor, pre-ban- 
quet cocktail parties Thursday and 
GMC a large dinner dance at the 
new Sheraton Park Hotel ballroom 
where most of the meetings of 
NADA will take place. 


* * * 


Highways Cost Truckers 
Billions, Says Butler 


WASHINGTON.—Arthur C. But- 
ler, director, National Highway 
Users Conference, told the private 
carriers conference at the Ameri- 
can Trucking Assns. convention 
here last week that “billions are 
trickling right out of your pockets.” 

The loss, he said, was due to U.S. 
road inadequacies. Butler said most 
highway users believe the solution 
lies in continued Federal-state co- 
operation with expanded U. S. 
financial contributions and author- 
ity for the roads remaining “tradi- 
tionally” with the states. 


« « « Save 


you money! It’s another example of 
the continuous advancements you can 
expect and get from Rochester in 
products and in service. 


CARBURETORS BY 





At Plymouth Preview— 


H. W. Smith, Plymouth district sales 
manager, presents flowers to Doris Stevens 
at the Washington preview of the 1956 
Plymouth in the Sheraton-Park Hotel. The 
public showing was the first ever held at 
the hotel. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story 
every week throughout the year. 
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Okla. Dealers 
Form Group to 
Write Insurance 


(Continued from Page 3) 


security bill and other proposed 
legislation become law. 

“The legislation is there,” he 
said. “Its future depends upon 
your response. It is all very well 
for national and state trade 
groups to make their position 
known, but to get bills passed you 
must let your representatives in 
Congress know of your interest 
in the legislation.” 

He said that the survival of mass 
production is tied to the existence 
of a healthy retail setup and de- 
clared that something is wrong 
when dealers suffer the most fail- 
ures during a time of highest sales. 

Elected president of the dealer 
association was J. G. Knox (Dodge- 
Plymouth), Lawton. Paul Reed sr. 
(Ford), Sulphur, is vice-president 
and Chick Coker (Pontiac), Okla- 
homa City, treasurer. 


Easy To Keep Clean — 


Easy To Find — 
New Container 
Does Both Jobs! 


ROCHESTER 
PROOUCTS 
OIVISION OF 
GENERAL MOTORS 
CORPORATION 
ROCHESTER N.Y. 
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ess Gets Reuther, Ford Views . . . 


Automation Debated at Capital 


By Joseph M. Callahan 
Staff Writer 


HE introduction of automation 
may be injurious to small com- 
panies, including the Little Three 
auto makers, ac- 
cording to Walter 
Reuther, president 
of the CIO and the 

UAW. 

Reuther, address- 
ing a Congressional subcommittee 
on economic stabilization, said the 
small firms would suffer because 
of their inability to purchase the 
expensive automation equipment. 

“Many small firms,” he said, “as 
well as workers, may find them- 
selves in distress during the period 
of transition to the new technology. 
In some industries, automation 


Obituaries 


William B. Norton 
DAWSONVILLE, Md.—William B. Nor- 
ton, 45, general manager of Edmonds 
Motors, Inc. (Ford), Arlington, Va., died 
Oct. 13. During World War II, he was a 
Government expediter in the auto industry. 
* * * 


James Charles Shelley 
LOUISVILLE. — James Charles Shelley, 
66, once a sales representative for W. P. 
Brown & Sons Lumber Co., Detroit, when 
wood was an important part of automotive 
production, died Oct. 16 after a heart 


attack. 
* * * 


Loren Clyde Davis 
ABERDEEN, Wash.—Loren Clyde Davis, 
74, a pioneer automobile dealer, died Oct. 
14 after a —— a. a 


Charles Abbott 
DETROIT.—Charles Abbott, 82, a part- 
ner in Rowley-Zimmerman (Ford) until his 
retirement in 1940 and a past president of 
the Detroit Auto Dealers Assn., died Oct. 
16 at his ae . . 


Elbert L. Potter 
PONTIAC.—Elbert L. Potter, 55, divi- 
sional sales manager of Houdaille-Hershey 
Corp., died Oct. 16 here after a brief 
illness. 
. & e 


Nelson Samuel Mosher 
DETROIT.—Nelson Samuel Mosher, 72, 
former production manager of Chevrolet, 
died Oct. 18. Mr. Mosher was with Chev- 
rolet from 1922 —_ 
* * 


Joseph G. Henry 
LANSING.—Joseph G. Henry, 62, director 
of industrial relations for Lansing Motor 
Wheel Corp., died Oct. 18 after a heart 
attack at his — . 
* 


Mrs. Helen A. Race 
DETROIT.—Mrs. Helen A. Race, 53, who 
with her husband, Hazen, owned Race 
Motor Sales (Chrysler-Plymouth) in subur- 
ban Ferndale, died Oct. 18. 
a ge 


Fred A. Ordway 
MANCHESTER, N. H.—Fred A. Ordway, 
former president of Henley Kimball Co., 
Boston Hudson distributor, and past presi- 
dent of the Boston Automobile Assn., died 
here at the age of 68. 
e "2-4 


Cuthbert L. McCarty 
AIKEN, 8. C.—Cuthbert L. McCarty, 53, 
a partner in Parker Motor Co. for 23 
years, is dead. Mr. McCarty suffered a 
heart attack while driving home in his 
automobile. 
* * * 


W. O. Stone 
TRENTON, Mo.—W. O. Stone, 68, Buick 
and Pontiac dealer here since 1936, is 
dead. 
. . * 


Walter L. Rombough 
CORNWALL, Ont. — Walter L. Rom- 
bough, associated with Cornwall Motor 
Sales here for over 40 years and vice-presi- 
dent since 1950, is dead. He was 65 


equipment may be so expensive— 
and the required output so large— 
as to make its use prohibitive by 
small or medium-sized firms.” 

In earlier testimony before the 
subcommittee, D. J. Davis, Ford 
Motor Co. manufacturing vice- 
president, said that he now fore- 
sees a limited application of auto- 
mation in Ford assembly plants, 
which currently employ 30 per- 
cent of the Ford work force. 

He elaborated, “In our three new 
assembly plants which started pro- 
duction this year, the principal dif- 
ference in these plants from our 
older assembly plants lies in more 
adequate floor space which pro- 
vides for a smoother and more ade- 
quate flow of materials. 

BS + ca 

‘THERE is little prospect for ex- 

tensive application of automa- 
tion in our car assembly operations, 
where we assemble in 20 different 
locations and are faced with tech- 
nical problems and yearly changes 
in product design.” 

Pointing to Ford’s engine plant 
in Cleveland, which he said was 
“improved” rather than “auto- 
mated,” Davis said that while 1,854 
fewer workmen were required in 
1954 than were needed to make the 
same number of engines in 1950, 
these people were absorbed in 
other operations. 

Later Reuther claimed that this 
anecdote proved nothing since 
Ford was rapidly expanding at 
the time. He said that when out- 
put is on an even keel there is 
little doubt but that automation 
puts men out of work. 

To counteract the effects of auto- 
mation, Reuther urged (1) a shift 
to the four-day week by 1965, (2) a 
policy of retirement at 60, (3) 
greater social welfare services and 
unemployment cushions, (5) a pro- 
gram to increase purchasing power 

and (6) aid to small business by 
low interest rates and antitrust 
enforcement. 
a2 * * 

EUTHER testified, “We fully 

realize that the potential bene- 
fits of automation are great, if 
properly handled. If only a fraction 
of what technologists promise for 
the future is true, within a very 
few years automation can and 
should make possible a four-day 
work week, longer vacation peri- 
ods, opportunities for earlier retire- 
ment, as well as a vast increase in 
our materia]. standards of living.” 

Reiterating his demand for a 
price probe, he said, “A congres- 
sional inquiry into the price poli- 
cies of giant corporations, for 
example, is long overdue — to 
place the spotlight of public at- 
tention on the failure of the dom- 
inant corporations to pass on to 
consumers the benefits of rising 
productivity.” 

Blasting Reuther’s proposal for a 
32-hour week, D. G. Mitchell, presi- 
dent of Sylvania Electric Products, 
said, “If Reuther wants a 32-hour 
week, we better get on the ball and 
speed up automation—or he can’t 
have it.” i . 

s 


AST week 6,000 workers at four 
Mack Truck plants went on 


GM Officials View New TV Show— 


General Motors officials and their wives were guests of NBC in the Sheraton-Cadillac 
Hotel, Detroit, for a large screen TV showing of the new NBC show, “Wide, Wide 
World," being sponsored by Delco-Remy, Guide Lamp, AC Spark Plug and United 
Motors Service divisions of GM. From left are Roland S. Withers, UMS general man- 


ager; Fred Ison, Saginaw Steering Gear 


sales manager; W. H. Doerfner, Saginaw 


Steering general manager, and Sherrod E. Skinner, GM accessory group vice-president. 
Behind Skinner is Harry Hawkin, of Saginaw Steering. 


strike to back up contract demands 
which included a layoff pay plan. 
The strike lasted only one day, 
however, as the company granted 
10- and 20-cent hourly wage boosts. 
Meanwhile, the Perfect Circle 
Corp. dispute at New Castle, Ind., 
continued last week with Reuther 
charging that Gov. George N. Craig 
“double-crossed” the union by fail- 
ing to completely lift the martial 
law as he promised. 
* Ed 


Dealer Sues Unionists 
ON THE dealership front, Loder 
Bros. (Oldsmobile), of Salem, 
Ore., has brought suit against four 
union leaders, seeking damages of 
$1,000 and an order that the de- 
fendants quit picketing Loder. 
Named in the suit are Milo H. 


Holt, Art Herrell, A. C. Alexander} 


and E. W. Meacham. 


The complaint states that the 
picketing is being carried on be- 
cause Loder would not fire serv- 
ice employes who would not join 
the union and because Loder 
would not sign a contract that 
would compel all employes to join 
the union. 

Local 705 of the Chicago Truck 
Drivers, Chauffeurs and Helpers 
Union has petitioned the National 
Labor Relations Board for repre- 
sentation election among the auto 
salesmen at eight Pontiac dealer- 
ships. 

The Chicago Automobile Trade 
Assn. urged the dealers “not to try 
to go it alone but instead get them- 
selves competent labor relations 
advice from persons experienced in 
this field, such as the Employers 
Assn. of Chicago.” 

s * 


* 

N ALBANY, the AFL Teamsters 

and the AFL Machinists have 
petitioned the NLRB to conduct 

an election among the service em- 
ployes of Albany Garage (Dodge- 
Plymouth). 

William F. Andrews, a Machin- 
ist organizer, said about 104 em- 
ployes are involved. He said his 
union was seeking to represent 
the mechanics and the helpers, 
and the Teamsters the remaining 
workers. The two unions are con- 
ducting a joint organizing drive. 

In Detroit, Edward Petroff, busi- 
ness agent for Local 376 of the 
AFL Teamsters Union, said his 
union was considering legal action 
against Ralph Ellsworth (Ford) 
because the company used the 
union’s name in a recent election 
without the union’s permission. 

The election, which was con- 
ducted by two members of the 
Garden City (Mich.) clergy without 
the knowledge of the union, re- 
sulted in a 38-25 decision against 
representation by the Teamsters. 

cs od of 

ETROFF said, “If they can do 

this, why can’t we conduct our 

own election down at the union 
hall? For one thing, there was no 
one to check the eligibility of the 
voters. We know at least 10 men 
who voted who had no business 
voting. We are going right ahead 
with our plans for a State Labor 
Board election.” 

Referring to the recently an- 
nounced $200,000 AFL organizing 
fund, Petroff said the larger unions 
will not interfere with the drive in 
Detroit and Wayne County. He 
said that “it’s been agreed where 
we start, it’s our baby, and where 
they start, it’s their baby.” 

Local 376 also reported a 16-4 
victory among the service em- 
ployes at Superior Ford, Wyan- 
dotte, Mich. The company and 
the union agreed to hold their 
own election under the super- 
vision of the company general 
manager and the union steward. 
In Steubenville, O., the members 

of the Tri-County Auto and Truck 

Dealers Assn. have gone on record 

as opposing the passage of a refer- 

endum to be placed on the Novem- 

ber ballot which would raise Ohio 

Sener compensation bene- 
ts. 


VW Owners Unite 


PASADENA, Calif.— The Volks- 
wagen Owners Club has received 
its papers of charter and incorpo- 
ration. 


Strouse Honored at Luncheon— 


Norman H. Strouse, newly elected president of J. Walter Thompson Co., second | 
from left, chats with friends after being honored at a testimonial luncheon oat the 
Hotel Statler, Detroit. From left are Walker A. Williams, Ford sales and advertising 
vice-president; Strouse; Clark H. Stevens, president of the Adcraft Club of Detroit, 
hosts at the luncheon; Walter C. Laidlaw, executive vice-president of the United 
Foundation, and James E. Cope, public relations vice-president, Chrysler Corp. 





Peril to Exclusive Dealing 
Seen in Factory Policies 


WINNIPEG, Man. — If present 
factory trends continue, automo- 
biles may one day be sold to any 
dealer with the money to buy them 
—just as electrical appliances are 
today, the Manitoba & Northwest 
Ontario Motor Dealers Assn. was 
told at its annual convention. 

The speaker, Howard B. Moore, 
executive vice-president, Federa- 
tion of Automobile Dealer Assns. 
of Canada, warned that current 
trends could signal the end of the 
“exclusive dealer franchise.” 

Moore urged a policy of constant 
vigilance so the dealers would not 
be “split or splintered by the poli- 
cies of manufacturers reaching for 
volume at almost any cost.” 

Similar sentiments were voiced 
by James L. Cooke, FADAC presi- 
dent. He said dealers must “roll 
with the punches” and adapt them- 
selves to a changing market and a 
changing economy with the least 
possible disturbance to their pres- 
ent establishments. 

“Service to the buyer will as- 
sume greater proportions than 
ever,” Cooke continued, “and the 
manufacturer and the dealer 
must one day share in the cost 
of that service if the franchised 
dealer is to survive.” 

Cooke cited appliance sales in 
which the cost of service—after 
delivery — prepaid by the dealer 
when the unit was purchased from 
the factory. 

He said the dealer then could 
sell wherever and to whomever he 
chose without regard to exclusive- 
ness or territorial limitations and 
buyers were assured of receiving 
the same service through the dealer 


Auto Buyers Kid 
Factory Polls, 


Researcher Says 


MINNEAPOLIS. — William C. 
Flaherty, business research direc- 
tor, Chrysler Corp., has complained 
that automobile buyers say they 
are interested in economy and de- 
pendability when appearance and 
prestige actually influence them 
more. 

“Even though 1959 cars are now 
on .the drawing boards, no one 
knows what they will look like, not 
even the public who has been 
researched to find out what they 





in the locality where delivery was 
made, without cost to the bypassed | 
dealer or the purchaser. ; 

Cooke contended that this 
“service policy” resulted in more 
satisfactory conditions through- 
out the appliance industry and 
strengthened public confidence in 
dealers. 

John R. Carter, Winnipeg, was 
elected president of the Manitoba- 
Northwest Ontario dealers. First 
vice - president is Earl Murray, 7 
Neepawa, Man., and second vice- | 
president is ‘R. Gordon Southam, 
Winnipeg. Fred H. Wood, was re- 
named association manager. 


Factory Direct 


Sales Set for 
Checker Auto 


KALAMAZOO, Mich. — Checker 7 


Cab Mfg. Co. last week announced | 
that it was entering the passenger 
car market with production of a = 
smaller taxicab easily converted to 
private use. 

The new car will be powered by 
a six-cylinder Continental engine 
on a 120-inch wheelbase with an 
overall length of 200 inches and 
will sell for $1,805 and $2,206, f.o.b. 
Kalamazoo. 

The lower priced car will be 
equipped with manual transmission, 
while the higher priced model will 
come with automatic transmission, 
power brakes and steering. 

The new taxicab—or car—is de- 
signed to meet a growing trend to 
smaller cabs noticeable in Chicago 
and New York, Checker’s principal 
market. 

Ralph West, Checker sales man- 
ager, said there will be no dealer 
organization, except for a sales sub- 
sidiary in the New York area 
People interested in buying the new 
car for passenger use will have to 
buy direct from the factory, he said. 


should look like,” said Flaherty at] 


a@ market research meeting. 


Since 1952 Chrysler has been con- 
ducting surveys to find out “what 
is really wanted, not what folks say 
they want,” he continued. 

The company has a monthly sur- 
vey scheduled to run through next 
June to determine what new direc- 
tion the Chrysler “forward look” 
should take. All this research has 
disclosed that “logical” features are 
not what count in car buying. 

“The American public may com- 
plain about longer and hard-to-park 
automobiles, but they really want a 
‘smaller car’ only in price,” Flaherty 
said. 


Drag Race Winner— 


Elza M. Lenn, Seattle, right, shows Hal 
Brandt of Davies Chevrolet Co., Sexttle, 
the trophy he won in the Western VW ash- 
ington Timing Assn. quarter-mile stock 
car drag race at Arlington, Wash. Dr:ving 
a Chevrolet Bel-Air, Lenn posted a record 
80.64 m.p.h., and has since boosted this 
to 84.74 m.p.h. 
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Calied Better for Dealer .. . 


AFC Cites Advantages 


Of Shorter 


CHICAGO. — Dealers face the 
danger of dollar.loss and an un- 
happy customer relation or both 
when they extend terms beyond 24 
months, even with substantial 
downpayments, according to 
Thomas W. Rogers, executive vice- 
president of the American Finance 
Conference. 

Rogers said that individual 
dealers should be concerned more 
about the quality, rather than the 
quantity, of their automobile con- 
tracts because an accounting day 
of judgment is certain to come. 
He pointed out that the subject 
was the topic at conferences 
called by the NADA, the Presi- 
dent’s Council of Economic Ad- 
visers and the Federal Reserve 


Board. 

He said stretching of terms to 30 
months or longer, even with sub- 
stantial downpayments, results in 
a slow buildup of buyer’s equity 
and a long period during which 
the buyer May owe more than the 
actual cash value of the car. 

Rogers illustrated his points with 
charts which portrayed the lack of 
equity in long time terms. 

Tabulations which he has pre- 
pared show that, with one-third 
down and 24 months to pay, the 
customer’s obligation exceeds the 
wholesale value of the car for the 
first five months and that during 
these months the greatest number 
of repossessions are made. On this 
contract it takes the customer 20% 
months to build up a trading equity. 

With a third down and 30 
months to pay, Rogers said, it 
takes the customer 27 months to 
build up a trading equity and the 
critical credit period is increased 
to 10 months. 

With a third down and a 36- 
month contract, the danger period 
is lengthened to 17% months, or 18 
months before the equity is worth 
More than the wholesale price of 
the car. Furthermore, Rogers said, 
the customer does not build up a 
trading equity during the life of 
the contract because at its end the 
value of his car is still a few dol- 
lars short of a required new-car 
downpayment. 

Rogers told Automotive News 
that the situation worsens when 
downpayment is lowered. He said 
with a fourth down and 24 months, 


Virginia Dealers 


Elect Swanson 
1956 President 


RICHMOND, Va.—John C. Swan- 
son (Cadillac), Danville, has been 
elected president of the Automotive 
Trade Assn. of Virginia to succeed 
William T. Robey jr. (Ford), Buena 
Vista. 

Other officers are J. R. Chapman, 
Richmond, first vice-president; 
Harold E. Edwin, Fairfax, second 
vice-president; Paul C. Duckworth, 
Lynchburg, third vice-president, 
and W. O. Riley, Woodstock, sec- 
retary-treasurer. 

Directors are P. Warren Spratley, 
Hampton; C. B. Mason, Ports- 
mouth; A. M. Barlow, Petersburg; 

ond K. Fulton, Wytheville; 
Joe L. Hill, Roanoke; R. E. Smith, 
Winchester; D. D. MacGregor, 
Charlottesville; Joseph A. Johnson, 
Abingdon, and M. J. Logan, Fairfax. 


Ford Foundation 


Selects Chairman 


NEW YORK.—Donald K. David, 
59, former dean of Harvard’s Grad- 
uate School of Business Adminis- 
tration. has assumed the chairman- 
ship of the executive committee of 
the trustees of the Ford Founda- 
tion. 

A Ford Foundation trustee since 
1948, David is a member of the 


board of directors of Ford Motor) 


Co. and several other corporations. 
Henry Ford II, chairman of the 
Ford Foundation board of trustees, 


} Was reelected to the executive com- 


Mittee along with Frank W. 

Abrams, John Cowles, H. Rowan 

nlp jr. and Charles E. Wyzan- 
i jr. 








Terms 


the customer’s obligation exceeds| ~~ 


the value of the car for the first 
eight and one-half months and 75 
percent of all repossessions occur 
in this period. 

With a fourth down and 30 
months, more than a year must 
pass by before the customer has 
any equity and he can only get a 
trading equity in 25 months or five- 
sixths of the life of the contract. 

With a fourth down and 36 
months, the critical period is 20% 
months and it takes the customer 
32% months to build up a trading 
equity, in this case only a $550 
equity at that. 

Basing his calculations on the 
customer accumulating enough 
equity to use his car as a one-third 
downpayment on a new car, Rogers 
pointed out that by increasing the 
terms six months that the ultimate 
trading period is put off six and 
one-half months and when terms 
are extended 12 months the trad- 
ing period is advanced 16 months— 
the period the customer is out of 
the market despite optimists who 
claim that the customer can trade 
any time. He just doesn’t have any- 
thing to trade, said Rogers, and if 
he finds one, it’s a packed-price 
deal that may lead to dissatisfac- 
tion or a repossession. 

Rogers told Automotive News 
that any combinations of down- 
payments and terms that result in 
a poor equity position for the con- 
sumer as an installment buyer are 
inherently unsound and potentially 
dangerous for the dealer, and, 
therefore, unsound for any finance 
companies. 

“Such situations are unsound be- 
cause in the long range it may 
encourage consumers to Make com- 
mitments which may be too large 
for their income,” Rogers said, 
“and this may lessen their feeling 
of responsibility to pay, thus forc- 
ing creditors to resort to legal 
methods of enforcement with re- 
sultant headaches and costs which 
never help a dealer’s business.” 

Rogers pointed out that re- 
course and non-recourse paper 
merely shifts or spreads the re- 
sponsibility and that the inherent 
risks must inevitably increase 
collection costs, repossession 
losses and ill will. 

He said easy downs and long 
terms are particularly dangerous 
to the auto dealer because the aver- 
age successful dealer operates on 
repeat business and when such 
terms are made his customer back- 


|log is so diluted that he has to 


borrow sales from the future and 
the more he uses the more serious 
will be the final accounting. 

“The experiences of automobile 
dealers and sales finance compa- 
nies Over many years of successful 
business have proven again and 
again that the only sound way to 
pay for an automobile is to make 
a downpayment sufficient to estab- 
lish a true equity,” Rogers told 
Automotive News, “and then to pay 
off the balance as quickly as pos- 
sible to keep the investment more 
than the depreciating value of the 
car.” 

Rogers pointed out that models 
change and new gimmicks come 
and go but that essentially there is 
no change in sound financing over 
the years—terms must maintain 
the customer’s equity, collection 
methods must be firm in getting 
the money in on time, yet flexible 
enough to maintain good-will, and 
that “easy credit can be tough.” 


Jobber Meetings 
To Precede Show 


SAN FRANCISCO.—Sessions will 
be held here by the Motor & Equip- 
ment Wholesalers Assn. and the 
National Standard Parts Assn. im- 
mediately prior to the opening of 
the 1956 Pacific Automotive Show. 

MEWA and NSPA meetings will 
be held Feb. 21-22, while the Pacific 
Automotive Show opens its four- 
day run Feb. 23. 

Space drawing for the show will 
be held here Nov. 18. More than 
350 manufacturers have applied for 
exhibit space. 


TV Star Meets Sponsors— 





General Tire 
Marks Its 40th 


Anniversar 


AKRON.—In 1915, General Tire 
& Rubber Co. was formed with total 
capital of $200,000. On the firm’s 
40th anniversary, President William 
O’Neil made several announcements 
pointing out progress in various 
fields, as follows: 

1. Textileather, General’s plas- 
tics division, had sales of $50,- 
000,050 for the first nine months 
of 1955, up 44.8 percent from the 
corresponding 1954 period. 

Textileather also announced the 
development of Nygen Tolex, an 
automotive and household leather 
which, the company says, resembles 


Patti Page, singing star of the Patti Page TV show sponsored by Oldsmobile, chats! natural hide. 
with Lloyd A. Wise, head of Fidelity Motors (Oldsmobile), Berkeley, Calif., left, and 
J. F. Wolfram, Oldsmobile general manager, after appearing at an Oldsmobile 
dealer meeting in San Francisco. 





Hoosier Group Opens Fight... 


Ads Slap ‘Crazy Credit’ 


SOUTH BEND.—Twenty-one 
dealers in South Bend and Misha- 
waka, Ind., have opened a cam- 
paign to educate the public about 
auto finance terms. Playing a ma- 
jor role in the drive is a series of 
newspaper advertisements warning 
of the dangers of “crazy credit” 
and “come-on” advertising. 

“We hope our efforts will help 
get this business back on a sane 
level and increase customer con- 
fidence in dealers,” said Van E. 
Gates (Chevrolet), president of 
the South Bend-Mishawaka New 
Car Dealers Assn. 

Chairman of the committee plan- 
ning the ads is Ed Brown, Yeager 
Buick Co. 

The first ad, headed a “Message 
in the Public Interest,” asked, 
“What are proper automobile 
finance terms?” 

“There is no absolute rule,” the 
ad continued, “... but you are bet- 
ter off to make the largest down- 
payment possible and complete your 
payments in the shortest possible 
time.” 

The dealers said that the “thrif- 


Fawick Develops 
Driver-Conitrolled 
Emergency Brake 


CLEVELAND.—The development 
of a heavy-duty braking system 
which will provide positive braking 
in case of air brake failure has 
been announced by the braking 
division of Fawick Corp. 

Known as the Fawick Hydro-Air 
emergency brake system, it is said 
to be completely independent of the 
air system and completely under 
driver control. 

A nationwide series of tests was 
conducted by vehicle operators and 
manufacturers under all conditions, 
company officials said. 

The system, they said, provides 
a positive emergency brake having 
the same braking power as the 
service system. When air brakes 
fail, the Hydro-Air permits smooth 
and gradual stopping, and prevents 
jackknifing, turnovers and load 
shifts, Fawick said. 

Hand operation is said to assure 
complete driver control at all times. 

a” 





Hydro-Air Brake Kit— 


Close-up view of Fawick Hydro-Air 
emergency brake kit installed on brake 
chamber. The unit is designed to stop 
“runaway” commercial vehicles in case of 
air brake failures. 


ty” buyer pays at least one-third 
down and pays off the balance in 
no more than 24 months. 


Taking as an example a $2,200 
car on which downpayment was 
25 percent and terms 36 months, 
the ad pointed out that it takes 
20% months for the buyers equity 
to reach the resale value of the 
car. 


This was illustrated by a worried 
motorist inching his car up a hill to 
the 20%-month crest, then coasting 
down, out of breath from the long 
struggle. 


“Don’t get caught in the same 
jam,” the dealers warned. 


“Moving into plastics was natural 
for us,” O’Neil said, “since the 
basic equipment for the rubber and 
plastics industries is the same.” 

2. O'Neil said that through its 
subsidiary, Aerojet-General, the 
company has submitted a proposal 
to build the propulsion plant for 
the earth-circling satellite an- 
nounced by President Eisenhower. 

Aerojet-General’s work in proc- 
ess today exceeds $125 million, 

O’Neil said. 

3. The company believes that “Hi- 
Density,” its new-textured synthetic 
rubber “is the biggest step to date 
toward building the 100,000-mile 
tire for passenger cars.” 

4. O’Neil said General’s chemical 
division has begun production of 
paint-latex for interior rubber-base 
paints and rubber chemicals. 

5. General Teleradio, major 
General Tire subsidiary, has 
added WEAT and WEAT-TV, 
West Palm Beach, Fla., to its net- 
work of radio and TV stations. 

It now owns and operates seven 
radio and five television stations, 


“We can give you terms as long|the FCC maximum. 


as anyone else, but—the SMALLER 


General Teleradio also controls 


the downpayment and the LONGER | Mutual Broadcasting System and 


you pay—the MORE you pay.” 


RKO-Radio Pictures. 


Some Tips for Dealers 
On Labor Relations 


Recent surveys indicate that unions are renewing organizational 


drives in many areas. 


Dealers in other sections may be confronted by labor activity in 
the next several months. This assumption is based on the $200,000 
organizing fund which is being built up by the AFL Teamsters and 
the AFL Machinists for the purpose of organizing dealership em- 


ployes. 


To assist dealers in their labor relations—an uncharted field for 
many — Automotive News is publishing a list of actions which 
dealers CAN TAKE, CANNOT TAKE and SHOULD NOT TAKE. 

The list was compiled and disseminated by the Pennsylvania Auto- 
motive Assn. Dealers are urged to save this list for future use. 


DEALERS CAN: 


1. Give their opinion of the union or unions to the employes. 
2. State the company policy to the employes. 
3. Ask the employes not to vote for any union, assuring them, 


however, that the choice is theirs. 


4. Urge every employe to vote, regardless of how he casts his 


ballot. 


5. Tell employes that the election will be by secret ballot. 


6. Tell employes that signing a union card does not mean they have 
to vote for the union. 


7. Explain company policy on wages, benefits, security, seniority, 
grievances, hours of work and working conditions. 


8. Discipline an employe for not doing his job whether or not he 


is a member of the union. 


9. Refuse to allow an employe to carry on union activities during 


his working hours. 
DEALERS CANNOT: 


1. Warn or even hint that they will take any action against an 


employe for joining a union. 
2. Make 


promises to employes if they promise to vote against the 


union. 


3. Compare the merits of different unions. 
4. Threaten or coerce an employe if he votes for or against a union. 


5. Encourage employes to join a union. As a member of manage- 
ment, your action will be looked upon by the National Labor Rela- 
tions Board as company action, which is forbidden by law. 


6. Interfere with employes’ right under the law to join, form or 


assist with any labor organization. 


7. Ask employes if they have joined a union or how they are 


going to vote. 


8. Have anything to do with anti-union petitions. 


DEALERS SHOULD NOT: 
1. Show either approval or disapproval of the activities of employes 


who are trying to form a union. 


2. Discuss their views with other supervisors or foremen, except in 


private. 


3. Express their opinions to more than one employe at a time. 
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Say New-Car ‘Dog Fight’ Helps Them . . . 
Independent Dealers Confident 


COMPLETE 


In a compact monthly package, the 
N.A.D.A. Official Used Car Guide 
gives you detailed information for 
quick identification of thousands of 
cars ... including the year, make, 
model, serial number and other speci- 
fications. Here’s the complete story 
on the used car market. 


Accurate . Detailed . Timely 


Based on authenticated trans- 
actions by dealers in every area. 
Lists average loan, “as is”’,and 
retail values for 
all models ... 
breaks down aver- 
age prices to in- 
clude special fea- 
tures. 

Published every 30 
days in six region- 
al editions. 


Subscribe for all your 
key employees, only 


(quantity prices 
on request) 


NATIONAL AUTOMOBILE DEALERS 
Useo Car Guipe Co. 


1800 H Street, N.W. Washington 6, D. C. 


For sheer 
riding comfort 


Sold only thru New Car Dealers coast-to-coast. . . write 
for details on our entire line. 


Sales Corp. 


9015 Santa Monica Bivd. * Hollywood 46, California 


(Continued from Page 1) 


ganization men remain and it was 
with considerable unity that the 

directors named dynamic Stacey 

Rowell, of Miami, 42-year-old son 
of a Methodist minister from the 

Suwannee River country, as pres- 
ident to launch a new drive to 
organize the non-franchised auto 
dealers of the country. 

Stating a policy of goodwill to- 
ward all segments of the industry, 
but a determination to defend 
NIADA against attacks, Rowell as- 
serted that he would work to over- 
come differences and build up the 
association from its present 1,600 
members to 5,000 by next conven- 
tion. 

“I don’t want to fight with any- 
one,” Rowell said. “I just want to 
build up this association. And it’s 
going to take an awful lot to hurt 
my feelings.” 

o * * 
per em the official policy is one 
of goodwill toward the rest of 
the industry, unofficially many of 
the dealers indicated a belief that 
franchised dealers and makers are 
cutting their own throats. 

Retiring President Ray Miles, 
Norfolk, Va., put it this way: 

“The year ahead also holds 
great promise. Perhaps more 
promise, relatively speaking, than 
for the franchised dealer, whose 
cut-throat unethical and positive- 
ly dishonest trading practices 
have become the order of the day. 

“Never in history have the ethics 
of the franchised dealer generally 
been so low. 

“Through all this, the indepen- 
dent dealer, represented by NIADA, 
has continued to raise his ethical 
standards. Because of this situa- 
tion, the independent dealer has a 
better opportunity than ever before 
to gain the favor of the public.” 

* * * 


/peactors of NIADA approved 
these two resolutions: 


1. That NIADA oppose unani- 
mously any legislation—local, state 
or national—which would have the 
effect of restricting the sale of new 
or current model cars to dealers 
enfranchised by the manufacturers. 
Copies of this resolution were to be 
sent to the governors of the 48 
states and to members of Congress. 


2. That members be urged to call 
to the attention of general counsel 
any restrictions on advertising in 
local papers. 

Rep. Klein, while stating that it 
would be out of order for him to 
give an opinion on a bill under con- 
sideration by his committee, said he 
was “inclined to believe that if the 
public gets at more of these cars, 
it might be better for the public.” 


He made it clear that he was 
concerned only with the public 
interest, and “was not worried 
about the big auto companies.” 

Rep. Klein said that he had noti- 
fied the auto makers that the com- 
mittee should hear from them. 

“I feel that there is something 
wrong somewhere. The makers 
have their ways of enforcing their 
will on the dealers. We want to 
know a whole lot more about this 
matter.” 

* * +. 
Genie, the independent 
dealers from large metropolitan 
areas expressed little interest in 
selling new cars, asserting that the 
“dog fight” among franchised deal- 
ers in the cities was so intense that 
there was little money in new cars 

for the independents. 

However, dealers in single-point 
towns said that their business in 
new cars was growing, although 
some said their headaches were 
growing, too. 

A dealer from a Midwestern city 
of some 100,000 put it this way: 

“TI used to have only a few new 
cars. Now I have a whole row of 
them. I sell a lot more, but ’'m 
having trouble getting financing 
and Pm getting more reposses- 
sions. 

“There’s one bright spot though. 
The franchised dealers used to 
fight me, but now they are so busy 
fighting among themselves that 
they ignore me.” 

This scorn of the franchise was 
general. 

“Who wants a franchise?” 


asked Ben Zoloto, Chicago, a 
wholesaler of new cars to used- 
car dealers. 

“I can wholesale new cars to the 
dealers at a price almost as cheap 
as the factories. And my clients 
don’t have a $60-a-week factory 
man telling them how to operate, 
and they don’t have the big over- 
head of the franchised dealers.” 

* * * 

THERS said that the discount- 

ing of new cars by new-car 
dealers is keeping the price low on 
older models, a factor in making 
these cars more attractive to the 

buying public. 

Many of the dealers expressed an 
interest in financing their own 
deals after Edward A. Howell, pres- 
ident of the Howell Finance Co., 
North Carolina, told them that they 
were only half in business unless 
they did so. 

His talk inspired an impromptu 
speech by C. E. Pitts, of Mont- 
gomery, Ala., who asserted that 
he worked nine years to build up 
a business worth $100,000 before 
he started financing his own 
deals. 

“Last month,” Pitts said, “I sold 
about 200 cars and made a net 
profit of $20,000.” 

He said that he built up his line 
of credit with his bank by allowing 
the bank to hold 10 percent of each 
deal in a reserve fund. When the 
reserve fund got up to $20,000, the 
bank suggested that his deposits 
be reduced to 5 percent of each 
deal, and when the fund reached 
$120,000, the bank suggested that it 
be kept at that figure. 

* * = 
THER officers besides Rowell 
include three vice - presidents, 
William Lee, Tulsa; Irving Rubin, 
Cleveland, and Ray Breeden, Roa- 
noke, Va. 

Harry Gottleib, Brooklyn, was 
named treasurer, and Louis Geller, 
of Akron, was reelected secretary. 

Regional vice-presidents are 
Morris Baker, Auburn, Me.; Jo- 
seph Wolfe, Bronx, N. Y.; Al 
D’Alesandro and Saul Grossman, 
Pittsburgh; Ralph Johnston, Fay- 
etteville, N. C.; Wendell Jarrard, 
Pensacola, Fla.; C. E. Pitts, Mont- 
gomery, Ala.; King Sutton, Co- 
ne O.; Sam Goodman, De- 

. A. Boeschenstein, Kala- 
mazoo, Mle Pr. K. Thompson, 

Tulsa; rd, 

Hugo ‘Sill, Denne J. M. Vickers, 

Houston; R. W. Workman, Lub- 

bock, Tex., and Ben Zoloto, Chi- 

cago. 

The board voted that the immedi- 
ate past president—in this case, 
Ray Miles—would become chair- 
man of the board, and all other 
past presidents be designated presi- 
dents emeritus. 

Miles was lauded for keeping the 
association going through one of 
the most critical years in its his- 
tory. During the year the name 
was changed, leading some to 
charge that the independent new- 
car dealers were taking over what 
the exclusive used-car dealers had 
built up; veteran executive-secre- 
tary Margaret Corel] left, being 
succeeded by Eva Mosley; and the 
office was moved from Detroit to 
Washington. 

Miles Elliott was rehired as field 
director, and the present adminis- 
tration is counting on his unusual 
ability to sell memberships as a 


Ford Says Cars Cost 
Bootleg Buyers Extra 


DEARBORN. — A buyer pays 
rather than saves in buying a car 
from an unfranchised dealer, the 
Ford Motor Co. said last week in 
correcting a transcript of a press 
conference. 

The transcript quoted R. S. Mc- 
Namara, Ford division general 
manager, as saying that a Ford 
series of market research studies 
indicated that a buyer saves 
about $50 in buying from an un- 
authorized dealer. The statement 
should have been that the buyer 
pays $50 more, Ford said. 


strong point in building up tie 
association again. 

Elliott said that in the eight 
states he has traveled since June 
he found 90 percent of the dealers 
doing better this. year than last, 
and he added that they look for a 
still better year in 1956. 

* * * 


a DICKEY, of Danzansky & 
Dickey, Washington, general 
counsel for the association, told the 
dealers that there is no place in 
the country for “special benefit leg- 
islation” such as the so-called anti- 
bootlegging bill. 

He said that his firm had asked 
the Senate Monroney committee to 
send out questionnaires to inde- 
pendent dealers just as question- 
naires were sent out to enfran- 
chanised dealers. The firm is now 
preparing a list of independent 
dealers for the committee. 

“We want no fight with the 
new-car dealer,” Dickey said, “but 
we will fight for the right to sell 
the public a car whether we have 
been franchised by the maker or 
not.” 

Howell told the dealers that the 
new-car dealers can’t hope to mer- 
chandise all the cars the makers 
are building and planning to build. 

“The franchised dealers like to 
sell to you,” Howell added. 


Howell gave the dealers a 
tempting picture of the finance 
business. An employee of a large 
finance company five years ago, 
he quit his job and went into 
business on his own. He had §2,- 
500 in Government bonds, bor- 
rowed $2,500 on his insurance 
policies and $5,000 from his 
father-in-law. On the basis of 
this, he sold $40,000 in common 
stock, got a line of credit from a 
bank and went into the finance 
business. 

His net for the first nine months 
of this year was $46,000, he said. 
Part of his business now is made 
up of insurance, including repros- ~ 
pective insurance, casualty insur- © 
ance and credit life insurance. 

x * - 
7 changing auto picture can 
be seen in the new faces as well 
as the old at the convention. 

Large delegations from Michi- 
gan, Texas, New York and Chicago 
once played an important part in 
association affairs. This year the 
Michigan delegation was made up 
of Sam Goodman, auction operator, 
and Boeschenstein, who leans heav- 
ily on the new-car business. 

From New York came Gottleib 
and Wolfe. Texas was stili rela- 
tively well represented, consider- 
ing the distance, with J. M. Vick- 
ers, who launched the “independ- 
ent” name change (the non-fran- 
chised new-car business is strong 
in his state), R. W. Workman, 
now a Nash dealer, and O. W. 
Conditt, of Forth Worth. 

Chicago was represented by Zo- 
loto, a new-car wholesaler. 

Leveling wheel of the associa- 
tion appears to be Ohio, still 
strongly represented by veterans 
Geller, Akron; Rubin, Manny Wiser 
and Morton Venig, of Cleveland, 
with several others, including King 
Sutton, a new enthusiast from 
Columbus. 

Among other old-timers on 
hand were Bill Thornton and 
James C. Downing (Nash), At- 
lanta; Meyer Marcus, Pittsburgh; 
Max Pomeranz, Denver; Ray 
Hayward, 

Downing, Hayward and Work- 
man are past presidents. Among 
the other past presidents, Oliver 
Wood is dead; still in business but’ 7 
missing were Charlie Hillard, Fort | 
Worth, in the rental business; Carl 
E. Marker, Fort Wayne auction 
operator; Martin D. McCollum, 
Flint auction operator, and Walter 
Wilson, Dallas franchised dealer. 


Dealer Goes Overseas 
MANCHESTER, N. H.—(UT?S) 
—Maurice J. Grant, president of 
State Motors Inc. (Lincoln-Mer- 
cury), has accepted an invitation 
from the Crusade for Freedom to 
make an overseas inspection tour 
of facilities of Radio Free Europe 
and Free Europe Press. Grant is | 
state chairman of the Crusade. 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 


Week Week dan. 1 
Ended Same Ended October, To 

Oct. 23, Week, Oct. 15, 1955, Oct. 23, 

1955 1954* 1955* To Date 1954* 
AMERICAN MOTORS 945 2,248 193 1,138 81,613 133,99 
ODOR .. sectesrqevesceseseverscees 460 800 111 571 27,116 42,817 
Wasps, Hornet ........ 335 620 100 435 26,637 21,090 
TORINO scieesuvierevevens. 125 180 11 136 4719 21,727 
SEE - estevebaiveswsconvessseuieresese 485 1,448 82 567 54,497 91,122 
Amb., Statesman 335 594 63 398 27,750 41,063 
Rambler ..................... 150 854 19 169 26,747 50,059 
CHRYSLER CORP. 16,233 8,595 25,656 62,832 478,503 1,055,947 
GP FONOR  oosenrccssccosecsesesees 2,550 1,567 3,276 8,849 69,242 138,626 
SD scesscscnstvevescensssoess 2,645 939 2,553 7,654 47,643 102,351 
BOOB GO  onsnsse.cesccersscsssseees 5,450 2,261 6,845 18,361 91,203 247,791 
Plymouth. ...................- 5,588 3,828 12,982 27,468 270,415 567,179 
FORD MOTOR. .............. 49,575 355 47,582 150,112 1,374,873 1,781,712 
SE WiSisests.tensccdeves.toetevenss 38,525 239 37,233 116,058 1,124,047 1,401,432 
ER, Scasitcasscentiintericaess 1,050 116 Bat 3,062 30,139 30,460 
SOUT. scssecsescessesonsocesee 10,000 sevice 9,505 30,992 220,687 349,820 
GENERAL MOTORS .. 59,115 31,828 27,199 100,680 2,250,761 3,189,672 
SMI. Ssbecadeessesssdeasessssevesie | meen 9,570 430,675 639,224 
MNEIIID cexcavesses isascisossesecs a 1,762 5,396 96,645 119,105 
Chevrolet. ................:.+ 30,500 20,461 11,352 41,852 1,095,175 1,447,357 
Oldsmobile ...................- DED” | eens sletends 10,400 354,002 513,345 
BIND os scrscssssortcsesesrss00e 14,900 11,367 14,085 33,462 274,264 470,641 
KAISER MOTORS ....... .......... IE. ewnnsneess.:) ginantise 15,366 6,680 
RNIN? ccccctbcvcncdsadthpesiberses, -entesetees sissies deuleaial . “Deewtines 5,803 1,021 
ith ontaiecinacscackie  [aeiates ore 9,563 5,659 
RE EES, cvsiescsncesciovssesis 1,497 2,561 951 3,076 87,897 146,399 
SIG ocsdnsuacsdesivecsetsses re 951 3,076 25,433 56,620 
Studebaker alk: = ilies <del 62,464 89,779 





*Revised. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Ww Jan. 1 Jan, 1 
Ended Ended October, To To 
Oct. 23, Week, Oct. 15, 1955, Oct. 23, Oct. 22, 
1955 1954* 1955* To Date 1954* 1955 

CHEVROLET. ................ 8,300 6,048 8,503 17,303 269,907 320,523 
DIAMOND T .................. 100 67 112 323 2,563 4,403 
ED © Gadi eiscccsssecascccssonsonss 80 40 80 240 2,515 3,073 
INE.” NaksisskcWoliicboesscasises 1,850 2,074 1,710 5,219 74,953 82,459 
aA nia rairen 8,300 71 7,206 23,695 232,039 295,886 
SE © Mis.descidisns banivadcaniviixarcuivan 1,800 1,182 1,808 4,888 63,438 82,472 
INTERNATIONAL ...... 2,945 914 2,311 7,465 78,744 103,410 
ero 152 139 346 902 5,455 11,805 
BIN sitbassaicaccacchincsisiceiietsinene 110 80 95 322 5,314 4,436 
STUDEBAKER. _.......0....0 cescceee ae © ‘sihemes. umes 11,181 14,227 
I isis csc cnsnpsiantaoninicers 370 219 343 1,076 8,624 11,769 
TUPUUIRIIE OD ncsassccssenssdccscesecss 1,810 2,047 1,958 5,372 56,298 61,462 
MISCELLANEOUS ....... 90 62 90 270 5,076 4,075 
Total Trucks, U. S..... 26,407 13,532 24,562 67,075 816,107 1,000,000 





Total Cars, Trucks, 


tee 153,772 
Total Cars, Trucks, 

I acideceincacerannesers 5,820 
Grand Total, 


Cars and Trucks, 


59,181 126,143 384,913 5,105,120 7,314,349 


4,609 16,731 306,874 387,461 


U. S. and Canada....159,592 62,042 130,752 401,644 5,411,994 7,701,810 
*Revised. Miscellancous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 
Drive, Sterling, Federal, etc. 

N.B.: All U. 8. totals include cars and trucks for military orders. 





Autos on the Mind... 


Incident in Dodgetown 


By Joseph M. Callahan 
Staff Writer 
A VISIT by a reporter to a furni- 
ture store in Hamtramck— 
or Dodgetown as it is sometimes 
called—resulted in this conversa- 


tion which shows the extent auto- oa 


mobiles have engulfed the average 
citizen’s mind. 

Reporter: “I’m looking’ for some 
kind of a lounge chair.” 

Salesman: “Yeah. I saw you com- 
ing out of a couple of auto show- 
rooms down the street. What are 
ya—a car salesmen?” 

Reporter: “No. I’m with Automo- 
tive News. What I need is a brown 
or green chair to go with some 
blond furniture.” 

x * + 

ALESMAN: “Well, we gotta lot 

of chairs. Over there (pointing). 
What do you do, keep track of how 
the dealers are doing?” 

Reporter: “Something like that. 
Now, about this chair . 

Salesman: “Do you know old 
eet ae ca ? He was a dealer 
here on Jos. Campau for a long 

Boy, he never gave any- 


thing away—it used to be list 
price or nothing.” 


Reporter: “What’s the price of 
this chair?” 
Salesman: “About $70 or $80. I 


guess the car dealers can’t hold 
out for the top buck like they used 


EPORTER: “You got any chairs 
with foam rubber?” 

Salesman: “Haven’t seen any. 
Say, who’s winning the race be- 
tween Chevrolet and Ford?” 

Reporter: “How about...” 


Salesman: “Boy, that Cadillac 
outfit is smart. Just making 
enough cars so they still have a 
scarce item. Plenty sharp.” 

Reporter: “Do you .. .” 

Salesman: “Is it true that the 
factories just dump cars on the 
dealer’s front step — without or- 
ders?” 

Reporter: 
chairs?” 

Salesman: “I guess the auto busi- 
ness is a lot like the furniture busi- 
ness — except we got a lot more 
hidden.” 


“You got any other 


a babel e te ka ack, 


45 





Millionth °55 Truck Built .. . 


Car Production Starts 


| 4th-Quarter Climb 


(Continued from Page 1) 


the previous week to 5,450 last 
week, and Chrysler dropped from 
3,276 a week ago to 2,550 last 
week. Only DeSoto upped its pro- 
duction, jumping from 2,553 the 
previous week to 2,645 last week. 
The cutbacks were due to parts 
shortages, the Budd Co. strike and 
a wildcat walkout at Plymouth’s 
Mack Ave. body plant. 
* * * 


AMONG the smaller manufactur- 
ers, only Packard was making 
more than a token number of cars 
last week. It scheduled 1,497 cars 
last week, as compared with 951 
the previous week, while its sister 
division, Studebaker, was still in 
the process of supplying its feeder 
lines. 

American Motors, still assem- 
bling cars at far below its nor- 
mal pace, rolled only 945 units at 
its Kenosha (Wis.) plant last 
week. Hudson’s output consisted 
of 335 Hornets and Wasps and 
125 Ramblers, while Nash’s pro- 
duction totaled 335 Statesmen 
and Ambassador models and 150 
Ramblers. 

GM moved back into the top spot 
in weekly production last week as 
its five divisions rolled 59,115 cars 
from their assembly lines, thus 
ending a two-week lull during 
which Ford Motor led the industry 
in corporate output. 


PONTIac saehe “the ‘spotlight from 
Chevrolet last week as it rolled 
an estimated 14,900 cars from its 
lines and broke its former record 
of 14,246 built during the week 
ended May 21. 

Chevrolet, marking its first full 
week of ’56-model output, pro- 
duced 30,500 cars last week, or 
nearly triple the number assem- 
bled the previous week. 

Oldsmobile and Buick, both in 
their first week’s production of 
56 lines, built an estimated 9,965 
and 1,200 cars, respectively, last 
week. Buick’s lines did not return 
to operation until Wednesday, Oct. 
19, while Oldsmobile’s began last 
Monday. 


. 2 * 
ADILLAC continued to move 
slowly on ’56 lines as it pro- 
duced 2,550 cars last week. Officials 
said it may be another week before 
the division’s output will return to 
its first-half pace. 

Ford Motor Co. continued to 
edge nearer its alltime weekly 
output record last week as its 
Ford division drew a bead on its 
six-day production mark and its 
Mercury and Lincoln moved 
along at a near-record pace. 

Ford division built an estimated 
38,525 cars last week to draw within 
344 units of its alltime weekly high 
of 38,869 cars assembled during the 
week ended June 18, while its com- 
bined car-truck operations pro- 
duced a new high of 46,825 vehicles 
during the week. The division’s pre- 
vious weekly car-truck output 
mark was 46,753, set during the 
week ended June 18. 

x * 7 


[pees the previous week’s out- 
put of 37,233 cars, the division 
set an alltime record for daily car 
output at any plant, when its Dear- 
born assembly unit rolled 1,003 cars 
from its lines. The Dearborn plant 
has been on a double-shift opera- 
tion since last September. 

Mercury scheduled 10,000 cars 
last week, while Lincoln upped 
production to 1,050 units for the 

week, The previous week the two 
divisions built 9,505 and 844 units, 
respectively, the cutback being 

brought about by the closing of 
the Wayne (Mich.) plant during 
the latter part of the week. 

The combined efforts of the three 
divisions gave Ford Motor a total 
of 49,575 assemblies for the week, 
or nearly 2,000 more units than 
were built the previous week, and 
only 1,839 units short of the record 
51,414 cars built during the week 
ended June 18, 


ALTHOUGH official figures were 
not available, company officials 
continued to estimate Continental 
production at 16 cars daily. 
biggest factor in pushing 


the truck manufacturers over the 
million mark was the production 
of 26,407 trucks last week—high- 
est weekly commercial-car output 
since the week ended July 23. 

Studebaker, still in the process of 
supplying its feeder lines, was the 
only truck maker not in operation 
the entire week, while Chevrolet 
and Ford both upped schedules con- 
siderably, Chevrolet to 8,800 units 
and Ford to 8,300. Mack was shut 
down Wednesday by a UAW con- 
tract strike. 

Canadian car-truck production, 


still hampered by the GM of Can- 
ada strike, rose to 5,820 units last 
week, an 1,211 unit jump over the 
previous week’s 4,609 cars and 


trucks. 
+ * = 


McNamara Lauds South 


At Louisville Dedication 


LOUISVILLE. — Dedicating Ford 
division’s new assembly plant here, 
General Manager Robert S. Mc- 
Namara, called it symbolic of the 
tremendous industrial progress that 
is being made everywhere in the 
South. 

The 1%-million-square-foot plant 
can produce 880 cars and trucks in 
a 16-hour work day. McNamara 
said it can be expected to build 
more than $17 billion worth of 
transportation equipment by 1988. 

McNamara said Ford.division ex- 
pects its car and truck sales in 
1955 to exceed two million units by 
Dec. 31. 


Chevrolet Sees 10% Boost, 
2% Million Output in °56 


(Continued from Page 2) 


dressed up by adding a molding 
on the exterior and trim moldings 
around windshield and back light. 

Cole blamed newspapers for 
“starting the race on horsepower” 
and then later announced that 
Chevrolet’s top horsepower with a 
“power pack” will be 205 (which 
just shades Ford’s 202 and Plym- 
outh’s 200). In 1955, Chevrolet’s top 
horsepower was 180 with a “power 
pack.” The basic V-8 horsepower of 
162, with an 8 to 1 compression 
ratio, is unchanged for 1956. 

* a 


[penine the last quarter of 1955, 
Keating revealed, Chevrolet 
plans to build 60,000 station wagons 
“which will be far from enough to 
supply demand.” 

Discussing safety features, 
Keating claimed several firsts for 
his company of long standing 
“while many of our competitors 
have suddenly discovered there 
is an element of risk in a moving 
automobile.” 

Among the firsts he claimed all- 
around safety plate glass, “standard 
for many years;” automatic con- 
trols:and new door locks. He also 
said Chevrolet will offer seat belts 
and protective dash pads as ’56 op- 
tional equipment. Shoulder harness 
will also be available. 


EATING said the '56 building 

program is designed “to elim- 
inate bottlenecks in our operation, 
increase efficiency and improve the 
product and furnish faster service 
to our parts and accessory cus- 
tomers.” 

He cited the properties to be en- 
larged as follows: 

Plant expansion at Atlanta, Bal- 
timore, Flint, Janesville, Wis., Kan- 
sas City, Los Angeles, Norwood, O., 
St. Louis, Cleveland, Bay City and 
Willow Run, Mich.—2,574,583 square 
feet. 

Warehouse expansion at Flint, 
Atlanta, St. Louis, Cleveland and 
Cincinnati—1,678,100 square feet. 

In discussing business pros- 
pects, Keating said that few fore- 
casters within recent years, with 
the exception of Harlow H. Cur- 
tice, president of Genera] Motors, 
had displayed any real apprecia- 
tion of the “mighty vitality of 
our country’s economy.” He de- 
scribed how the national appetite 
for higher living standards had 
created powerful new segments 
of industry that were unknown 

10 years ago. 

Chevrolet’s overall output in the 
last half of 1955 will set new rec- 


GM, Chrysler Among 83 


Granted AEC Permits 

WASHINGTON.— General Mo- 
tors, Chrysler and Budd Co. were 
among 83 firms granted access 
permits by the Atomic Energy 
Commission in September. The 
permits make the holders eligible 
for access to restricted data re- 
lated to civilian uses of atomic 
energy. 

Other firms granted permits in- 
cluded Firestone Tire & Rubber 
Co., B. F. Goodrich Co., Goodyear 
Tire & Rubber Co., Socony Mobil 
Oil Co. Inc., Texas Co. and West- 
inghouse Electric Corp. 











ords in November and December 
and continue this pace into the new 
year, Keating declared. He reported 
1,708,710 Chevrolet passenger cars 
and trucks were produced in the 
first nine months of this year. 

* 


W E. FISH, general sales mana- 
* ger, predicted one of the 
company’s most successful retail 
showings starting Nov. 4. 

“This is the biggest day of the 
year from Chevrolet dealers,” Fish 
commented, “and they traditionally 
go all out to make it a memorable 
occasion for the people who visit. 
their showrooms. 

“Special entertainment, decora- 
tions and favors are an accepted 
policy by thousands of dealers. 
The expense in showroom trim 
alone will run well over $3,000,000. 
Dealers want to be certain that 
the background and setting of 
the new cars do justice to their 
many improvements.” 

A feature at many showings this 
year will be demonstration rides in 
a duplicate of the car that clipped 
two minutes off the Pikes Peak hill 
climb record. The officially certified 
mark was set in September with a 
disguised 1956 model. 


ae aC ERTS | ALLE Ads - - 





HELP WANTED 


USED CAR MANAGER 


We are one of the largest new car dealers 
in the Central New York Region in need 
of an aggressive young man to take com- 
plete charge of and operate profitably 
and in volume, our used car department. 
The man we are looking for must be 
presently employed but dissatisfied with 
his present setup and must have a proven 
record of accomplishment. Attractive sal- 
ary and bonus plan for the right man. 
Give complete history over the past 5 
years—age and family status. Also, fur- 
nish phone number and recent snapshot. 
All replies strictly confidential. 
Write to Box 5450, c/o Automotive News, 
Detroit 26. 


SALESMEN—GM DEALER in fast grow- 
ing California central valley city of 150,- 
000 population. Olds experience preferred. 
Excellent commission and demonstrator 

plan. Box 5452, c/o Automotive News, 
Detroit 26. 

SALES MANAGER — Cars and trucks. 
Large ‘‘Big Two’’ dealership in Denver 
has excellent opportunity for proven ag- 
gressive volume profit merchandiser. Ex- 
cellent earnings, salary and incentive. 
State complete details of qualifications 
and accomplishments in letter. Box 5453, 
c/o Automotive News, Detroit 26. 

SERVICE MANAGER — Lincoln-Mercury. 
Established dealership in town of 10, tod 
located central New York, needs a 
with aggressiveness and personality. ‘Bal. 
ary plus bonus. Write full details. Box 
5440, c/o Automotive News, Detroit 26. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 
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DEALERSHIPS AVAILABLE 


- — SS rr OT 


ONS PRT I Sy 2 


and Plymouth, 4 counties, Tenn. Vlley 
Rhy 


HELP WANTED 
f 


PARTS MAN 


Surplus dealer truck parts. Experienced only. 
Familiar military and civilian catalogs; salary 
open, good future. 


S and G PARTS 


62 West St., Brooklyn, N. Y. 


area near AEDC air tunnel. South’s larg. 
est ‘‘nursery center,’’ ‘‘lumber,’’ ‘‘coal,” 
fine farming section. One of Tennescee’s 
best towns. Big factory payroll. Wili selj 
business and rent building on long term 
lease. Big used car lot. Will do over one 
million volume this year, showing cood 
profit. Two associate dealers doing ¢00d, 
Reason for selling, doctor’s orders. Box 
5398, c/o Automotive News, Detroit 26, 


DEALERSHIP AVAILABLE—Due to death 
of owner. Well established agency han- 
dling Packard in northern Ohio com- 
munity, population 33,500 plus surround. 
ing communities. Parts, equipment; iire- 
proof, brick building with adjacent used 
car lot. Oldest agency in town. Reply 
Cloyd W. Wagner, Inc., 144 N. Erie St., 
Massillon, Ohio. 


- —_—_____—_———————-| FoR SALE OLD ESTABLISHED dealer. 
-Pl oun- 
POSITION WANTED DEALERSHIPS AVAILABLE ee eae ee ne oe eae 


ties in one of Indiana’s richest manufac. 
SALESMAN—EX-DEALER and sales man- | AGENCY HANDLING LINCOLN-Mercury.| turing and farming sections, 250 potential, 
ager. Twenty years’ experience. Will con-| Showroom and garage completely| 800d service absorption, 16,000 square 
sider sales position with volume dealer equipped. 100% iocation, growing indus- feet of space, also large adjoining lot. 
who employs small number high type| trious town within 50 miles of Philadel-| W#ill sell for low inventory cost, also 
salesmen. Top references. Capable closer.| phia, Pa. 300 car deal. Will lease build- oo on favorable lease. Established 
Compensation $10,000 plus. Location New| ings. Box 5458, c/o Automotive News, 0 years, owner retiring. Factory will 
York, New Jersey, Conn. Box 5455, c/o Detroit 26. advance 75% of capital to responsible 
Automotive News, Detroit 26. DEALERSHIP AVAILABLE handling 


party if necessary. This is a real oppor. 
——— tunity. Box 5444, c/o Automotive News, 
GENERAL OR SALES manager. Ex-suc- Chrysler-Plymouth. 25 miles from large Detroit 26. 
cessful dealer and sales manager. Back- city in Virginia. Building like new. Pare | ——i£—H—HH—M__ 
ground as to ability and character will chase stock and equipment. Lease or buy | DEALERSHIP FOR SALE or lease, han- 
stand most rigid investigation. Capable building. $5,000 will close deal. Box 5459,| dling Ford. Very busy central New York | 
new and used car executive. Locate aoe c/o Automotive News, Detroit 26. on wna gd Zz “a ae on main | 
York, New Jersey, Conn. Compensation | HmartmranpiIPp HANDIING Buick Rich way. units, almost new garage 
$10,000 plus. Box 5456, c/o Automotive | DALE NSHP HAN ne pain Modern| 2d showroom, latest equipment. A sub- 
News, Detroit 26. building, good lease. 150 cars yearly. stantial money maker but owner asking 
BUSINESS MANAGER. Experienced in| Equipment, parts, fixtures—$22,500. Box| {0 Diue Sky and will extend liberal terms 
business management with ‘‘Big Three’’| 5460, c/o Automotive News, Detroit 26. esstee Sewn, Deets 35 ee ae 
factory, also four years comptroller for | DEALERSHIP AVAILABLE handling Olds- oe 
multiple dealer operation. Desire change mobile—small inventory. Must sell quick- 


Reaching an estimated ae) in all branches of the nation's automotive industry 
EV 3-2600 RATES: TWENTY-TWO CENTS (22c) PER WORD FOR EACH INSERTION. POSITION WANTED ADS, 


lle PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name | 
Replies to 


engaged 


and address at regular rates. Add One Dollar ($1) per insertion for use of a box number 
Box Number ads ore forwarded to advertiser, unopened. Display ads: $12.30 per column inch. CLOSING 
TEN DAYS IN ADVANCE OF PUBLICATION DATE. Contract rates supplied upon request. 


WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


NEW CAR SALES manager with proven 
ability and satisfactory references to 
take complete charge of new car sales 
and all relative responsibilities.. Must be 
married, under 40. Opportunity is in fast 
growing nortliwest city with immediate 
trade area of 25,000. Near best hunting 
and fishing. Enclose photograph and tele- 
phone number. Dealer is in ‘‘Big Three.’’ 
Airmail! Box 5451, c/o Automotive News, 
Detroit 26. 





POSITION WANTED 


OFFICE-BUSINESS “MANAGER: College 
graduate with three years automotive 
accounting experience desires to locate 
with dealership where there is a future. 
Thirty-three years old, married and de- 
pendable. Experience in budgeting and 
expense control. Volume no problem. Com- 
plete charge of office. Best of references. 
Good right-hand man. Box 5441, c/o 
Automotive News, Detroit 26. 


GENERAL MANAGER. Aggressive execu- 
tive with 18 years’ experience in all 
phases of dealership management. Can 
take complete charge and assume full 
responsibility for a profitable operation. 
Even in today’s market. My management 
ability and character will pass the most 
rigid investigation. Box 5454, c/o Auto- 
motive News, Detroit 26. 


POSITION WANTED 


To encourage this classification for the 
benefit of those seeking 
Wanted Ads are 
nomely lle per 
word for each $1.00 per in- 
use of a box number. Cash 
in advance Half-rate does not apply 
to display ads in this section 


employment 
Le STEAL La) accepted at 


half regular rates 
insertion 


ail ele 


VOLUME OPERATOR seeks employment 
as ‘‘Used Car Manager.’’ Background 
covers all phases of dealership manage- 
ment and sales. Previous experience in 
two of the ‘‘Big Three’’ auto dealerships. 


Would like to be located within 100 mile AGENCY HANDLING DeSOTO-Plymouth. | 


radius of Chicago. Well recommended, 
honest, reliable and 20 years experience. 
Box 5442, c/o Automotive News, Detroit 
26. 


For Quick Results 
Use Automotive News 
WANT ADS 


January first but available immediately 
if necessary. Southeastern territory pre- 
ferred. Box 5443, c/o Automotive News, 


Detroit 26. 


ly. Reason, death of owner. Write or see 
Mrs. A. H. Fehrenbacher, Newton, Il. 


FOR SALE—Southern California dealer- 


ship, One of ‘‘Big Two’’ franchise—250 
units. No smog. Live near ocean. Must 
have approval. Only those interested in 
buying whole deal apply. No real estate 
involved. Box 5464, c/o Automotive News, 


New Brunswick, N. J. Sells 30 new cars 
monthly. Will lease sales room and gar- 
age. Rafferty & Blacher, Attorneys, 55 
Paterson St., New Brunswick, N. J. 


DEALERSHIP HANDLING DeSoto-Plym- 


outh—northern Ohio. New building. $9,500 
for complete equipment plus parts. No 


used cars. Settling partnership. Box 5465, 
c/o Automotive News, Detroit 26. 


HELP WANTED 


Detroit 26. 


LEADING USED-CAR AUCTIONS 
IN THE NATION 


Frequency Rates: Minimum space, 1 inch on 1 column—Maximum: 5 inches on 2 columns— 
Contact WANT AD DEPT., Automotive News, Detroit 26, Mich. 


SALARY $12,000.00 per year plus commission and 
other very attractive benefits. 





Attention: Automotive Merchandising and Sales Pro- 
motion men—if this compensation attracts you and 
you have the following qualifications, please write to 
Box 5466, c/o Automotive News, Detroit 26. 


MIDDLE ATLANTIO MIIDDLE ATLANTIC EAST NORTH CENTRAL 


WE ARE PROUD TO PRESENT 


COL. W. E. "BILL" NAGY 
Top man in his field the nation over. 
THE ORIGINATOR OF MICHIGAN 
AUTO AUCTIONS 
Honest, upright, dependable | 
Now auctioneer at the . 
Wes Coon Auto 
U. S, 16 and 24 Detroit, Michigan 
Thursday at 12:30 KE 1-9694 


NEW YORK CITY'S 


SKYLINE 
AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 
You are 100% safe because all titles 
and checks are insured 
EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
B. Spielman 
John W. Becker 


HORSEHEADS 
AUTO AUCTION 


Age 40 or over. 
HORSEHEADS, N. Y. 


Married. 
Employed. 


One of the pioneers in the business. 
Eight years’ continuous operation. 
Guaranteed checks and titles. 


Two Big Sales Weekly 
Tues. Night 7 P.M. 


EAST SOUTH CENTRAL 


JOHNSON AUTO AUCTIONS 


LAWRENCEBURG, TENN. 
Every Tuesday 
HUNTSVILLE, ALA. 
Every Friday 
Insured Checks and Titles 


10 years or more experience in the employ of 
one or more of the leading car manufac- 
turers. 


Fri. Afternoon | P.M. 


New Jersey's 
Only Original Auction 


LEBANON AUTO AUCTION, INC. 
On Route 22—3 miles west of N. Plainfield 
Sale Every Wednesday at 12 Noon 
Dunelien 2-0915 and Dunellen 2-9849 


Both field and central office experience desir- 


able. 
Creative ability highly desirable. 
Ability to plan and program. 


AUTO AUCTION 


TIM ANSPACH 
“Midway,” Stop 20 
Albany-Schenectady Road 
ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 


MOUNTAIN STATES 


COLORADO 
AUTO AUCTION 
LITTLETON, COLORADO 
SOUTH DENVER 
DEALERS ONLY 


Sale Every Monday—11:00 a.m. 


Knowledge of graphic arts. 


EAST NORTH CENTRAL 


GRAND RAPIDS AUCTIONS, INC. 


On Mat~One Hall ile wet ef Grendril Knowledge of the automotive after market. 


Owners: 
Francis R. Cassell 
Carroll Kopfer 
EVERY TUESDAY—CHECKS INSURED Phone Denver, SUnset 1-7821 


At 1:00 P.M, Sharp—Dealers Only Wire Colorado Aute Auction FAX 
Auctioneer: Col, W. E. ‘Bill Nagy Denver, Colo. 
“Michigan's Best" Auctioneers: 
Phone: ARdmore 6-4720 Colonels Johnny Wood and Dean Davis 


All cars paid for by our own check through 
the First National Bank of Englewood. 


MANHEIM AUTO 
AUCTION 
MANHEIM, PA. 

On Route No. 72—4 Miles Off 

Pa. Turnpike 
10 year continuous operation 


Exclusive dealer auction 
Checks & Titles guaranteed 


Sale every Friday 10:00 A.M. sharp 


Modern Bidg. & Restaurant 
Member of N.U.C.D.A. & N.AA.A. 


Phone Manheim 5-2401 


Proven sales ability. 


Applications will be treated as strictly confidential. 


MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO CROSSROADS 


. where they meet... 


FINANCE MEN 


National finance corporation requires men fully qual- 


ified as: 
BRANCH MANAGERS 
OFFICE MANAGERS 


Company has over quarter ceritury of service in auto 
finance field and undergoing greatest expansion pro- 
gram in its history. 

Future progress depends on individual ability. 

Multiple employee benefits including Retirement 
Program, Profit-Sharing, Hospitalization, liberal Group 
Life Insurance. 

Those selected will be paid top salary and will qualify 
for Incentive Bonus for 1956. 

All replies strictly confidential. 

Box 5411, c/o Automotive News, Detroit 26. 


Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 9009 | 2d in Automotive News. 


GRAND OPENING 


TUESDAY, OCTOBER 25th AT 12 P.M. 


of 
BEREA AUTO AUCTION, INC. 
BEREA, OHIO Phone Berea 4-5151 ROUTE 237 


One mile south of Cleveland airport 
Ten miles southwest of Cleveland Public Square 
Four miles northwest of Ohio turnpike— 
Strongsville exit (Plaza 10) 
Jim Vance, Auctioneer 


Guaranteed checks and titles by Fidelity Ins. Co. of Tenn. 
We reserve numbers — Len Rademaker, Manager 


NEWEST, MOST MODERN 
IN THE EAST! 


N. A. D. E. 


Nati. Auto Dealers Exchange 


Route 206, Bordentown, N. J. 
Just South of Exit 7, 
New Jersey Turnpike 


Every WED. 11:00 
All checks and tities guaranteed 
Phone AXMINISTER 8-1702 
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DEALERSHIPS AVAILABLE 
DEALER HIP IN WEST TEXAS oil_belt 


| 


CARS FOR SALE MISCELLANEOUS MISCELLANEOUS 














dee Be a ing Chrysier-Plymouth. Fully HAVE YOU MET ROBINSON AUTO RENTAL 
ley ‘poet, high shop absorption, large 
rg. Sa eitory, qommeatel’ ievalien. Operating MR. AUTO INTEGRITY? FLEET LEASED CARS OUR NEW MODEL Ask the Man Who 
ae es pr 5445, c/o Automotive 
at o profit. Box » c/o a He symbolizes a superior public relations 
= News oe SUING LINGO LN: program wach u may secure panctusively 1954 - 1955 TOW o ARS T ows He K nows 
Li SHIP HA -| for ur m your area. r details Ww a W 
em BOMfencURY. in Kansas. Good farming | without obligation mail your letterhead to | CHEVROLETS, FORDS, PLYMOUTHS 
trial community. omple' Ss 

ood BF Stuipinent. 60-75 units a year potential. MERITSEAL, INC. ea LEAD IN SALES... ° ° 

= Will sacrifice in order to move quickly. |2 Depot Plaza White Plains, N. Y. y ones u oma ¢ ra nh 
= Box 5446, c/o Automotive News, De- Now available at Hertz Stations in the fol- VALUE AND... 
oe Sai ine hae Go, 
i ui 
—_ Detroit, Flint, Chicago, Milwaukee Cincin- F E c F °o R M A N Cc E Is the Cheapest 
om- DEALERSHIP HANDLING “BIRD-DOG" SALES PLAN nati, Louisville, St. Louis, ee ci L en : 
_— CREVSEES - POE RCTS Will give you HUNDREDS of “bird-dogs" in| £214. Neb,. Oklahoma City, Fort ines Meet 1.C.C. Requirements INSURANCE 


las, ‘New Orleans, Atlanta. 


ROBINSON AUTO RENTAL 


DIVISION 
229 S. Hanson St. 
1. E. Spatig, Used Car Mgr. 


fire- 

ive, growing, New England community 
ee 200 ' aie from New York. Owner retir- 
“ply ng. About 350 cars new. Excellent organiza- 
St., on. Will consider partner or sell outright. 
_—. fine opportunity for experienced dealer- 
aler- Moperator. 


your territory. Already in use by many dealers 
and thoroughly tested. Results guaranteed. A 
new approach to an old problem. $1.00 gets 
you complete information and sample forms. 


MOTO-MATIC 


TOW « GUIDE You Can Buy 


Philadelphia, Pa. 
Sherwood 8-1500 





COMPLETE with 

















ou. ox 5463, c/o Automotive News, Detroit 26. H. ©. Hammond, Jr. Fair Bluff, N. C. wit Sues Ge $6] 45 
an —— ATTENTION DEALERS!!/] BRAKE-MOBILE BRAKE HOOK-UP... 

“lot DEALERSHIP WANTED Ald LCL. B 

also WILL PURCHASE General Motors, Ford INVENTORY SERVICE SPECIALIZING IN THE SALE OF — H r eee : 
shed or Chrysler product dealership, any size, C \ fee : EX-TAXIS @ 

will goutheastern or southwestern coast of | OMmpP ete parts and accessories inventories 


WITH BRAKE HOOK-UP 


ONLY...°51% 


Excellent Bodies - Good Motors - Heaters 
Upholstery New 


BUY NOW — LOWEST PRICES EVER 


for all dealers by qualified, bonded employes. 
Reconciled to book figures. Obsolescence 
established. Operating in southeastern states. 


‘ Florida. Lease building or will buy. All 
/por- gash; consider paying some blue sky for 
desirable dealership. Factory approval 
already assured, Box 5418, c/o Auto- 


with Automatic Brake 
Cannot Be Matched 


LESS 











han- SS ST Rae CHEVROLET —Gingie 1 Pence io rye — ” eas, We, 1951-1952 At Any Price ee ee ee 
— or dual dealership in southwest section é Plymouths — Fords — Chevrolets —-SPECIAL— 

rage @ ciaa' Factory approval guaranteed, Box 1 te 500 snaaanier aes ee oe Se 

Ln ore AIR SECHSVOWTOF- FOR 300 PARTS FOR SALE MORRIS FREEDMAN wee ee SAPETY CHAINS, set of 2r only...$2.50 
sto" I hi eoules’ confidential. Past performance re PHILADELPHIA «Pa. [F F@Ctory Sales Division} |} sre tote canine $13.95 
ath wumotive News Deroit 26, || BUICK PARTS SARATOGA 7-2300 PILOT DISTRIBUTING (Add SBc for Padlock with 2 Keys) 





EADILLAC OR CADILLAC combination 
gar @ dealership desired. Cash available for 
immediate transaction. Replies strictly 
confidential. Box 5305, c/o Automotive 
News, Detroit 26. 


No BUSINESS OPPORTUNITIES 


COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Depts. 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


CARS WANTED 


WANTED 


TRI-KING aan Siene 
Up Intra-State Tow Bar 


Extra Discount on 
Special Phone Orders 


CALL ON CAR DEALERS? Cash in now 


with one of the hottest, essential acces- 
sory items you've ever seen! Ready-to- 
use, no installation or tools of any kind. 
Thousands now in use by satisfied motor- 
ists. Popular price for fast sell-on-sight 
and highest commissions. Not sold through 
jobbers or chains. Write today for litera- 
ture and big profit deal. Box 5462, c/o 
Automotive News, Detroit 26. 


Fast—Direc?t—C.0.D. Service 


SAME-DAY DELIVERY 


If it's really urgent, our company- 
owned plane will deliver, at rea- 
sonable extra cost. 


1956 LINCOLNS 


4-DOORS - HARDTOPS 


Any quantity, any colors or 
options acceptable. Invoice 


“Leaders In The Industry" 


Since 1939 





ELECTRIC SIGNS—for sale at less than 
half cost. Includes large Hudson, Pack- 
ard, International truck and many small 
electric window signs. Hum! Inc., Dodge 
Dealer, Lake Geneva, Wis. 


WE STOCK ALL MAKES 
TOWING EQUIPMENT and PARTS 
FOR AUTOMOBILES and TRUCKS 


TOW BAR SALES CO. 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 


GORDON BUICK 


Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 


BUSINESS CARDS are one of your best 
advertisements. 1,000 cards—$2.95 up. 
Free colorful raised letter catalog. Sculls, 
s J, 121 West 25th Ave., Wildwood, 


»AUTO DEALERSHIP top location. Excel- 
lent franchise—wonderful opportunity — 

» good return with or without real estate. 
Box 5448, c/o Automotive News, Detroit 
26. 

BUSINESS GIFT and advertising specialty 
catalog sent free. Ideal, AN, 1133 Broad- 
way, New York 10, N. Y. 


MANUFACTURERS’ REPRESENTATIVE 

MFG. REP.—Contacting dealers, parts job- 
bers in southern Ohio, Indiana and Ohio 
desires additional lines including tools 
and equipment. Box 5461, c/o Automotive 
News, Detroit 26. 


DEALER SERVICES 


DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 
40 So. Clinton St., Chicago 6, Ill. 


plus depending on distance. 


Phone, wire or write 


BERNARD GAY INC. 
LINCOLN-MERCURY 
312 E. Liberty St. 
Wooster, Ohio 

Phone, Howard 2-7060 





DEALERSHIPS AVAILABLE 





CARS FOR SALE 


ATTENTION 
NEW and USED 
CAR DEALERS 


Why waste your time and money trav- 
eling in search of A-1 used cars? We 


ONE OF TOP 


BIG 3 DEALERSHIPS 
FOR SALE 





| 





TRUCKS WANTED 


WANTED 


INVENTORY SERVICE 
, BUYING OR SELLING A 





© Buy Ri oe il Rich? have a steady stock of about 200 || FORD TRUCKS, TRACTORS AND DUMPS 
uy Rig e g beautifully re-conditioned cars. Delivery F800 and F900 1953 or later 
Parte Accescorion—Squipment service all over the nation in our car- Buy one or fifty. . (CITY OF 150,000) 
«2 = ee a aie aaa ae e || Tiers or driveaway service. W. E. McCARTHY 
DON'T GUESS—BE SURE Write or Call 241 Mystic Ave. Medford, Mass. ° i ieee mes 
Mystic 63500 ver o OT net wo in cas orTner asse 
Call or write for service details. Jimmy DeRose, Used Car Mgr. e 





AUTOMOTIVE INVENTORY excellent shape—NO real estate or used cars! 


SERVICE CO. 
10040 Freeland, Detroit 27, Mich., 


JEFFERSON CHEVROLET 

R : BUSES WANTED 

LOrain 7-5750 Detroit, Mich. || WILL BUY USED school buses—36 to 66 
Passengers. One or twenty, also airpor- 
ters. Dealer. Box 5419, c/o Automotive 
News, Detroit 26. 


WE 3-6445 





Attractive leases — background of many profitable 
years. Must sell for reasons beyond control. Location 
great southwest. 








HELP WANTED 


SHOP EQUIPMENT FOR SALE 


BEAR HEAVY DUTY truck frame ma- 
chine. Complete Weaver front end pit 
style. 50 ton Dake Arbor hydraulic press. 
All perfect, reasonable. Contact Woody 
Miller, 647 W. Genesee St., Syracuse, 
N. Y., phone 3-5121. 


VOLUME AUTO SALES MANAGER 


MIAMI GM DEALERSHIP 
SALARY and BONUS 


The man we want must be able to operate a volume dealership in a 
clean, ethical business-like manner profitably in today's market. He 
must be an exceptional individual who can develop new business, 


This is owner's ad—no agents. All replies confidential. 
Factory approval most exacting for this dealership. 





Box 5438, c/o Automotive News, 
Detroit 26. 


DE VILBISS SPRAY ROOM 


14° x 28', door each end, windows one side, 
blowers, 12 a I fluorescent, lights. Has been 
loosely assem but caulked. Cost 
$3600. Like new. Price $2500. 

Manley J3 Crane for jeep or pickup—$150.00. 

















hire, train and direct our sales personnel, help close deals, be ex- CANELL CO. 
perienced in sales promotion, and have proof of accomplishment. || °'¢ ae =, Getenere SERB] gem emawee 
Must be familiar with the competitive methods of selling, toot is, z | i 
the so-called "System and Pencil” plan. | e e | 
ANTIQUE CARS FOR SALE | | 
bap is an are ey on ————— — a 1931 CHEVROLET 2-DOOR ‘sedan. 22,000 CHEVROLET 2-DOOR sedan. 22,000 | 
ger of unsurpas ability. Please do not apply unless you have a miles, one owner, original paint. Really 
proven record of accomplishments and character that can stand ae. Oe ee OF, Pare, Sy. i | 
rigid investigation. ANTIQUE CARS WANTED Send Automotive News to Address Below | 
WANTED 4-DOOR 7-passenger touring car || U. S., Canada and U. S. Possessions | 
Send full resume, which will be held in strict confidence, to Box older ne ree ttn ae anet = os | One Year $8 (] or Two Years $14 oO | 
5449, c/o Automotive News, Detroit 26. a "oar. Send couniiete details, oeten. ! ° ‘ ! 
Pictures will be returned if no deal. Jack | All Other Countries — One Year $12 [] or Two Years $20 [J | 
rdoni, 45 Owen Street, Forty Fort, Pa. | | 
BUSINESS OPPORTUNITIES LLA 
eee AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. ; 
FOR LEASE TI ee GG Be 9865600 iil, rd ed ! 
CLEVELAND—WEST SIDE by ddnranevinitbinesadsvlcdnentnn doonkigaaaveneead gia ca anata 
AUTOMOBILE AGENCY PREMISES—203 ft. frontage on Main Thoroughfare in SAF-T-LOK J cece cece cence renee ese ee ence eee ereereertnseeeeesenseeeeeeeeereeees i 
heart of Cleveland's West Side. Occupied continuously as an automobile agency Revolutionary with split second release, ||| 
i : metal on metal locking device, automatic Street Address... 0... ccccccccssccccccccccsccssccece Zone No......... | 
since 1920, last 24 years @s a Dodge-Plymouth dealership, 39,154 sq. ft. total, lock on adjustment, 9 aa installation l | 
Ye under roof and ¥% in improved parking lot adjacent to building. Showroom ee eee Ge MOOD CIE QU cic ccc ccecdencscccdsacengeeeevetoasennee ee Ceres | 
frontage 84 feet. Building contains ADT Protective System, Body Shop with —. 5, ~ test. » | | 
DeVilbiss Spray Booth, Lube Dept. has 3 Twin Post Weaver Lifts. Overhead re, Nae earns, Srenged, mes Gaels 41) TRADE CONNECTION: | 
Suspended Gas Heating System. This building is in good condition, available Dastere, distributors send for further de- ||| Car Dealer [1] Truck Dealer () Manufacturer []_ | 
immediately for long term lease to responsible tenant. These premises ideal tails. | Jobber 1 insurance [J Financial (J Supplier 1 l 
for a straight PLYMOUTH or exclusive truck franchise—GMC or International. SAF-T-LOK MFG. CO | | 
Box 5467, c/o Automotive News, Detroit 26 ioe Mie GPO... 8 cnn socud ti matecnbelaeectee Wi sasyaiteal bag 
¢ 6/0 Aomeive Nows, Cowen 26. Box 2625 Gravois Sta., St. Louis 16, Mo. || 10-24-55 | 








All-New Tubeless Super-Cushions give up to 






Toe MORE TRACTION 





OPS! 





gees 


— 





rier, while the other went crashing through! 

Dramatic proof that these ultra-modern Tubeless 
Super-Cushions give your customers traction to count 
on—and stop on! 


toward this wall of flames at 50 miles per hour. At a 
signal, both drivers slammed down hard on the brakes. 

The car equipped with Tubeless Super-Cushions 
came to a swift, safe stop 6 feet from the blazing bar- 


On a slippery, water-soaked road we built a barrier, 
soaked it with gasoline—set it afire! Two cars—one 
equipped with Tubeless DeLuxe Super-Cushions, the 
other with last year’s conventional tread tires — sped 


Goodyear’s exclusive 3-T Cord and Grip-Seal construction 


make possible this ultra-modern tubeless tire! 





This amazing tubeless tire with its stronger 3-T Cord 
body is packed with traction . . . thousands of nonskid 
edges and hundreds of deep-cut Stop-Notches that 
guard against skids, allow swifter, safer stops! 

In its exclusive 3-T process, Goodyear triple tempers 
tough cord sinews and integrates them with improved 
rubber compounds under Tension, Temperature and 
Time to produce a tubeless tire body that’s completely 
airtight—most durable ever made! 


Here’s greater protection against blowouts! Any tire 
may blow out if it is cut through or severely damaged. 
But naturally the tire with the most durable cord offers 
the greatest protection against cuts and bruises that 
start fabric breaks—the most common cause of blow- 
outs. 

3-T Cord is so tough that breaks grow slowly, with 
only a gradual, harmless loss of air. This great new tire 
will fit present wheels. Goodyear, Akron 16, Ohio. 


More people ride on Goodyear tires than on any other kind! 


TUBELESS DELUXE SU PER-CUSHION 


= "GOODSY 
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This ultr 
: a-modern 
tire costs no tubeless 


More tha 
Standard tire and pee 
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Super-Cushion, T. M., The Goodyear Tire & Rubber Company, Akron, @ 
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